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Two “fast-selling’” Alvin patterns—the 
George Washington and Molly Stark. The 
women of America have shown their pref- 
erence for these two patterns in the most 
positive manner—by buying them. This 
means fast turnover. , 


Stock the George Washington and Molly 
Stark patterns. Display them and recom- 
mend them. They mean morte satisfied 
customers and greater profits. 
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Timely Suggestions on the Subject of Jewelry Fashion Shows 





By Isabelle M. Archer 











Part I. 


‘ITH the approach of mid-Summer, 
plans for fashion shows are again in 
the minds of enterprising jewelers. July 
and August are the ideal months for these 
combined social and commercial events. 
This year a full quota of shows is promised 
by jewelers all over the country. They will 
range from the less pretentious shows put 
on by the merchant in the smaller towns 
and endorsed by the local social ‘leaders to 
the sumptuous and elaborate offerings of 
State conventions or national gatherings. 
For those attempting a fashion show for 
the first time as well as for the director 
who has encountered difficulties and is not 
satishied with previous performances the 
following suggestions have been tabulated. 
Other arrangements may be found work- 
able and further ideas may be added to 
these but whatever is here set down can be 
accepted at any rate as practical, for this 
working plan has been followed under a 
variety of conditions with gratifying suc- 
cess. 


Layout for Fashion Show Plans 

When a jewelry fashion show is consid- 
ered the first thing that springs to mind 
is the choosing of the jewelry and, in exe- 
cution, this is really almost the last detail 
to be decided upon. After a jeweler or a 
group of jewelers has pledged a sufficient 
jewelry stock on which a fashion show may 
be based and the costumes have been prom- 
ised, a correct start has been made. Then 
it is best to forget about the choice of the 
jewels and the individual costumes and it 
will be found easiest to take matters up 
in this order: 1. The Date.—This at first 
must be approximate. 2. The site. 3. Extent. 
4. The Setting. 5. Advertising. And for 
the rest, model, costumes, jewels and pro- 
gram must be taken up after these first 
five important items are decided upon 

There are three persons or groups of 
persons to be interviewed in regard to the 
date of the show: the jewelers, the cos- 
tumers, and the hall or site manager. Af- 
ter all three have’ given their consent to 
dates within a limited period, the first step 
is taken and the second must be considered. 
In connection with this first step, the length 
of the show may be a deciding item. Suc- 
cessful fashion shows have been run in 
periods anywhere from two days to two 
weeks in length. For the average jeweler, 
the shorter show is the more practical for 
the moving of jewels and the obtaining of 
costumes for so many days is rather an 
undertaking. 





A two-day show means a dress rehearsal 
for those directly interested in getting up 
the affair. This may come off in the morn- 
ing, but it is better if it can be arranged 
the day before the opening, then there must 
be two public performances, one in the 
afternoon and one in the evening. 

It is possible to arrange a one day show 
eliminating the removal of the jewels from 
the shop more than one time, and keeping 
them at the show site for the full day, 
but if it is desired, a repetition of both 
afternoon and evening performances may 
be repeated for any number of days and 
the show terminated only when interest 
lags. 

For the setting the choice of the hall 
will be a determining factor. Anything 
may be chosen from a fair stall to a com- 
pletely fitted theatre and it will depend 
entirely on the site what these settings shall 
be and this will have also an influence on 
the program. In arranging all of these de- 
tails it is far better to work with a small 
committee or for even a single person to 
investigate and report back to a limited 
committee. 


Where it is possible to obtain a theater 
or a hall with a small stage or a raised 
platform, it is best to do so. The ideal 
plan is of course to have a stage with side 
entrances or wings and a center runway 
or ramp, however, if a floor without a 
raised platform is the only site available, 
then a booth may be installed after the 
style of the larger show places in the cities 
where shows are run after the style of 
country fairs. Indeed, a very successful 
fashion show was run last year at a State 
fair where the whole grounds were used 
and the manikins paraded and used the 
grandstand after the style of the manikins 
from the leading fashion houses of Paris 
at the French races. 

The matter of advertising should be 
taken up as early as possible after date 
and site have been decided upon. Adver- 
tisements arranged for and space paid for 
in advance will obtain advance write-ups 
for the management, and if write-up mat- 
ter with photographs or sketches of gown 
is offered free to the editors, so much the 
better. The points to bring out in these 
write-ups and advertisements will be the 
outstanding features and most striking 
points in the show. It may be the cost or 
the elaborateness of the exhibit or the cu- 
riousness or fame of some special gem or 
jewel. This feature should be brought 
out in the press and the idea of ap- 






















































propriateness between jewel and costume 
greatly emphasized as a matter of course. 

The question of models comes next. Liv- 
ing models are of course a greater attrac- 
tion than the lay figures sometimes used, 
but a combination of the two is feasible. 
In choosing either, a blond and a brunete 
must be ready to exhibit gowns for the 
blonds and brunettes in the audience. Be- 
sides these manikins, groups were formed 
at one elaborate fashion show last year 
where jewels for men were shown on liv- 
ing models and a grandmother and a child 
group were used, but this elaborate display 
is not necessary. 

Living models may be signed up from 
clothing houses, from photographers, or 
through theatrical companies. Any one of 
the three sources will do; it depends en- 
tirely upon the reliability of the houses and 
the certainty of obtaining the models. It 
may be possible to obtain some locally fam- 
ous actors or a celebrity passing through 
the town or introduced through friends. 
Naturally, the more widely known the 
model is, the more notice can be assured 
through the press, 

When it comes to the choosing of the 
costumes, this matter may be left to the 
clothing house or the gowns may be chosen 
in regard to either the model or as back- 
ground for certain jewels, but in any case 
all three points must be in the show man- 
ager’s mind when the gowns are chosen, 
and for this reason it is far better for one 
person to undertake this detail as well ‘as 
the arranging of the program, the lighting, 
and the time for the show’s opening. These 
last subjects will be taken up in detail.in 
an article to follow. 

The aim must be to have the plans elas- 
tic. It is far better to determine to set 
the heart on nothing for although it sounds 
well to have a definite aim, it is often dis- 
tracting and many times nerve racking to 
be disappointed at the last moment. It is 
far better to be ready to substitute fresh 
ideas when managing a fashion show. 





H. Mankowski, in Deutsche Goldschmiede 
Ze.tung, writes that Danzig, Poland’s new 
free port, has no raw amber because its 
source of supply was Konigsberg, Prussia, 
where the amber mines are a State mon- 
opoly. Hence Danzig finds itself in sore 
straits as to its great amber industry, 
having, as foreign territory, to pay 200 per 
cent dearer for its raw material, than its 
amber jewelry competitors, Konigsberg, 
Stolp, Berlin, etc. The free port possesses 
the seaboard from Zoppot to Frischen Neh- 
rung opposite Nogatmundung, but this 
stretch of ground does not afford sufficient 
amber for Danzig’s industry; besides, the 
amber output from the Danzig Strand of 
the town is contracted to the Konigsberg 
amber works. 
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If you long for the good old days when things were 
built to last a lifetime—— : 


If you are opposed to the slipshod and the common- 
place, and feel it a duty to patronize whatever is 


sound and enduring 


Then become a member of that large fraternity who 
enjoy the standards of half century ago combined 
with the progressive styles and patterns of to-day. 


House of Larter—Over Fifty Years Young 
LARTER & SONS 


23 Maiden Lane 
New York 


Pac. Coast Rep. 
A. I. HALL & SON, Inc. 
Jewelers Bldg., 
Post St., 
San Francisco, Cal. 
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A Word on Precious and Synthetic Stones 
| By Milton Heller 


An address delivered before the convention of the New York State Retail Jewelers’ Association 
at Syracuse, June 29 
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N this little discussion on precious and 

synthetic stones, it is not intended to 
cover the whole field of the various nature- 
made and man-made gems. We will sim- 
ply take up four leaders, the diamond, the 
ruby, the emerald and the sapphire, and 
study them—not from the usual standpoint 
of their market price and market condi- 
tions or the present and probable supply, 
but from a different angle, which may be 
new to some and perhaps a little uncom- 
mon to many. 

We all know that a diamond is a trans- 
parent, crystalline substance, white or 
slightly tinted, emitting, when properly cut, 
a magnificent play of colors. We know 
likewise that a ruby is red and transparent 
and that it exhibits certain light effects un- 
der certain conditions when cut in certain 
forms. 

This knowledge is both valuable and use- 
ful, to be sure. But does it explain what 
a precious stone is, what qualities it 
possesses, what makes it precious, or how 
it came to be created? Hardly. And these 
questions, which are so‘ fascinating as sub- 
jects for study or thought, can be answered 
with reasonable certainty. 

What will be presented in this discussion, 
therefore, will be the facts which show 
‘what constitutes a precious stone; how a 
precious stone came to be; the attempts 
men hdve made to duplicate these precious 
stones, and finally to what extent they have 
been successful. 

Precious stones as a class possess cer- 
tain basic distinctive features. Their 
beauty, hardness and color, the manner in 
which they affect light which passes 
through them, their permanence, their re- 
sistance to the action of light, and their 
capability of retaining their form and purity 
under the action of warmth, wear and 
dust—these and other qualities they exhibit 
in such different or unusual degree that 
they are immediately placed in a class by 
themselves, separate from other minerals 
found in the earth or other substances else- 
where met with. Add to these qualities the 
condition of comparative rarity, a condition 
where the demand exceeds the supply, and 
we have, broadly speaking, the “makings” 
of a precious stone. 

Such are the generalizations which ap- 
ply to precious stones. And, although 
these conditions are as a rule essentials for 
a precious stone, it might be interesting to 
note in passing that thére are two particu- 
lar qualities which far outweigh all the 
others in determining the value of a stone. 

And now, how did these precious stones 
of which we speak come to be? How were 
these exceedingly rare and _ surpassingly 
beautiful crystals, so much sought after 
Since the dawn of history, formed or 
created—and what mysterious make-up in 
their composition sets them aside as so dif- 
ferent and so superior? These questions, 
you may say, are not answerable, and per- 


haps that is partly true—but modern science, 
which delves into all secrets, discovering 
the unknown and accomplishing the im- 
possible, has presented us with some facts 
over which we may ponder with intense 
interest and even amazement. 

From the chemist in his work of analysis, 
therefore, we get our first ideas of how 
these precious stones came to be. He has 
studied them minutely and with illuminat- 
ing results. 

He has found that the diamond is com- 
posed exclusively of the element carbon, an 
ordinarily common element which we buy 
in a different form in coal at the rate of 
about $13 a ton. Further than this, he has 
found that the diamond is 3% times as 


heavy as water, that it is the hardest sub-- 


stance known to man, and that it breaks 
white light passing through it into the 
elementary parts—thus presenting the spec- 
trum or rainbow play of colors for which 
it is so much prized. 

The emerald, it has been found, belongs 
to the beryl family. Chemically it is com- 
posed of a silicate-aluminum, berylia and 
other substances, containing a trace of 
oxide of chromium. It shows a deep green 
transparent color which is more fascinat- 
ing to many than the brilliancy of the dia- 
mond. It is almost three times as heavy as 
water, but not nearly so hard as the dia- 


mond, being the softest of the precious 
stones. : 
The ruby and sapphire, analysis has 


shown, are alike, except as to color. In 
fact, both are of corundum, being oxide of 
aluminum, with a small amount of iron 
oxide and silica. The difference in com- 
position between these two stones consists 
simply in the fact that the ruby contains 
a small percentage of oxide of chromium 
with the oxide of aluminum, while the 
sapphire has small percentages of oxide of 
iron and oxide of titanium along with the 
corundum constituent. These stones are 
exceptionally heavy, being four times the 
weight of water. In color, the ruby is deep 
red and transparent, and the sapphire blue 
or sometimes white; both are characterized 
by their extreme hardness, being nearest 
to the diamond in this respect. . 
Having ascertained the composition and 
nature of these various stones, we next turn 
to the geologist for information. He has 
taken these facts and from his knowledge 
of the conditions and laws of changes in the 
earth, has brought to light some extraor- 
dinary evidence. It is a remarkable fact 
that, precious as are certairi stones, such as 
the diamond, emerald, ruby or sapphire, 
they do not contain any of the rare metals 
like gold or platinum which occur deep 
down in the earth. These stones are, how- 
ever, composed entirely of carbon, oxygen, 
aluminum, etc., elements which are found 
in the upper crust or layer of the earth; 
and this, notwithstanding the fact that the 
stones themselves are found deep down in 
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the ground. These facts are very signifi- 
cant and point conclusively te the way in 
which the stones came to be. 

The theory is simple. Consider water 
percolating or dripping through the crust 
or upper layer of the earth as it would 
through a layer of mixed sand and sugar 
supported on some sieve-like surface. In 
passing through the upper layer of the 
earth the water dissolves certain of the 
constituents just as it would dissolve some 
of the sugar in passing through the layer 
of sugar and sand. The water percolates 
for a depth into the earth; and some of it 
at least goes far down to the deeper parts, 
carrying along in dissolved form some of 
the constituents of the earth’s upper sur- 
face.. Deeper and deeper does this water 
permeate, until at last it enters some rock 
cavity and is imprisoned, unable to get 
away. 

The deep rock cavity becomes slowly 
filled with more water, which is all charged 
with the dissolved constituents of the 
earth’s upper crust. - Finally, a change in 
temperature may suddenly occur, or some 
of the water evaporate, or more of the dis- 
solved constituents may come into the cav- 
ity than the water filling it can dissolve. If 
any of these things should happen, a pecu- 
liar change, known as precipitation, would 
take place. 

To more fully understand this precipita- 
tion, let us imagine we are looking at a 
cavity deep down in the earth that is filled 
with water which has filtered through from 
the surface and which contains some of 
these constituents in solution. Imagine that 
a particle of this same constituent of the 
earth’s surface, which has been carried to 
this great depth, but is not in solution, has 
somehow been forced into this cavity. A 
certain amount of this substance will sud- 
denly come out of solution and reappear 
as countless minute solid crystals of the 
material. This reappearance in the form 
of small crystals is called precipitation and 
is caused by the presence of an overabun- 
dance of the material dissolved in the 
water. The small crystals which have been 
precipitated will of course fall to the bot- 
tom of the cavity. Suppose this change 
should happen a number of times? It is 
evident that quite an accumulation of these 
small crystals will result. These crystals 
become packed harder and harder in the 
cavity, perhaps by further accumulation of 
crystals, perhaps by pressure from the out- 
side, until finally, after the lapse of ages 
a natural gem of indescribable beauty is 
found exactly filling the cavity in which it 
was formed. 


To further illustrate this formation and 
to see with our own eyes just what takes 
place, I have here prepared a little experi- 
ment. It might be of interest to state that, 
according to our best present knowledge, 
this little demonstration is exactly similar 
to the processes which take place in the 
earth. And, although the matter of change 
of temperature, of which I am taking no 
note, enters both into the process which 
takes place in the earth and the experiment 
which is about to be performed, the funda- 
mental reason for the changes which oc- 
cur in both cases are as has been stated— 
precipitation due to the presence of an ex- 
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cess of the dissolved material in the water. 

We have in this beaker, which we can 
imagine is a rock cavity in the earth, a 
water solution of a powder known as 
Glauber’s Salt, a compound of sodium sul- 
phate. This solution was made by dis- 
solving one part of Glauber’s Salt in three 
parts of water. Now, without heating or 
performing any other action upon the solu- 
tion, we will add just one more crystal of 
the Glauber’s Salt. Almost immediately, as 
you see, the contents of the glass have 
érystallized into a solid mass which ex- 
actly fits the contour of the vessel, the water 
being entirely absorbed in the crystals. This 
action is due to the extra crystal of 
Glauber’s Salt which we dropped into the 
solution and which caused the Glauber Salt 
content of the solution to become too great 
for the solution to hold. We now have 
what might be a precious stone; and with- 
out any doubt would be, if continuous pres- 
sure, with perhaps an extreme of high or 
low temperature, could be applied to it for 
a few thousand years. 

At any rate the formation of a natural 
precious stone is not greatly different, and 
after being subjected for a period of ages 
to the washings of moisture, to the contact 
of the bed which contains it, to the action 
of changes of the earth’s temperature in its 
vicinity, it finally emerges because of vol- 
canic eruption, earthquake, landslide or the 
like, or is discovered, as a rare and valuable 
specimen of a compound of earth crust and 
water as simple as the Glauber’s Salt in 
this beaker, or as pure as the crystallized 
carbon which forms the diamond. 

Thus, we get some idea of how modern 
science has dug into the mysteries of na- 
ture’s stone-making, how it has unearthed 
the processes which went to make up these 
treasures, as well as how it has examined 
and analyzed the products themselves so as 
to wring from them the secrets of their 
preciousness, 


Work to Produce Synthetic Gems 

The chemist next turned his attention to 
the other, and we might say opposite field 
of endeavor. Having analyzed a substance, 
it is his habit next to try to build it up from 
its simple constituents by combining these 
in such a way as to form the original sub- 
stance. This method of building up a com- 
plex substance from its simpler parts is 
called synthesis, from which word we de- 
rive our name of synthetics when applied 
to precious stones made in the laboratory. 
Small wonder is it, therefore, that with the 
additional incentive of the great value of 
his products should he be successful, the 
chemist should turn his thought and at- 
tention to the synthesis of precious stones. 

Just at this point it is necessary to point 
out the difference between the synthetic 
stone and the “reconstructed” stone, for 
these two classes are frequently confused. 
A synthetic stone is a stone made in the 
laboratory from the actual simple elements 
that go to make up the finished product. 
A “reconstructed” stone—(and let us here 
note that there are practically no recon- 
structed stones being manufactured to- 
day)—is made by fusing together bits of 
the genuine stone in such a way as to pro- 
duce a large mass from a great number of 
small ones, 
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The diamond, the emerald, the ruby and 
the sapphire have all been synthesized in 
the laboratory. However, only the ruby 
and sapphire have been successfully made 
on a commercial scale, the synthesis of the 
diamond and the emerald never having out- 
grown the experimental stage. 


Moissan’s Experiments as to the Diamond 

In the case of the diamond, the method 
of synthesis was arrived at, not by follow- 
ing the process of evolution in the earth, 
but by an unusual discovery. A French 
chemist, Friedel, while examining a 
meteorite which had fallen from the skies, 
found tiny diamonds imbedded in the mass 
of iron. It occurred to Moissan, another 
chemist, that by reproducing the fiery con- 
ditions of the meteor he might be able to 
make diamonds. Accordingly he placed a 
crucible containing pure iron and very pure 
carbon in the terrific heat of an electric fur- 
nace. The carbon dissolved in the moulten 


‘ iron, and while the material was at a white 


heat, he plunged it into a bath of mercury. 
The sudden cooling caused a tremendous 
internal pressure on the particles of carbon 
which had dissolved in the iron. Upon ex- 
amination after the mass had cooled, it was 
found that the particles of carbon had been 
transformed into minute diamonds. 

However, this is as far as the process 
has ever been carried and though chemists 
for many years have attempted to improve 
it, the manufacture of diamonds is still in 
the experimental stage. 

The synthesis of the emerald has like- 
wise not been carried very far. Hautefeuille 
and Perry in 1890 made a solution of the 
constituents of the gem in their relative 
proportions. The solution was kept at a 
temperature of 800° C for fifteen days. At 
the end of this time it was found that tiny 
emerald crystals had formed. These were 
perfect in every respect, but were of course 
much more expensive than the earth-made 
product. Beyond this attempt no one has 
succeeded in making the emerald, and this 
experiment, though interesting, is not very 
instructive. The process, like that for the 
diamond, is still in the experimental stage. 


Synthetic Rubies and Sapphires 

Not so with the ruby or sapphire, how- 
ever. They have both been successfully 
synthesized on a commercial scale and 
many fine synthetic speciments of both are 
to be found on the market today. 

The ruby was the first precious stone to 
be manufactured commercially. Its his- 
tory is fascinating. As stated before, it is 
simply oxide of aluminum with a _ small 
amount of oxide of chromium, which gives 
to it the brilliant red color. Many methods 
of making the ruby were tried from 1870 
to 1890, all more or less successful from 
the chemical standpoint, but failures from 
the commercial point of view. It happened, 
however, that rubies appeared on the mar- 
ket of Geneva whose origin could not be 
accounted for. As a matter of fact, a curate 
of Geneva had succeeded in fusing chips 
of natural ruby given him by the lapidaries 
into large stones. These were the _ so- 
called “reconstructed rubies.” This brought 
about a revival of interest in the synthesis 
of the ruby, for it was argued that if ruby 
chips could be fused the oxide of aluminum, 
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of which they are composed, could also be 
fused. 

Professor Verneuil, the famous French 
chemist, finally succeeded in making the 
ruby, though only after many years of 
painful research and hard toil. He used a 
modified inverted oxyhydrogen torch, pro- 
ducing a flame which varied in different 
zones from 1,900 degrees to 2,400 degrees 
C. The torch is made of two tubes, one in- 
side the other. The inner tube, which car- 
ried the oxygen, extends about a foot be- 
yond:the outer or hydrogen-carrying tube. 
The ruby forming powder is placed in a 
sieve-bottom box in the top of the oxygen 
bearing pipe. 

When the torch is lighted, a small auto- 
matic hammer begins to tap the powder- 
bearing box, thus causing small particles of 
the powder to fall into the flame. At first the 
flame is comparatively cold and just warms 
an earthenware rod that is so placed as to 
catch the falling powder. As the powder 
continues to fall on the rod it forms a 
pyramid of fritted aluminum. The heat is 
then gradually increased until the apex of 
the pyramid becomes moulten and a tiny 
stalk or pinhead appears. Each succeeding 
particle of powder which falls increases 
this pinhead in size until a pear-shaped, or 
so-called ruby “boule,” is produced. 

The stone cut from this “boule” when 
properly formed, is similar to the natural 
ruby. Physically and chemically, from 
standpoint of hardness, structure, color, bril- 
lance or composition, these stones are iden- 
tical. Perhaps the only sure way of telling 
the synthetic from the natural is by an in- 
spection of the macles or enclosures in the 
crystal; in the natural gem the imperfec- 
tions have flat bounding sides and in the 
synthetic the imperfections have round sur- 
faces and are simply air bubbles. In a 
pamphlet, written by Noel Heaton, B. S. C,, 
F. C. S., for the Burma Ruby Mines, Ltd., 
it is said that these synthetics are, to quote 
exactly, “artificial corundum which has the 
same composition and properties as the 
natural stone and only differs from it in 
being made artificially,’ and again, “as far 
as chemical composition and properties go 
these stones are identical with the real 
ruby.” 

Synthetic Sapphires 

The synthetic ruby industry, as will be 
remembered, was inspired by the fusing to- 
gether of ruby chips. However, sapphire 
chips could not be fused in the oxyhydrogen 
flame or by any other method, since their 


- color disappeared in such an: operation. 


If I may be allowed to trace the history 
of the sapphire more personally, I will say 
that up till the year 1909, 16 years after 
the ruby had been obtained by Professor 
Verneuil, no method which showed any 
signs of final success had been evolved for 
the sapphire. In the meanwhile we* had 
in our laboratories in Paris manufactured 
the ruby by Professor Verneuil’s process 
with marked success: In 1909, however, 
our firm determined to make the most ex- 
tensive investigation on the sapphire and its 
synthesis that had yet been made. Accord- 
ingly, Professor Verneuil, who was the 





*L. Heller & Son. 
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A Word on Precious and Synthetic 
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greatest authority on this line of research 
and therefore the logical man to undertake 
the work, was solicited by my father to 
take charge of our laboratory. This Pro- 
fessor Verneuil finally agreed to, after it 
had been shown him that the work would 
be exclusively scientific, and with an able 
American assistant, I. H. Levin, the work 
was commenced. Experiments and re- 
search were carried on for nearly two years. 
during which time almost innumerable 
technical difficulties were met and solved 
and seeming hopeless obstacles overcome. 
Professor Verneuil finally succeeded late 
in 1910 in evolving a method for the 
synthesis of the sapphire, based on the 
previous synthesis of the ruby which he had 
discovered. These synthetic ! 
compared favorably with the synthetic rub- 
ies which were their forerunners. The 
synthetic sapphire, like the synthetic ruby, 
has beauty, hardness, durability and other 
qualities of the natural sapphire; and as 
Professor Alfred J. Moses, the well known 
mineralogist, who made a careful test of 
these stones, concluded, “any two natural 
substances which are as nearly identical in 
chemical and crystallographic characteris- 
tics as the specimen submitted and natural 
sapphires can only be called identical. The 
difference is one of origin.” 

And thus we see the difference between 
the nature-made ruby and sapphire and the 
man-made synthetic reproduction of the 
same. The difference is one of origin, the 
former coming from nature’s laboratory, 
deep in the ground, and the latter from 
man’s fiery processes in his own man-made 
laboratory. In essential characteristics 
both are identical. 

Synthetic stones are becoming more and 
more popular. In our own laboratories in 
Paris we produce annually over 3,000,000 
carats of these gems. The lapidaries of 
Europe and America today cut more syn- 
thetic stones than natural and imitation 
stones, 

And yet, synthetic stones are today 
hardly known to the masses of people. 
True as it is that they are used in grow- 
ing quantity both in this country and 
Europe, they are nevertheless still com- 
paratively unknown. The immense field 
which stands before the jewelry world can 
be realized when it is remembered that the 
love and desire for precious stones amounts 
with many to the proportions of a natural 
instinct. It is small wonder that people 
generally, spurning the imitation as lack- 
ing in beauty and valueless in quality, 
eagerly grasp the opportunity for possess- 
ing a synthetic. Here, indeed, lies a tre- 
mendous field of expansion for the jeweler 
if he will but educate his public to its pos- 
sibilities. The synthetic today holds a most 
alluring prospect for those who will grasp 
their opportunity. 

Such are, briefly, the stories of the nat- 
ural precious and synthetic precious stones. 
The facts are as scientifically correct as 
they could be made in a popular presenta- 
tion, 


sapphires , 
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WHY SIGN CLOCKS SAY 8:18 





Jersey Commuter Gets a Lesson in Horology 
on His Daily Trip 


Locomotive 623, with a full trainload of 
homeward bound commuters, had once 
again paused on the way, perhaps to rest. 
Suddenly she drove the train backward a 
yard or two with a slam that cracked one 
vestibule window light and brought gasps 
and squeals from women who do not go 
over the road every day of their lives. 

“Guess our engineer forgot how to drive 
a locomotive while he was away,” snarled 
Mr. Harvey, the Times commuter. 

“Keerful! Keerful what you say, Boss,” 
rejoined Mr. Bolting, freight conductor off 
duty. “Remember, we’re all Guv’ment offi- 
cials till March, anyway, and it’s treason 
to sass a railroader—but I'll tell you— 
he’s just keepin’ up his army record in the 
Tank Corps—Treat ’em rough!’” 

Rabbetts, the dog-biscuit man, com- 
plained that the shock had stopped his 
watch. “Just at 8:18, too,” he wailed. 

“That’s the time all the sham clocks 
show in front of the jewelry stores,” re- 
marked the doctor in the car. “I wonder 
why it is? I think I knew once, but I’ve 
forgotten.” 

“Abraham Lincoln was shot by Wilkes 
Booth at 8:18,” said the accountant, drop- 
ping a hand of cards as the electrics 
slowly faded in the long standstill. 

“T’ve often heard that, too,” said Howl- 
and, who sells clocks sometimes, “but it 
wasn’t so; just 70 minutes too soon, and 
clocks were painted at 8:18 long before 
Fort Sumter.” 

One old-timer on the train, whose father 
and grandfather before him lalso com- 
muted, said that he had ‘heard that sign 
clocks stand at 8:18 to remind folk up in 
Westchester and down in Monmouth that 
it’s the leaving time of the Wall Street 
expresses every morning. 

“Anyhow,” he added, “it would never 
do to be painting the hands all around the 
clock, because then people would be miss- 
ing trains that hadn’t arrived and breaking 
their necks to catch them when they 
weren’t due for an hour. In some Down 
East towns they fine storekeepers who 
show clocks that are more than 5 minutes 
out of the way.” 

Another then cited a jeweler’s clock close 
to the line, the hands of which stand mo- 
tionless straight up and down at 6 o'clock, 
dividing the inscription: “This is the hour 


at which the World War ended, November 


11, 1918.” 

“IT can tell you all about it,” then put 
in Cornelius, raised in Europe and speak- 
ing with an accent. “It is one of the mys- 
teries,” he said, “that while glassmaking, 
and many other intricate arts and sciences, 
had been carried to a higher excellence 
than any we know, the first mechanical 
clock, so far as history shows, was built 
by a German in the twelfth century. 

“True, they measured time before that 
by sun dials, the creeping shadows of 
the moon and stars, by the trickling of 
sand in hour glasses and of water from 
clepsydrae—water clocks—and the Arabs 
even have the progenitor of our alarm 
clocks in a tarred-rope which smolders 
steadily, so many knots an hour, and when 
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the knot hitched next to the owner’s bare 
toe flares up at the appointed time it in- 
fallibly awakens him. 

“Now, I want you gentlemen to write 
down Roman numerals till I tell. you to 
stop. Don’t look at your watches.” 

They began: I., II., III, IV.— 

“Now, stop and look at your watches,” 
said Cornelius. “You see every one shows 
‘IIII.’ instead of ‘IV.’ You'll only find that 
form.on time dials. Louis XVI. of France 
started it when he could find nothing else 
to criticise in a magnificent new watch, one 
reason, perhaps, why his country gave him 
the axe.” 

“But say, boss, what about that 8:18?” 
queried Mr. Bolting. 

“I could give reasons I have heard for 
that to the end of this long railroad,” said 
Cornelius, roused from his reverie, “going 
back to Julius Caesar and the signs of 
the Zodiac, but it all comes down to this: 
The fixed hands must be symmetrical so 
they will read the same up street and 
down; room must be left for the second 
hand dial, and the proprietor must also 
have all the room he can get above the 
hands to set forth his name and busin--s 
in the biggest letters possible. In other 
words, this arrangement furnishes the 
greatest posible advertising space on the 
clock dial, and so it has come to be ac- 
cepted as the standard in making sign 
clocks. So there you are—8:18.” 

Engine 623 started placidly onward, the 
electrics burned bright as the axles spun 
again, and cards and newspapers took the 
place of horology—New York Times. 








Gold Imports Increase During May While 
Silver Exports Show Low Figures 


WasHINGTON, D. C., June 30.—The Bu- 
reau of Foreign and Domestic Commerce, 
Department of Commerce, this week an- 
nounces that the imports of gold in May 
amounted to $16,000,000, a considerable de- 
crease from the $49,000,000 for April. For 
the 11 months ended May of this year, im- 
ports of gold amounted to $124,000,000, 
compared with $36,000,000 in the same 
period of last year. The May exports of 
gold were the smallest in the last 12 
months, amounting to $8,000,000 against 
$45,000,000 in April. For the 11 months of 
this year, the gold exports were $461,000,- 
000 against $34,000,000 last year. _ 

No important change is shown in the 
imports of silver, but the exports in May, 
amounting to $7,000,000, were smaller than 
in any month for several years. For the 
11 months of this year, the silver exports 
were $175,000,000, against $289,000,000 in 
the same period of last year. 

An increase of $55,000,000 in general ex- 
ports, but a decrease of $64,000,000 in im- 
ports in May as compared with April is 
shown in the statement. The exports in 
May amounted to $739,000,000 against 
$685,000,000 in April of this year and $604,- 
000,000 in May of last year. For the 11 
months ended May, 1920, the exports were 
$7,474,000,000 against $6,304,000,000 in 1919, 

The May imports amounted to $431,- 
000,000, as compared with $496,000,000 in 
April and $329,000,000 in May of last year. 
For the 11 months ended May of this year. 
imports were $4,686,000,000 against $2,- 
803,000,000 in the same period of last year. 
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CONDITIONS IN FRANCE 





Importer of Precious Stones Speaks Opti- 
mistically of Business Conditions There 
and Says French Merchants Have 
Proper Idea of the Value of 
Merchandise 


After spending about 15 months in 
France, during the Bolshevik agitation of 
the late French elections, which jarred to 
the roots the conservative elements of 
France, and also the May Day strikes fol- 
lowed by the attempt at a general strike, 
Maurice J. Karpeles, of the Karpeles Co., 
Providence, R. I., stated last week that he 
is led to the conclusion that France is in a 
condition to weather practically any condi- 
tions that may be expected to arise. 

“The country is in a progressive and con- 
servative condition of general growth,” said 
Mr. Karpeles. “The reaction after five 
years of war is enormous. Following 
August, 1914, there has been a wonderful 
recovery in the postwar period. Commer- 
cial and banking interests alike look to the 
future with confidence. They realize the 
present task is gigantic, but are facing it 
with the same indomitable will which won 
Verdun. The slow processes of recupera- 
tion and of regaining all that has been lost 
are moving irresistibly forward to the crea- 
tion of the new France, No matter how 
great they may seem the losses are but 
temporary. j 

“Being in constant touch as I am with 
both the commercial and banking interests 
of the country, it is with confidence that I 
can foresee the progress that will be made 
in every direction. The farmers, who are 
the backbone of the country, have had a 
record planting for six years this Spring 
and with the fine weather which has been 
prevalent they are fast becoming independ- 
ent of imports and will possibly soon begin 
to export foodstuffs in a constantly in- 
creasing volume to other countries. The 
food imports for 1920 are estimated at 
being 50 per cent lower than during 1919, 
which is in itself very significant. 

“During the war there were established 
great plants for the manufacture of muni- 
tions, etc., which are now being converted 
for the manufacture of peace implements. 
The recent strikes have demonstrated to the 
canny Frenchmen that serious labor is the 
country’s salvation; the only answer to the 
problem. Only by gradually increasing the 
quantity of exports of merchandise can the 
franc be reestablished and the country’s 
credit again made impeccable. 

“The banking interests are compelled at 
present to finance the home projects of the 
country, but before long they will be able 
to re-enter the foreign field and in co- 
operation with the British get a foothold 
in Central Europe, etc. - 

“Before France can really become normal 
new business for French exportation must 
be developed and maintained, while work- 
ing for the rehabilitation of the devastated 
regions of the north. If America, with its 
enormous wealth can extend credit to 
France for this work we can gain a great 
profit, not only in friendly relations and 
commerce, but in the actual transactions. 
Continued prosperity of France is at this 
time highly important to Great Britain and 
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the United States and every aid should be 
rendered to this noble country to regain 
its foothold in the world’s business. 

“Paris, always jewelry headquarters for 
the world, has suffered no loss of prestige 
in this connection. As an illustration, at a 
recent auction sale there were offered two 
diamonds of 28 karats, which were bought, 
uncut, for 300,000 francs by a French retail 
dealer. These stones would be worth prob- 
ably 400,000 francs when cut. In conversa- 
tion with leading Parisian jewelers I find 
there is no question of price in present 
transactions. Goods are at a premium and 
a jeweler can sell his trade, ofttimes sight 
unseen, a larger order simply from posses- 
sion of an invoice. 

“Prices are constantly advancing and will 
continue to do so when international traffic 
becomes easier and the present difficulties 
of travel are alleviated. Foreigners visit- 
ing in France will cause still greater de- 
mand. When the wealthy American, Ar- 
gentinian, Japanese—people from all cor- 
ners of the globe—are again able to travel 
without restrictions the advance in prices 
will make all previous advances seem 
insignificant. 

“The world’s traffic today is at a stand- 
still. During the war we little realized the 
small value of the dollar and the greatly 
enhanced value of the merchandise. Pro- 
duction is the order of the day, and the 
French merchant, shrewd, calculating and 
far-seeing, is buying ‘up everything he can 
lay his hands on.” 








RECENT PUBLICATIONS 


“Time Telling Through the Ages,’’ by 
Henry C. Brearles. 12mo, half cloth. Copiously 
illustrated, 294 pp., with bibliography of watch 
work, history of American watch manufacturers 
and encyclopedic dictionary of horological terms. 
Published by Doubleday, Page & Co., New York. 

AN sales be increased sufficiently to 

cover the increased cost of doing busi- 
ness? This is a vital question which every 
enterprising jeweler is trying to answer, 
and he is on the lookout for any ideas 
which he might apply to his advantage. 
Special problems have to be met in special 
ways, but there is one phase which, if not 
wholly neglected, has not been worked to 
its capacity. That is, the training of sales- 
men so they will be able, not only to show 
the merchandise, but also to se/l it. 

But there is one thing which every one 
can do—and that is, be certain that he is 
thoroughly acquainted with his merchan- 
dise, and see that every person in his em- 
ploy is awake to the possibilities and oppor- 
tunities of his position in the business. For 
instance, if a clerk be called upon to show 
a watch or other article to a customer, 
is it not of the utmost importance that he 
be thoroughly acquainted with it, know its 
history and possess a fund of interesting 
facts concerning it so he will hasten the 
sale and increase the turn-over of capital? 

Just now a lot of things are being said 
and written on this subject, and many of 
them are of real value if widely applied. 
It was as an effort in this direction that 
resulted in the work, “Time Telling 
Through the Ages,” which Doubleday, Page 
& Co. have published for the makers of the 
Ingersoll watches in commemoration of 
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their 25th anniversary. There has never 
been a dearth of material concerning 
watches and watch-making; but it was scat- 
tered in 40 or 50 different places, and for 
the most part was of a purely technical 
nature. . Therefore, the Ingersoll house 
saw the opportunity to compile a volume 
which would give, not only the story of 
the technical development of the watch, 
but would also trace the entire history of 
time telling and parallel it with interest- 
ing facts and phases of a human progress. 

It is not enough to know the watch from 
purely mechanical point of view. It takes 
on a new and vital interest to the customer 
if the salesman can relate tactfully some 
bit of human interest about the article he 
is showing. Should a customer desire to 
see a very small watch, he could be told 
how Arnold, the famous English watch- 
maker, made a repeating watch which was 
less than a half inch in diameter, so small 
that it was worn as a set in a ring. This 
became the property of George III, and 
when the Empress of Russia saw it, she 
offered five thousand dollars for a dupli- 
cate, whereupon the haughty craftsman 
coolly excused himself on the plea that he 
desired the specimen to remain unique! 

It is also generally forgotten that the 
first watches were more important as orna- 
ments than as time-keepers. They were 
made in all sorts of curious designs. Some 
were made to fit the head of a cane, while 
others were shaped in the forms of flow- 
ers, insects and animals; and the luckless 
Mary, Queen of Scots, possessed a watch 
shaped like a skull to remind her that every 
second brought the cold hand of death that 
much nearer. 

Besides paying particular attention to the 
human story in the development, or evolu- 
tion, of time telling devices, the compilers 
have included an appendix explaining the 
mechanical features of a watch movement, 
and an Encyclopedic Dictionary of watch 
terms, which, to the jeweler, watchmaker 
and watch salesman, is an invaluable addi- 
tion to the work. Other interesting features 
are the use of the principal works on 
horology, their authors and publishers, and 
a brief chronological history of the various 
American watch companies. ; 

A customer is unconsciously influenced 
by the personality and intelligence of the 
salesman. It is he who can accelerate the 
movement of merchandise and increase the 
profit by adding to the total number of 
sales. It must not be expected that a well- . 
informed salesman can cure all ills, but 
such a book as “Time Telling Through the 
Ages” is bound to enlarge the vision and 
give a new viewpoint to many readers, and 
so justify its existence as a contribution to 
contemporary literature. 








Market Prices for Silver Bars 
The following are the quotations for sil- 
ver bars in London and New York as re- 


ported for the last week: 
Selling Price 


London U. S. Gov't 
Date. Official, Assay Bars. 
A eee eer ey 52% 94% 
Lo LOR rae ie 52 93% ~ 
WOME. Scgatcaaveve wun Holiday 93% 
FUR Eide. dees cautevtaes 51% 92% 
Fee ey ee 51% 92% 
DOOD ecnvcvesknateaes 52 Holiday 
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The above illustration will appear in issues of Vogue, 
Vanity Fair, Harper’s Bazaar, North American Review, 
Shadowland, American Magazine, McClure’s and the 
Literary Digest. 


Orienta Pearl Advertising 
Will Increase Your Sales 


Orienta Pearl sales this year are far exceeding the most optimistic cal- 
culations, and it will pay progressive Jewelers to liberally stock them 


and be ready for Fall Business. 


We will furnish electros gratis for your local Newspaper Advertising. 
Send for broadside, showing the complete series. 
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The Latest Jewelry Seen in New York 


Note—The following information is published not only for the benefit of the jeweler, but 
for the benefit of the public, and to give the retail jewelers outside of the large centers in- 
the very latest articles in jewelry that are shown in the shop windows of bi 

dealers in the metropolis and about such special pieces as have been made for customers, and 
his information is right-up-to-the-minute, and gath- 

ered directly before THe JewkLeRs’ Circular goes to press. _may be git 
retailer to his local paper for the general information of the people of his district, in order to 
interest in jewelry generally, or the information may be used by 
journals, as to the latest styles in jewelry. 
RWELERS’ CircULAR, in any way that the jeweler may feel will prove 
best for the information of the people of his district, or valuable as a news item on the latest 
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eore.s* is the password for all new 
Summertime jewels and it makes the 
keynote in these interesting pieces which 
The Rambler has noted in her sojourns in 


and about Manhattan. 
* * x 


There is a hair ornament with its mark 
of newness found in a wired shower of 
pearls which droops at the left side irom 
a pearl bandeau. A pearl cluster rests at 
the joining of the plume-like pearl orna- 
ment and the three-strand pearl band. 

x OK Ox 

An unusual design for a sautoir watch 
has the watch case swinging free at the 
lowest point in the pendant and above it is 
a closely encrusted diamond framework to 
make the whole jewel follow the con- 
tour of an inverted fleur-de-lis. This is 
hung from a box-set diamond neckchain 
with the fleur-de-lis motif repeated at the 
cross and at intervals on the chain. 

* ok Ox 

Colorfulness has been mentioned before 
as an added attraction to some of the latest 
jewels, but now appears the reverse and 
all white jewels are in vogue as a contrast 
to their more gaudy associates. The more 
usual phase of this mode is, of course, 
pearl jewelry or jewels holding pearls and 
diamonds. For evening wear we also 
know the handsome jewel mounted with 
diamonds alone, but now there come as 
well for evening as for daytime wear, 
necklaces, earrings, and brooches holding 
white jade, finger-rings and bracelets set 
with moonstones, and giving a faint tint 
to our all-white coloring, there are new 
jewels showing the palest of pink coral or 
lightest cabbage-green jade for their gems. 

ee ee 


There is a new touch given to some van- 
ity cases and although it differs only 
slightly from a former mode, it still shows 
a decidedly new tendency. This is the 
widening of the decorative band seen on 
these utility pieces. Until now, _ these 
bands have appeared as pin stripes in en- 
ameling or narrow borderings of engine- 
turning or hand-engraved patterns, but now 
these stripes have widened to an inch or 
more and they are edging square vanity 
cases with a bold border in large figured 
patterns or giving color in crosswise 
stripes to oblong cases or banding oval 
forms with an inch-wide upright bar of 


pale colored enamel. 
* * * 


The continued preference for the soli- 
taire finger-ring is exhibited again in fresh 
designs coming from the jewelers’ studios. 
They are made just a little bit different by 
the addition of very small diamonds as a 
background or relief to the large solitaire 





pearl, diamond, or colored gem. Some, 
perhaps, would not call these rings soli- 
taires at all, but so they are correctly 
listed, for the accompanying diamonds are 
so extremely small and insignificant and 
make no more than an addition to the plat- 
inum mount while the large gem set in each 
ring is remarkable for its size. Here are 
some of the very newest patterns. One 
ring -holds a_ pink-tinted pearl, with the 
small diamonds forming four corners and 
so making a square setting for the pearl. 
Another ring holds a long narrow shaft 
of smooth polished turquoise, while on 
either side is a single small diamond to 
connect the bezel with the ring circle. A 
table-cut emerald makes the solitaire gem 
for another of these new rings, while the 
band is formed entirely of close-set dia- 
monds. A lozenge-shaped diamond makes 
the solitaire and the ring circle turns 
gracefully from the points on either side 
of this stone, for the ring circle and large 
pearls again make the solitaires for two 
other rings. One is finished with a gra- 
dated band of diamonds and the other is 
mounted high above a hand-engraved plat- 
inum band with two small diamonds set 
obliquely, one on either side of a large 
black pearl. 
x * x 

A great bracelet favorite this Summer 
is the narrow bangle of hand-engraved or 
engine-turned platinum. These bangles 
range in width from extremely narrow 
sizes to bands a half inch in depth. The 
medium widths, however, are the more 
popular, and these are patterned to suit 
one’s fancy with smooth polish facets cut 
in diamond or square shapes, while others 
are corded to make several ribs of varying 
patterns on each little bangle, or they are 
matted in an all-over design of engine- 
turning in a pattern called brocading. 
Quite a new conceit, too, is the pendant 
gem, which hangs from some of these 
dainty platinum bracelets. These drops 
are faceted gems, capped with platinum 
and joined to the bracelet circle by dainty 
platinum chainwork. Sapphires and em- 
eralds are seen in some of these jewels, 
while others show combinations of pearls 
and topazes or diamonds and amethysts, 
or they hold the opaque stones, red coral, 
smoked amber or jade, when the bracelet 
is of gold, and plainly polished or finished 
with a dull frosting instead of the pattern- 
ing shown on the platinum bangles. 

ees 

New travel things are appearing in the 
jeweler’s shop every day. A window on 
the Avenue is showing just at present a 
remarkable afray of travel things and 
pocket pieces. One of the most attractive 
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of the travel conveniences is a smoker’s 
set complete with playing cards and poker 
chips. Fitted into this little leather case 
were cigarettes and matches, a pair of 
small ash-trays, and some cigarette holders 
and then a quite surprising feature was 
the mirror set in the box lid, for, be it 
known, this smoking set was intended for 
the use of the gentler sex. It is a fact, but 
one not altogether accepted yet, that women 
throughout the country are following their 
sisters across the sea and using the weed 
more openly every day. There are smok- 
ing stands now for the boudoir, and pocket 
pieces intended for the handbag or inserted 
as a permanent addition to the vanity ¢ase. 
Without the mannish feature seen previ- 
ously in sport clothes, it is a curious thing 
to see the acceptance of pocket pieces by 
the women that were formerly conceded 
to be entirely the right and property of the 
men folk. Such things as cigarette cases 
and holders, pencils and pens, card cases, 
memo-pads and pocket knives are made to 
be carried in sweater pockets or the new 
inside pockets of sport coats. Such pieces 
differ radically in design and makeup from 
the usual dainty little fanciful utility pieces 
seen in mesh bags. These newer things 
come severely plain, with monograms hand-+ 
engraved entirely after the usual type of a 
man’s pocket piece. THE RAMBLER, 








Program for the Annual Convention of the 


Virginia Retail Jewelers’ Association 
RicHMonpD, Va., July 1—The annual con- 
vention of the Virginia Retail Jewelers’ As- 
sociation will be held in this city at the 
Hotel Richmond on July 12 and 13. The 
program for the convention has already 
been prepared and is as follows: 


MONDAY, JULY 12 

10.30 a. m.—Registration and distribution of badges. 

10.50 a. M.—Convention called to order by our 
president. 

11.00 a. m.—Address of Welcome by Mayor George 
Ainslie -of Richmond, Va. 
Response, by M. Harrison, president 
Virginia Retail Jewelers’ Associa- 
tion. 
Placing and explaining the Question 
Box, by O. F. Russow, secretary. 
President’s annual report and report 
of national representative. 
Secretary’s annual report. 
Treasurer’s annual report. 
Appointment of committees. 
Report of standing committees. 
Report of 24 Karat Clubs. 

1.30 p. mai—Address on Co-operative Advertising, 
by Leo Henebry. 

2.00 p. M.—Discussion of war tax and the Me- 
Fadden bill. 

2.30 p. M.—Luncheon at the Country Club. 


Automobile ride to points in and 
about Richmond. 
8.00 yp. M.—Banquet, Hotel Richmond. Speaker, 


Dr. D. S. Freeman. 


TUESDAY, JULY 13 

10.00 a. m.—Meeting called to order; Joe Allen, 
first vice-president, presiding. 
Report of committee on resolutions. 
Opening of the Question Box. Don’t 
miss this, as it is the most im- 
portant part of our convention. 
Unfinished business. 
New business. 
Election of officers. 
Selection of our next meeting place. 
Adjournment. 


O. F. Russow, secretary of the associa- 
tion, has sent out a letter to the jewelers 
of the State of Virginia calling their at- 
tention to the coming convention and urging 
that they make a special effort to attend. 
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Fine Platinum Mountings 


Present-day fashion in jewelry demands beauty and excellence in a ring- 
mounting to a degree, no less than in the jewel itself. Which means— 


Platinum Set with Small Diamonds. 


Wheeler platinum mountings, truly representative of Wheeler 
products, bear that stamp of dependable quality and pride of 
workmanship for which Wheeler is noted. 


There is assured satisfaction to the dealer who buys and sells a line 
that combines more character—more individuality—more desirability 
—yet without more cost. 


Hayden W. Wheeler & Co., Inc. 


2 Maiden Lane New York 
Factory: 72 Spring Street 
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Pennsylvania Jewelers Meet at Harrisburg 





Fifteenth Annual Convention of State Retailers’ Association a Big Success— 
New Officers Chosen and Many Important Trade Matters Discussed. 














HarrispurG, Pa., June 30.—The 15th an- 
nual convention of the Pennsylvania 
Retail Jewelers, Association closed here 
tonight after a series of sessions which for 
constructive thought, along lines of in- 
dividual business improvements and co- 
operation, could hardly be excelled. 

The conclusion was a banquet attended 
by more than 150 jewelers, their wives and 
families at which the keynote was the ad- 
dress of Lieutenant Governor Edward E. 
Beidleman, of Harrisburg, attacking the 
Andrews subsidy bill and urging the re- 
peal of the National excess profits tax. 
Incidentally the Andrew bill was flayed by 
frequent speakers during the two torrid 
June days that the State jewelers discussed 
their problems and their duties in the ball- 
room of the Penn Harris Hotel. 

One of the final acts of the convention, 
the election of officers, resulted in the 
elevation of I. A. Deisher, Reading, Pa., 
former treasurer of the association, to the 
presidency, which was vacated after several 
successful terms by Charles H. Hambly, 
of Philadelphia. William Sutton, of Phil- 
adelphia, who has served many terms as 
secretary, was re-elected and E. G. Hoover, 
of Harrisburg, who had been general chair- 
man of the Harrisburg convention com- 
mittee, was selected to succeed Mr. Deisher 
as treasurer. The vice-presidents elected 
were: Thomas J. Apryle, Johnstown; 
William M. Bode, Philadelphia; W. W. 
Appel, Lancaster, and F. L. Davis, Phil- 
adelphia, all for another term, and J. G. 
Archibald, Pottsville; P. G. Diener, 
Harrisburg; and Herbert C. Keller, of 
Allentown, new terms. 

Mr. Hambly, the retiring president, was 
named as one of the delegates to the 
national convention, as were Ira D. Gar- 
man, of Philadelphia; Major J. Warner 
Hutchins, Philadelphia; August Loch and 
John M. Roberts, of Pittsburgh, and 
Thomas J. Apryle, of Johnstown. 

The report of the resolution committee, 
composed of I. A. Deisher, W. W. Appel 
and Frank L. Davis, formed one of the 
striking parts of the convention’s results. 
The resolutions, which went through with 
a hurrah, came out flat-footed for some 
very important measures and against some 
others. 


They recommended that the jewelers of 
the State take drastic steps to stop the evil 
of loaning watches while repairing others, 
and attacked larger problems with specific 
and forceful resolutions. One was for the 
repeal of the Excess Profits Tax, the Sur- 
tax and all Excise, Special and Stamp 
Taxes of the Revenue Act of 1918; an- 
other favored the repeal of the State 
Mercantile Tax as a class law which is un- 
constitutional. 

The whole text of the resolutions will be 
found in the proper place in the subsequent 
account of the sessions. Enough for in- 
troductory to say that problems big and 
little were developed with earnest presen- 
tations of remedies in each case. 


Tuesday 


The convention opened Tuesday morn- 
ing, at 9 o’clock with the registration of 
members, and at 10 o’clock President Ham- 
bly called the first meeting to order in the 
ballroom of the hotel. Mayor George A. 
Hoverter, of Harrisburg, delivered the ad- 
dress of welcome, stating that Harrisburg 
considered it a great honor to have so 
representative a body of men gathered in 
convention in the city. He dwelt upon the 
State Capital’s ideal situation as a conven- 
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tion city, enlarging upon its public im- 
provements, parks, etc. 


ADDRESS OF PRESIDENT HAMBLY 


President Hambly’s address followed the 
one of welcome. He said in part: 


Since the first of the year prices on all jewelry 
have advanced to a greater degree than during 
the war period, necessitating an investment double 
that of five years ago. 

The jewelry business is still flourishing, but 
there is already a tendency on the part of those 
who are in the habit of anticipating their future 
wants to conserve. 

The silk, leather and clothing industries are 
already seriously affected, and those manufac- 
turers who bought raw material last Spring are 
at their wits end trying to devise ways and 
means of breaking even under conditions that 
are far from promising. 

The present indications all along the line of 
merchandising point to a gradual return to nor- 
mal conditions, which will automatically do away 
with unrest and radicalism. 

Notwithstanding the burden of taxation which 
we are laboring under at present, a bill has been 
introduced in Congress to provide for the pro- 
tection of the monetary gold reserve—I speak of 
the Andrews bill—by the maintenance of the 
normal gold production of the United States to 
satisfy the requirements of the arts and trades 
by imposing an excise upon all gold used for 
other than monetary purposes, and there will be 
paid over to every person or corporation pro- 
ducing newly mined gold from any mine within 
the United States a subsidy equal to the sum of 
$10, or approximately 50 per cent for every 
ounce of fine gold mined and delivered to the 
United States mint. In other words this pro- 
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posed legislation not only contemplates a_sub- 
sidy to the mine owners but makes such subsidy 
conditioned upon a tax levy on certain arts and 
industries. 

There is no necessity for such action, as our 
government is by no means dependent upon 
the production of the mines for the gold with 
which to meet the demands of the industrial 
Wie oe OF, Ss 

Just one more thought before closing. I am 
an advocate of the single tax which provides for 
a tax, say, of one per cent on all and every 
kind of sales or turnover, including raw mate- 
rials, manufactured goods and sales for con- 
sumption; also, transfers of real estate at the 
same rate as merchandise and on the sales price. 
This tax would provide for an income constant, 
certain and great, not depending upon profits 
whatever. 

We have made a special effort to provide speak- 
ers whose subjects will be not only interesting 
but educational, and I trust to the mutual advant- 
age of us all. 


The program routine followed; the 
minutes of the 1919 sessions at Allentown; 
the report of the secretary and of the 
treasurer, the reading of letters and tele- 
grams of regret at inability to attend, and 
the appointment of committees. 

Mr. Sutton’s report as secretary showed 
promising growth and Treasurer Deisher | 
was able to report a balance of $1,085.47. 
The balance last year was $1,441.73, and 
the receipts for 1920 were $1,185.50, mak- 
ing a total of $3,627.23, from which $1,- 


’ 541.76 was expended. 


Three new members were taken in on 
the floor of the convention. They were 
Vollmer & Co., 144 W. Girard Ave., Phila- 
delphia; John D. Enright, 3020 Kensington 
Ave. Philadelphia, and Max E. Riter, 
of Max Riter & Co., Harrisburg. 


Among the communications was a letter 
from Colonel John L. Shepherd, and a tele- 
gram from Arthur Everts, president of the 
American National Retail Jewelers, Asso- 
ciation, who was in attendance at the New 
York convention at Syracuse and an- 
nounced that he would spend Wednesday 
in Harrisburg “unless wired to stay away.” 

A letter from Meyer D. Rothschild was 
read which thanked the Pennsylvania 
jewelers for their aid in the work of the 
Vigilance Committee. Mr. Hambly called 
special attention to this letter. 

The attention of the members was called 
to a letter from J. Loughrey Roberts of 
John M. Roberts & Sons, Co. manu- 
facturers and importers, Pittsburgh. Mr. 
Roberts, in this letter, advocated a return 
of the 5 per cent. discount on silver in- 
stead of the present 2 per cent. pointing 
out that the manufacturers covered the dis- 
count in the overhead and the retailer 
marked his goods without taking it into 
consideration, thus effecting a needless loss 
of 3 per cent. 

August Loch, of Pittsburgh, remarked 
that it was only a question of a short time 
until silver would come down, but that 
until that time the retailer should get the 5 
per cent., discount back. He pointed out 
the necessary boxing, adorning etc. of 
silver goods as an expense which should 
be taken into consideration and advocated 
that the association take a stand in the 
matter. 

“It seems to me that in a line such as 
silverware, there is exceedingly small pro- 
fit,” Mr. Hambly said. “We have always 
sold it on a straight 25 per cent. margin. 
It cannot be done for less than that con- 
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sidering the overhead. The discount 
should be 10 per cent., not 5 per cent. 
Silverware has to be polished a half dozen 
times, it requires tissue paper, an attractive 
box, engraving, etc., and with all the extras 
jt would not take long to eat up the 10 
per cent. discount, unless the jeweler put 
10 per cent., on the price afterwards.” 

Joseph Mazer, New York, spoke of the 
separate expenses connected with silver- 
ware and such an affliction of overhead 
should permit of more profit. This brought 
up the further question of charging for 
engraving. The discussion waxed ex- 
tremely interesting, various views of the 
subject being given. 

On this subject a letter was read from 
James B. Gilles, Philadelphia, complain- 
jng that although the association passed a 
resolution last year in favor of charging 
for engraving, his firm had discovered 12 
Philadelphian concerns who insisted upon 
making no charge. The subject, along 
with that of loaning watches during 
‘repairs, which was suggested by Christian 
‘Starr, Philadelphia, finally went over to 
the resolutions committee. 

President Hambly announced the follow- 
ing committees ; 

Resolutions, I. A. Deisher, W. W. Appel 
and Frank L. Davis. 

Nominating; August Loch, Ira D. Gar- 
man and Mr. Fisher, of Sunbury. 

Auditing; Thomas J. Apryle, Christian 
Starr and Ralph M. Seaman, Philadelphia. 

Before adjournment for the morning a 
telegram from the Jewelers’ Security 
Alliance, New York was read, its work 
Jauded by Herman Tausig, Harrisburg, Mr. 
Loch and others, and the resolutions com- 
mittee instructed to take the subject up. 


TUESDAY AFTERNOON 


At the opening of the afternoon session, 
T. J. Fernley, secretary of the National 
Wholesale Jewelers’ Association, read the 
paper of S. Y. Ball, which was presented 
at the wholesalers convention in Atlantic 
city earlier in the month. That paper was 
reproduced in full in a recent issue of THE 
Jewelers’ CIRCULAR and will not be re- 
peated here. 

President Hambly then explained how 
he and a committee had gone to the At- 
lantic City convention to plead against mak- 
ing the terms harsher and had been suc- 
cessful in their mission. 

A very excellent address, although deal- 
ing but indirectly with the jewelry busi- 
ness, was delivered by Arthur E. Brown, 
headmaster of the Harrisburg Academy, 
who spoke upon “The Personal Equation.” 

The final speaker of the day was John J. 
Bowman, of the Bowman Technical School 
of Lancaster, who spoke upon the scarcity 
of watchmakers. Mr. Bowman pointed out 
how at present the country was about 4,000 
watchmakers short, arriving at his figures 
by carefully prepared statistics. The solu- 
tion, he said, was more schools to train 
watchmakers and the necessity of keeping 
these schools always going at full capacity. 

During the afternoon session, while the 
men had been listening to addresses, the 
ladies of the association had been upon an 
extensive sight-seeing tour through the 
Capitol. That evening, while the men at- 
tended a smoker and vaudeville entertain- 
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ment in the hotel, the ladies attended a 


theater party. 
Wednesday 


On the second day of the convention, the 
morning session was opened with the re- 
port of the auditing committee approving 
the accounts of the secretary and treasurer, 
after which a letter was read from the 
Philadelphia Chamber of Commerce ex- 
tending an invitation for next year’s con- 
vention. Mr. Apryle arose to remark that 
western Pennsylvania was about due for a 
chance'at the convention and Mr. Hambly 
settled the dispute by advising that the 
question of next year’s site be left, as has 
always been the custom, to the executive 
committee. 

The first speaker of the day was S. E. 
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Bolles, of David Belais, who took up the 
question of white gold and its uses. 

The telegram from President Arthur A, 
Everts, the national president, Dallas, 
Texas, was followed by his presence Wed- 
nesday morning. He brought with him, 
A. W. Anderson, of Neenah, Wis., the na- 
tional secretary. 

Space alone prevents the full account of 
the happy little address given by Mr. 
Everts in advocating improved methods of 
doing business, of brightening shop and win- 
dow, of attracting customers, of keeping 
stock turning over rapidly and of other 
general and individual methods for success. 
He concluded with an appeal for support 
for the Upholding Fund of the American 
National Retail Jewelers’ Association and 
received liberal pledges on all sides. 

Mr. Anderson, who also addressed the 
convention, took up the value of the 
Jewelers’ Mutual Fire Insurance Company. 

WEDNESDAY AFTERNOON 


It had been the original intention to have 
Louis Sickles, president of the Philadelphia 
Wholesale Jewelers’ Association speak at 
the morning session, but owing to the late- 
ness of the hour, Mr. Sickles’ talk was post- 
poned to the first thing on the afternoon 
program. 

His subject was “Trade Acceptances, a 
Subject Every Jeweler Should be Familiar 
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With.” He said he wanted to touch upon 
another question first and that was the 
elimination of time guarantees on the part 
of manufacturers. 

Following Mr. Sickles’ address, Joseph 
Mazer and August Loch conducted the 
question box, which resulted in numerous 
requests for information on various sub- 
jects ranging from the discount on silver 
to policies of shop managements, etc. Then 
came the election of officers, as previously 
listed, and the report of the committee on 
resolutions. 


The full text of the resolutions com- 
mittee report as adopted was as follows: 


We, the members of the Pennsylvania Retail 
Jewelers Association in the 15th annual con- 
vention assembled in the Penn-Harris Hotel, in 
the City of Harrisburg, on June 29 and 30, 
1920, adopt the following as our resolutions: 

We hereby express our appreciation and give 
our heartiest thanks to our national and State 
officers of our various jewelers organizations for 
the faithful and efficient services rendered. We 
notice we are getting results. Success to their 


future efforts. 
* * * 


We are getting paid for engraving; from now 
on we will get paid for watches loaned to cus- 
tomers while theirs are being repaired. 

* * * 


We recommend that jewelers discontinue “thank 
you” jobs of all description. It is a fact that 
your customers do not appreciate such generosity. 
They place the same value on your “no charge” 
jobs as you do—that is Nothing. 

7 * * * 


We urge every jeweler in Pennsylvania to pro- 
cure a copy of the minimum price repair list, 
as prepared by the American National Retail 
Jewelers Association, or the one sold by Samuel 
Swartschild, Chicago, price $1.50, and follow 
the suggested charges. 

* * * 


Whereas, The Mercantile Tax Law of the State 
of Pennsylvania is a class law, compelling. mer- 
chants only to pay this tax, hence it is not consti- 
tutional; and 

Whereas, All merchants pay all other taxes 
common to general citizens; and 

Whereas, We consider this tax very unjust 
for many other reasons, while we as citizens 
are rendering a community service to an equal 
degree to other business and professional men 
who are not similarly taxed; therefore be it 

RESOLVED, That we, members of the Pennsyl- 
vania Retail Jewelers Association, in convention 
assembled in the City of Harrisburg, this 29th 
and 30th days of June, 1920, do hereby declare 
in favor of the repeal of the Pennsylvania Mer- 
cantile Tax Law at the next session of the State 
Legislature, and we hereby request our Senators 
and Representatives to work and vote for its 
repeal. 

Reso.vep, That our legislative committee: handle 
these resolutions in the proper manner; and be it 
further 

ReEsotvep, That we do heartily endorse the 
activities of the Allied Business Men’s League of 
Pennsylvania, organized for the purpose of se- 
curing the repeal of the State Mercantile Tax 
Law. - 
Also the work of .the National Publicity 
Association, American Fair Trade League, and 
the Vigilance Committee, and promise our up 
port. 

* = * 

We duly recognize the stability of the Jewel- 
ers National Mutual Fire Insurance Co., and 
advise our members to avail themselves of its 
many advantages. 

REsoLvep, That we impress on all jewelers the 
necessity of insuring the replacement value of 
their stock, and to secure insurance coverage 
against the prevailing wave of burglary and sneak 
thievery. 

Whereas, The increased cost of living and the 
decreased purchasing power of the dollar make 
it imperative that people with limited incomes, be 
relieved of some of the burdens of war taxation; 

Whereas, the Excess Profits Tax, the surtax and 
the numerous excise special and stamp taxes of 
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the Revenue Act of 1918, continue excessive and 
js ill-advised to peace time conditions. 

Whereas, It has been estimated that a gross 
sales or turn-over tax of one per centum on the 
sales of all kinds of goods, wares and merchan- 
dise, embracing raw materials, manufactured 
goods and real property including the receipts 
‘of public and personal service corporations, amuse- 
ments, clubs and other like receipts, would yield 
an annual revenue of from four to six billion 
dollars, a sufficient amount for the Government’s 
needs from these sources; now therefore be it 

ResoLvep, That we urge upon Congress to 
promptly repeal the Excess Profits Tax, the sur- 
tax and all excise, special and stamp taxes of 
the Revenue Act of 1918, and to substitute for 
these a one per centum tax as above mentioned, 

Whereas, All good society is agreed that beauti- 
ful surroundings, beautiful works of art and beau- 
tiful language is desirabie and helpful in bene- 
fiting and elevating human character, hence 

We recommend that jewelers, as well as all 
other dealers in all other objects of art, cease 
referring to their wares as articles of luxury or 
unnecessary possessions, but insist and insist and 
insist that our services and wares are a great 
social necessity for the good and well being of 
humanity. 

Henceforth, from now on, “Our 
Social Concept”: 

“We do not offer articles of luxury, we do not 
pander to vanity, but we render a very important 
and high service because we teach our fellows to 
love and possess articles of beauty, we assist 
them to get higher ideals, to think purer thoughts 
and become better characters.” 

We also recommend that all jewelers use the 
slogan: “Gifts That Last,’”’ whenever and where- 
ever they can and as often as possible. 

Whereas, Some manufacturers and _ jobbers 
make a practice of selling their merchandise to 
department and other stores lower in price than 
to regular legitimate trade stores, on account of 
larger orders; 

We urge upon their attention the fact that 
while the legitimate trade stores have standard- 
ized the reputation of meritorious wares in all 
lines, the department stores never standardize 
any ones wares, but instead, through spectacular 
price juggling, frequently bring good wares into 
disrepute and drive them off the market. 

We urge that they fix and maintain the same 
price for all, to all. 

We urge that all jewelers buy only from such 
jobbers and manufacturers who do not cater to 
concerns which belittle the quality of good wares, 
by pretending to throw them to the buying public 
for less than their worth. 

Whereas, Some manufacturers and 
maintain retail departments, thereby seducing and 
demoralizing the potential market in which the 
retailer seeks his patrons; hence, 

We recommend that all jewelers give prefer- 
ence to manufacturers and jobbers who keep in 
their legitimate fields of service. 

* * * 

Whereas, There are still some jewelers who 
use belittling or defaming talk concerning their 
neighbor jewelers, thereby causing the public to 
have an impression that jewelers are not the 
men of clean character and honest worth which 
they usually are; 

We recommend that jewelers everywhere cul- 
tivate friendship, speaking to and of each other, 
words of cheer, good will and commendation; 

Also that they confer with one another pertain- 
ing to local matters, such as eliminating ‘‘fakirs” 
and unfair business methods. Wherever possible 
local educational and social clubs should be 
formed. 

We view with disfavor the reduction and with- 
drawal of cash discounts as made by silver manu- 
facturers, believing a fair cash discount is condu- 
eive toward cash buying and prompt settlement, 
a consummation toward which our organizations 
have been and are working. 

We also condemn the practice of selling sil- 
verware to hotels, restaurants and steamboats of 
better quality, heavier stock, etc., at a less price 
than we jewelers can buy the regular goods. 

We urge once more the stamping of trade marks 
upon all goods, so that the jewelers can more 
easily identify the makers. 

Reso.vep, That we thank the management of 
the Penn-Harris for its courteous and efficient 
service; Harrisburg Chamber of Commerce for 
its co-operation and hospitality; the Lieutenant 
Governor, Hon. E. E. Beidelman; the Adjutant 
General, Hon. Frank D. Beary; the Hon. Mayor, 
George Hoverter; our National Jewelers Asso- 
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Export and Import Statistics for May 





Summary of Figures on Clocks, Watches, Jewelry, Gold, Platinum and 
Gems Made Public by the Department of Commerce. 











WasuincTon, D. C., June 30.—Exports 
of clocks and parts thereof were valued at 
$497,224, in May last, as compared with a 
value of $233,448 in May a year ago, ac- 
cording to the latest compilations of the 
Bureau of Foreign and Domestic Com- 
merce, Department of Commerce. 

The exports of watches, and parts there- 
of, during May last were valued at $194,- 
843, while in May, 1919, the value was 
$265,008. 

Exports of manufactures of gold and 
silver during May last amounted in value 
to $124,518, while in May, 1919, the value 
was only $72,586. Exports of gold and 
silver jewelry likewise rose in value from 
$72,124 in May, 1919, to $102,976 in May 
last. 

The exports of silver-plated ware were 
valued at $400,381 in May last, and at $244,- 
434 in May a year ago. 

The dutiable imports of clocks, and parts 
of, during May last were valued at $17,950, 
as against a value of $3,568 in May a year 
ago. 

The number of dutiable watches, com- 
plete, imported in May was 46,304, valued 
at $156,056, while in May a year ago the 
number was 93,584, valued at $248,006. The 
number of dutiable watch movements im- 
ported in May last was 114,920, valued at 
$444,544, as compared with 300,313, valued 
at $513,498, imported in May, 1919. 

The dutiable imports of cases and parts 
of watches, except dials, declined in value 
from $282,199 in May, 1919, to $264,378 in 
May last. 

Dutiable imports of gold and silver, tinsel 
wire, etc., and manufactures thereof, dur- 
ing May last were valued at $178,855, as 
against a value of $212,680 in May a year 
ago. The dutiable imports of all other 
manufactures of gold and silver increased 
in value from $20,364 in May, 1919, to $29,- 
851 in May last, while the dutiable imports 
of gold and silver jewelry likewise in- 
creased in value from $41,118 to $88,173 
during the same periods. 

The free imports of gold and silver 
sweepings during May last amounted to 
26,913 pounds, valued at $57,018, as com- 
pared with 15,681 pounds, valued at $27,- 








ciation President, Arthur E. Everts, and Na- 
tional Secretary, A. W. Anderson, and the Har- 
risburg jewelers for their cordial welcome and 
untiring assistance in making this convention a 
success, 

The banquet on the final evening was 
featured, as has been said, by Lieutenant 
Governor Beidleman’s address. Others 
who spoke were Mayor Hoverter, Mr. 
Everts, the national president, who thanked 
the State association for its co-operation, 
and Joseph Mazer, who, at the end of a 
humorous address, presented Mr. Hambly, 
the retiring president, with a Scottish Rites 
and Knights Templar Masonic charm of 
the 32nd Degree. In a brief response, Mr. 
Hambly thanked the convention for the 
gift. 


738, imported during the month of May a 
year ago. 

The free imports of iridium, osmium, 
palladium, etc., and native combinations 
thereof with platinum, etc., amounted to 
1,300 troy ounces, valued at $149,397, in 
May last, as compared with 1,739 troy 
ounces, valued at $169,777, imported in May, 
1919. 

The free imports of unmanufactured 
platinum during May last amounted to 3,948 
troy ounces, valued at $403,013, while in 
May, 1919, the imports amounted to 7,291 
troy ounces, valued at $647,701. The free 
imports of manufactures of platinum, in- 
cluding ingots, bars, plates, etc. during 
May amounted to 654 trey ounces, valued at 
$68,062, as against 8 troy ounces, valued at 
$494, imported in May, 1919. 

The free imports of glaziers’ and en- 
gravers’ diamonds, unset, and miners’, 
amounted to 1,135 carats, valued at $51,178, 
in May last, while in May a year ago the 
imports amounted to 1,892 carats, valued 
at $73,158. 

The dutiable imports of uncut diamunds 
during May last amounted to 10,090 carats, 
valued at $1,084,611, while in May a year 
ago the amount was 27,211 carats, and the 
value $1,767,861. 

Dutiable imports of diamonds, cut, but 
not set, decreased from 57,953 carats, val- 
ued at $6,062,274, in May, 1919, to 17,896 
carats, valued at $2,900,454, in May last. 

Imports of diamonds during May last 
were received from the following coun- 
tries: France, $94,652; Netherlands, $1,- 
828,708; United Kingdom, $319,793; other 
countries, $657,301. 

The dutiable imports of pearls, and parts 
of, not strung nor set, were valued at 
$475,937 in May last, and at $599,390 in 
May a year ago. 

During May last pearls were imported 
from the following countries: France, 
$398,633; United Kingdom, $70,788; other 
countries, $6,516. ‘ 

The dutiable imports of other precious 
stones, uncut, during May last, were valued 
at $452,980, as against a value of $156,888 in 
May, 1919. 

The dutiable imports of other precious 
and semi-precious stones, cut, but not set, 
increased in value from $354,496' in May, 
1919, to $417,223 in May last, while the 
dutiable imports of imitation precious 
stones decreased in value from $182,813 in 


May, 1919, to $173,535 in May, 1920. 





Announcement of a $50,000 incorpora- 
tion of the business of Royal Sawtelle, 
the oldest jewelry store of Pendleton, Ore., 
has been made. Royal Sawtelle and Philo 
Rounds, formerly with K. Falkenberg of 
Walla Walla, Wash., are the incorporators. 
Mr. Rounds will be actively in charge of 
the business and Mr. Sawtelle, who has re- 
tired after 17 years in the business, will 
move to California. The store was 
founded in 1887. 
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GyracusE, N. Y., July haptics oa. 

dnoint the llth annual convention o 
ron York State Retail Jewelers’ As- 
sociation, which closed here last night with 
a banquet, after a three-day session, was 
one of the most successful ever held by the 
organization. The attendance was good, 
the talks delivered were interesting and 
some of the discussions, held in open ses- 
sion, brought out much valuable and in- 
structive information. 

The report of the first day’s proceedings, 
which appeared in THE JEWELERS’ CIRCULAR 
last week, showed that practically all of 
that day was devoted to addresses. The 
entire program cn Tuesday was made up 
of a number of speakers, but on Wednes- 
dav the business of the convention was ac- 
complished. On that day several interest- 
ing reports were received, resolutions were 
adopted and officers were elected for the 
ensuing yar. The convention was con- 
cluded with a banquet last night in one 
of the big ballrooms in the Onondaga Ho- 


tel. 

To each person registering, the associa- 
tion presented a handsome leather-covered, 
loose-leaf memorandum book. At the ban- 
quet each one attending received a cut- 
glass butter chip as a compliment of the 
W. P. Hitchcock Co., Syracuse, N. Y. 

One of the outstanding features of the 
convention was the presence of the ladies. 
They attended all the sessions and listened 
attentively to the addresses and reports. 

Much credit for the success of the con- 
vention is due the Syracuse retail jewelers. 


Tuesday 


It was just 10 o’clock when President 
Frisch called the Tuesday morning’s session 
to order. The first speaker presented at 
this session, Alfred G. Stein, of New York 
and former U. S. Representative Jury of 
Awards on Horology, Universal Exposition, 
Paris, 1900, and also secretary of Juries 
Group, St. Louis Exposition, 1904. The 
subject taken by the speaker was “Watch- 
making of the Future,” and the address ap- 
peared in THe JEWELERS’ CIRCULAR on 
June 30. 

The next speaker introduced was Milton 
H. Heller, of New York, who spoke on 
“Precious and Synthetic Stones.” His ad- 
dress appears in this week’s issue of THE 
Jewexers’ Circucar on pages 69, 71, 79. 

At this point of the meeting A. W. An- 
derson, secretary of the American National 
Retail Jewelers’ Association, was presented 
to the convention. Mr. Anderson was 
scheduled to arrive in this city Monday, 
but owing to an unlooked-for delay he did 
not reach here until Tuesday. 

He spoke on the subject “Association 
Work.” He showed what the national 
association has done and is still doing. 

He also gave a brief summary of the 
workings and financial status of the Jewei- 
ers Mutual Fire Insurance Co. In conclt- 
sion, the speaker paid a tribute to John L. 


Shepherd, who is at present convalescing 
at East Haddam, Conn. 

As a mark of appreciation, it was voted 
that the convention send a telegram of 
greeting to Colonel Shepherd. It was also 
suggested that each member of the associa- 
tion send Colonel Shepherd a postal card. 

Arthur A. Everts, president of the A. N. 
R. J. A., was given an opportunity Tuesday 
morning to speak on the upholding fund. 
This fund, the national president pointed 
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out, will be used to carry on the work of 
the national organization and to provide for 
a field secretary. Mr. Everts solicited sub- 
scriptions to this fund and secured many 
pledges for money. 

Another speaker was S. E. Bolles, of 
New York, who spoke on “White Gold.” 
At the conclusion of Mr. Bolles’ talk the 
convention bestowed upon the speaker a 
vote of thanks. 

This concluded the business of the morn- 
ing session. Immediately following the ad- 
journment of this session at 12:30 o’clock 
the jewelers and their guests went to the 
City Hall, where the accompanying photo- 
graph was taken. 

At the noonday luncheon, which was 
served in the rathskeller of the Onondaga 
Hotel, the jewelers and guests had the 
pleasure of hearing Fred C. Backus, secre- 
tary of the National Jewelers’ Board of 
Trade, talk on the Arbitration Act, re- 
cently enacted at Albany, N. Y. He called 
attention to different sections of the Act 
and compared them with the old law. He 
spoke of the form and submission of cases 
to be arbitrated and pointed out how arbi- 
tration does away with delays in litigation 
and at much less expense. He also spoke 
of the adjustment committee of the Board 
and its work. Mr. Backus received a rising 
vote of thanks for his address. 

About 3 o’clock Tuesday afternoon the 
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jewelers and their guests were taken to the 
public square in front of the city hall, where 
they were put in automobiles and taken to 
a pleasure resort at Long Branch. At this. 
resort the jewelers amused themselves in 
various ways and about 6 Pp. M. a box 
luncheon was served. The return trip to 
convention headquarters was made shortly 
after 8 o’clock. 


Wednesday 


The business of the last day of the con- 
vention was started at 10.15 o'clock 
Wednesday. The first speaker was Charles 
T. Evans, past president of the A. N. R. 
J. A., who spoke on behalf of the Jewelers’ 
Security Alliance. The speaker showed 
what the Alliance is doing to stop robberies. 
in the jewelry trade and urged those jewel- 
ers who are not members to join as soon 
as possible. 

The only other speaker at the morning 
session was Robert W. Disque, business 
manager of the Post-Standard of Syracuse, 
who gave an interesting address on “The 
Value of Window Display Advertising.” 
In preparing his address, Mr. Disque stated 
that he had conducted a thorough research 
and during the past several weeks had sent 
out 700 questionnaires to retail jewelers in 
five different States. A resumé of Mr. 
Disque’s speech, as well as the statistics 
gathered by the speaker, will appear in a 
future issue of THE JEWELERS’ CIRCULAR. 

An interesting feature of the Wednesday 
morning session was the opening of the 
question box. This was in charge of 
Charles T. Evans and William Ehmann. 

The morning session adjourned at 12.45 
o’clock, after which the jewelers and their 
guests went to the rathskeller of the Onon- 
daga Hotel, where luncheon was. served. 


AFTERNOON SESSION 

The closing session of the convention 
was called to order by President Frisch at 
230 o’clock Wednesday afternoon. The 
time was devoted to the reading of the 
reports of standing committees and to the 
election of officers. 

The first report rendered came frota F. 
P. D. Jennings, Albany, as chairman of the 
legislation committee. The report reads 
as follows: 

REPORT OF LEGISLATIVE COM MITTEE 


Your Legislative Committee, although not im- 
mediately active in itself, has, nevertheless, a 
few things to bring to your attention. 

On April 15, the so-called “Platinum Bill” was 
passed by the legislative bodies of this State, 
and will take effect Sept. 1, of this year, 

The law provides essentially, that all articles 
made of platinum, if stamped, must be 925/1000 
fine. Stamping, however, is not mandatory. 

All credit for this valuable measure must be 
given to the Jewelers Vigilance Committee. 
Through their intelligent and vigorous efforts 
this bill was introduced March 24, passed April 
12, and signed by the Governor on April 16. 
A record indeed. 

Your committee would also call attention to 
the McFadden, or “Gold Tax” Bill (a National 
measure). This bill, if passed, would mean a 
tax of 50 cents per dwt. on all gold used in the 
arts. Another tax to keep track of, and groan 
under. Although we are pleased to state that 
Congress adjourned without action on this meas- 
ure, in all probability it will be brought before 
them when they reconvene. The Jewelers Vigil- 
ance Committee, with usual alertness, has made, 
and will make, a brave and earnest opposition. 
It behooves us, as associations and individuals, 
to co-operate with the committee in every pos- 
sible way. 

Your committee would also recommend that 
we endorse the action of the United States 
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ber of Commerce and the National Jewelers 
- of Trade in their endeavor to have the 
Boar s Tax, surtax, and various special 


ofit 
a tee Revenue Act of 1918, repealed, and 
replaced by more equitable tax measures, 


Charles E. Sunderlin, speaking for the 
bership committee, reported that dur- 
ast year 38 new members have 
been enrolled in the association. These 
new members, he stated, have come from 
19 different cities and towns in the State. 

The next report heard was that of the 
committee on deceased members, submitted 
by Ernest W. Frost. This report showed 
that the association has lost by death dur- 
ing the past year one member, W. J. Hin- 
man, Oneida. Out of respect for the late 
Mr. Hinman those attending the conven- 
tion stood in silence for a minute. 

Eugene C. Tanke spoke briefly on ob- 
taining group insurance for the members 
of the association. Mr. Tanke urged the 
members to give this question some thought. 

The report of the trade interests com- 


mem 
ing the p 
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women find places at the bench besides our- 
selves or trusted employees, so that they may 
be taught the art of designing, engraving, watch 
repairing and jewelry making. Of interest to 
all of us is the legislation which has recently 
been passed, standardizing the quality of plati- 
num, and making it illegal to use the word 
platinum on metal below a certain quality. Gold 
is not to be taxed as was feared it would be 
a month ago. Through the Pittman Act, the 
price of silver produced in this country is to be 
fixed at a minimum price of $1 per ounce, and 
the committee formed to see that a fair tax is 
imposed on so-called luxuries has resolved itself 
into a broader one under the name of The Busi- 
ness Men’s National Tax Committee, and which 


is headed by our very able tax expert and jeweler, 


M. D. Rothschild. 

The wholesale trade has been agitating the 
question of reducing cash discounts, and this 
is receiving attention and will be embodied in 
our resolutions for your consideration to-morrow. 

Committees are at work establishing trade or 
vocational schools and will show progress dur- 
ing the year. The various organizations closely 
allied to our industry are in prosperous condition 
and we would remind those of our members who 
have not as yet availed themselves of the advant- 
ages of the National Jewelers Mutual Fire Insur- 
ance Co rate of fire protection, the burglary 
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discriminates against any class of citizens is un- 
fair and contrary to the true purpose of our con- 
stitution; therefore be it 

RESOLVED: That we urge the President, Senate 
and Congress to repeal the Excise or Luxury 
Tax and substitute a general sales or commodi- 
tics tax at the earliest possible time, to take its 
place. 

* * * 

Recognizing the great shortage of craftsmen in 
the watchmaking and jewelry trades, we resolve 
to assist in every way possible the establishment 
of vocational schools and in the encouragement 
of schools already established to the end that 
more young men and women be induced to 
enter into the trades mentioned as their life’s 
vocation. 

* * * 


Owing to the high cost of labor and our in- 
ability to procure competent artisans, be it 
Resotvep, That all items such as free engrav- 
ing, free watch loaners, free watch inspection, 
be turned to good account by making a fair and 
adequate charge for service rendered. 
* * * 


We again protest against the reprehensible 
practices of retailing wholesalers and retailing 
jobbers whose practices are often injurious to 
legitimate trade and commend those firms whose 
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mittee was written by E. H. Hufnagel and 
submitted by Alfred O. Bald, and reads as 
follows: 


REPORT OF TRADE INTERESTS COM MITTEE 


Vexatious as have been the many problems 
of the year just coming to a close, we jewel- 
ers must consider ourselves fortunate indeed that 
trade conditions are better rather than worse 
than they were a few months ago. The fact of 
our having been so well organized has proven 
again the value of co-operative action. The old 
adage, “To be forewarned is to be forearmed,”’ 
has proven itself in many ways. 

We must feel the paramount importance of 
our ideals as American citizens and support every 
measure that will strengthen the moral and high 
purposes of our leaders of thought and action in 
these critical reconstruction days. The country 
has passed through some trying periods, times 
which have put to test the very fundamentals 
of our democracy. 

Through the far-sighted and the self-sacrificing 
action taken by such men as Elbert H. Gary, 
Calvin Coolidge, Ole Hanson and others, dis- 
order has been put down and we can consider 
ourselves free from the menacing outcry of 
the lawless. There have been attempts in our 
own industry to throttle trade, and more than 
once has violence been threatened, but thanks 
to the uniform support of our craft throughout 
the land, every true blooded American and jeweler 
stood by and supported those who were in the 
thick of the fight by their moral and financial 
assistance. 

The lawless have not been entirely subdued, 
but matters are now under control. While these 
conditions slow up the steady progress of advance- 
Ment, we must now initiate forward steps and 
make up for lost time by taking hold of the 
great tasks of supplying our craft with compe- 
tent artisans and workmen who will honor our 
good name. Let us see to it that men and 
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protection offered by the Jewelers Security Al- 
liance, the advertising helps of the National Jewel- 
ers Publicity Association and the research work 
of Harvard University, all of which are construc- 
tive and valuable aids to the successful conduct 
of the jewelry business, be used to their fullest 
advantage. 

In closing, let me remind you of the splendid 
opportunities before us to strengthen ourselves 
financially by discharging our obligations as far 
as possible, working off old merchandise through 
special sales and window displays. This is a 
golden opportunity to put the jewelry business 
on a sounder footing than has ever been our 
good fortune before. 

Respectfully submitted, 

E. H. Hurnacer, Chairman. 


One of the most interesting reports of 
the afternoon was that of the resolutions 
committee. This report was made by 


Charles E. Sunderlin and reads as follows:. 


The Resolutions 


We, the retail jewelers of New York State 
assembled in convention in Syracuse June 28 
to 30, do hereby set forth the following reso- 
lutions: : 

Rejoicing in the unprecedented prosperity of 
the country, which has been shared by jewelers 
far and wide during the past year, yet realizing 
the unsettled and disturbing influences which 
have been rampant in our midst, do recognize our 
duties as American citizens and pledge our sup- 
port to the time honored institutions which have 
made this country great. : 

We do therefore resolve to support the ad- 
ministration in its endeavor to establish lawful 
and orderly government, so that all who live 
within our boundaries may enjoy the pursuits of 
happiness in a peaceful way. 

Rrso.vep: That it is the judgment of those 
of us assembled here that any measure which 


standards have been raised by the elimination of 
such practices to the legitimate flow of merchan- 
dise in regular and honorable channels. We 
recommend that wholesalers and manufacturers 
standardize their literature to uniform sizes, and 
their resale price commensurate with an assured 
profit. 
* * * 

Feeling that the margin of profit on resale 
prices has been altogether too small to compen- 
sate retail jewelers for the risk involved, the 
slow turn-over possibilities and the permanence 
of the merchandise sold, be it 

Resotvep: That wholesalers be requested to 
continue discounts obtaining before the war so 
that retailers may be rewarded for prompt pay- 
ment of bills and be given an opportunity to 
build up reserves that will be a sure defense in 
dull times of business activity. 

* * * 


We are deeply grateful for the untiring efforts 
being put forth by many of our craft, through 
whose self-sacrificing efforts we have enjoyed the 
benefits of sound thoughts, fair legislation, and 
helpful suggestions in making ‘trade conditions 
better and stimulating a greater interest in “gifts 
that lust” that are made of precious metals and 
ornamented with valuable stones. 

* * * 


Our hearty thanks are due to the officers of 
national, State and local associations, who have 
kept the lights of interest and fair play aglow, 
also to the committee responsible for our enter- 
tainment and enjoyment at this convention. 


* * * 
We are grateful to our natioval president, 
Arthur A. Everts, and our natioiai secretary 


Andrew W. Anderson, for their presence with us 
at this convention—appreciating the fact that they 
have both traveled great distances to be with us 
on this occasion. 


We have been heiped and inspired by their 
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ment. 
messages of good cheer _ and encouragement 
Resotvep: That a special vote of thanks be 
tended to the ladies’ auxiliary who have con- 
tributed so much to the pleasure and success of 
this 1920 convention. May we have the ladies 
ae vs at our conventions. 
with us always at our conv’ 


Rrsotvep: That an effort be made to enlist the 
active support of all jewelers in the State not 
now members of this association, in the upbuild- 
of a greater spirit of friendship and mutu- 


in : 
8 business. 


ality in the jewelry 

E. M. Delaporte, chairman of the com- 
mittee on awarding of the trophy donated 
to the member of the association patroniz- 
ing the greatest number of advertisers in 
the convention program, reported that the 
trophy was awarded to Evans & Sons, Inc., 
Utica. 

The report of Treasurer Charles C. Ward 
showed the association to be in a healthy 
financial condition. After Charles F. Van- 
derpool, chairman of the auditing commit- 
tee, reported favorably on Treasurer 
Ward’s financial statement, the convention 
accepted and ordered it placed on file. 

In reporting for the special committees, 
Charles H. Howe stated that his committee 
had taken up with the executive committee 
the question of publishing a book contain- 
ing prices of articles made by _ the 
different manufacturers in the trade. This 
book, he suggested, could be so made as to 
make it easy to insert new pages as the 
prices changed. No action was taken, al- 
though the question was discussed at some 
length. 

At this point in the meeting, E. J. Scheer 
took up the question of ‘having the silver- 
ware manufacturers supply to the retailers 
a suggested retail price list on sterling sil- 
ver. The association went on record as fa- 
voring this suggestion and in convention 
adopted the following resolution: 


Resolution of E. J. Scheer 
Resotvep: Whereas sterling silverware being a 
line in the retail jewelry business that has not 
for many years furnished a net profit sufficient 
to pay a fair interest on capital invested; and 
being a staple line, patterns of flatware when once 
popular, are carried by most jewelers, and being 
highly competitive, offers a strong temptation for 
price-cutting; 

The manufacturers of which seeing the need 
of curbing this unfair practice of price-cutting, 
have prepared a list to assist the retail jeweler 
to figure a definite per cent of profit, which 
through some research work they find js a fair 
and satisfactory profit. Therefore be it 

REsoLtvep: That we, the New York State Re- 
tail Jewelers’ Association being organized to elim- 
inate unfair business practices, and to uplift the 
standard of our trade, to assist our members 
through friendly co-operation to secure a fair and 
living income for our time, skill and money in- 
vested, agree that the prices of standard goods 
should be uniform and established by the manu- 
facturers as a protection to the public, and the 
dealers who are distributors of these goods. 

We also agree that the present plan of furnish- 
ing the dealer with a percentage card to use to 
figure his resale price, is inadequate, and admits 
of many errors. Be it further 

ResoLvep: That we request the manufacturers 
of sterling silverware to issue a suggested re- 
tail price list of all competitive staple patterns in 
the same or similar manner that is now in use 
for silver plated ware patterns, and these price 
lists be furnished to all dealers who offer for 
sale these patterns. 

The secretary is instructed to send a copy of 
these resolutions to all manufacturers with a let- 
ter requesting their early co-operation, and also 
to the National Secretary. E. J. ScHEER. 


The question of raising the annual dues 
to the association brought forth many sug- 
gestions. It was finally agreed, however, 
to appoint, at a later date, a committee of 
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three members to work out a sliding scale 
of dues, ranging from $5 to $25, assessed 
according to the amount of stock carried. 

The final and most important report of 
the day was that of the nominating com- 
mittee. This report was submitted by 
Charles T. Evans and consisted of the slate 
of officers as made up by the committee. 
The report was as follows: President, F. 
P. D. Jennings, Albany; vice-president, 
Harry N. Clark, Syracuse; secretary, Al- 
fred O. Bald, Mt. Vernon, and treasurer, 
James B. Given, Rochester; executive com- 
mittee: Charles C. Ward, Yonkers, chair- 
man; Walter C. Rix, Ilion; Thomas J. 
Routledge, Elmira; L. H. Barth, Geneva; 
Hugo Falkenstein, Bronx; William Heggie, 
Ithaca, and all of the past presidents of the 
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association. The entire slate as proposed 
by the nominating committee was elected by 
acclamation, as well as by one vote cast by 
the secretary. 

All of the newly-elected officers were 
duly installed and after a few short remarks 
of acceptance by each of the officials, Presi- 
dent-elect Jennings took over the remaining 
business of the convention. 

On a motion made by Charles H. Howe, 
a rising vote of thanks was given to retir- 
ing President Frisch and his outgoing as- 
sociates. After it was agreed that the exec- 
utive committee be empowered to select the 
convention city for 1921, the 11th annual 
conclave of the Empire State assocjation 
was declared adjourned. 

THE BANQUET 

A fitting climax to a most successful con- 
vention was the annual banquet held last 
night in the large ballroom at the Onon- 
daga Hotel. More than 200 members and 
their guests attended this affair, which was 
marked by not only a tasty menu but a 
number of illuminating after-dinner speeches 
as well. 

About 8.30 pv. M. the diners filed into the 
ballroom, and, after finding their places at 
the tables set out around the room, seated 
themselves and began discussing a palatable 
menu. All during the meal the banqueters 
were kept in a happy mood by a “jazz” or- 
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chestra which played many of the popular 
airs. 

Just as the last course was being served, 
Harry N. Clark, in a few remarks, intro- 
duced Frederick Bruns as toastmaster. He 
kept his audience amused for some time 
with funny stories and after exhausting his 
supply of jokes introduced the newly-elected 
president, F, P. D, Jennings, as the first 
speaker of the evening. 

The most interesting talk of the evening 
was given by J. Whitcomb, of Syracuse. 

Another speaker was retiring President 
Frisch. He merely thanked the members 
for their support during the past year and 
urged that everyone in the association 
render ail the assistance possible to the 
newly-elected president. 

The last speaker presented was Alfred O. 
Bald, re-elected secretary, who, after a few 
remarks, presented to Evans & Sons, Inc., 
Utica, the trophy awarded for patronizing 
the greatest number of advertisers in the 
convention program. Before sitting down, 
Mr. Bald also presented to retiring Presi- 
dert Frisch, on behalf of the association, a 
handsome diamond-mounted Shriners’ pin. 

The closing act of the banquet was the 
giving of a rising vote of thanks to the 
Syracuse jewelers for their hospitality. 


ATTACKED BY MANIAC 


Aged Jeweler of Wheaton, IIll., and Wife 
Beaten by Insane Son-in-Law Who 
Escaped from Institution 


Cuicaco, June 30—F. C. Brown, aged 
jeweler of Wheaton, III, a Chicago suburb, 
is lying at the point of death as the result 
of an attack made upon him by Nolan D. 
Robinson, an insane son-in-law. Mr. 
2rown is 70 years old and until recent 
years has been active in the north shore 
jewelry trade. 

The young man escaped from an in- 
stitution, and after seeking unsuccessfully 
by letter to negotiate a return to his wife, 
broke into the house with an iron bar in 
the early hours of the morning. He 
entered Mr. Brown’s bedroom and hit him 
several times over the head with the bar 
before he could Jeave his bed. He also beat 
Mr. Brown’s wife until she is also near 
death. He then picked his own five 
months’ old daughter out of her crib, and 
threw her violently to the floor. 

The mother of the child seized a knife 
and made a pass at him but he knocked the 
weapon from her hand and drove her from 
the house. His madness taking a new turn, 
he walked her for two hours in her bare 
feet along the tracks of the Chicago & 
Northwestern Railroad, until she dropped 
from pain and exhaustion. The man then 
sought to escape, but the conductor of a 
street car, noticing his bloodstained clothes 
and wild demeanor, grappled with him and 
after a violent fight he succeeded in hold- 
ing him until the police arrived. 

At the station the maniac begged for a 
chance to go back and “make a clean job 
of it.” Meanwhile neighbors had come to 
the aid of Mr. Brown, his wife, and the 
baby. At the hospital it was said that Mr. 
Robinson’s chances for recovery are slight, 
with his wife’s chances not much better. 
The baby will live. Mr. Brown has been 
semi-paralyzed for months. 
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ALLEGED CROOKS ARRESTED 


Man Charged with Being Implicated in Bal- 
timore Robbery Caught in New York 


Battrmore, Md., July 1.—John W. Mit- 
chell, 38 years old, alias “James Con- 
nelly,” wanted here as the ringleader of 
the band of automobile bandits who held 
up the jewelry store of the James R. Ar- 
miger Co., 310 N. Charles St. and escaped 
with jewelry valued at $20,000, was ar- 
rested in New York Wednesday, the re- 
sult of work by Detective Lieutenants J. 
F. Dougherty and Peter B. Bradley. Mit- 
chell is under indictment here on charges 
of burglary and with attempting to kill 
Charles E. Williar, who was shot when 
he attempted to frustrate the escape of 
the bandits. 

Mitchell’s arrest, the police believe here, 
struck a serious blow into a ring of jewel- 
ry store bandits which has operated ex- 
tensively in New York and other cities of 
the east. It was through the work of the 
Baltimore police that the New York gang 
composed of three men and two women 
were arrested. A few days after the 
Armiger job was. negotiated here Marshal 


Carter, executive head of the Police De- 


partment, emphatically declared that the 
bandits would be caught. His prediction 
has come true. Three are now in prison 
serving from 10 to 15 years and Mitchell, 
the alleged ringleader, has been caught. 

It was through the work of a corps of 
five Baltimore detectives headed by 
Dougherty and Bradley that Mitchell was 
tracked to his lair. In last week’s issue 
of this paper it was indicated that the cap- 
ture of the alleged ringleader was near. 
The great organization of the Pinkerton 
National Detective Agency has been co- 


operating with the Baltimore police. No 
little credit goes to Detective Captain 
Souder, Philadelphia, because Captain 


Souder gave every possible aid in having 
the Baltimore police get possession of An- 
thony Cugino and John M. Kirshner, two 
of Mitchell’s alleged associates, who were 
recently sentenced to 15 years in the 
Maryland Penitentiary. 

Ten days ago Marshal Carter received 
information that Mitchell was making his 
headquarters in New York. Detective 
Dougherty was sent to New. York and 
after running down a number of clues he 
located the house visited by Mitchell. In- 
formation in Dougherty’s possession was 
turned over to the New York Pinkertons, 
who also had been on Mitchell’s trail. A 
copy of the indictment charging Mitchell 
with the Armiger attack was made here 
today. Mitchell is suspected of being im- 
plicated in the hold-up of the Sandy 
Spring Md. First National Bank April 26, 
when Francis M. Hallowell, one of the 
directors was shot and killed, and cash 
and bonds valued at $100,000 stolen. 

First information of Mitchell’s arrest 
was received here by Alfred N. Moore, of 
the local Pinkerton office. The message 
came from D. C. Thornhill, superintend- 
ent of the New York office. 





Several important arrests was made in 
New York last Wednesday when detec- 
tives from Police Headquarters and sev- 
eral. operatives of Pinkerton’s National 
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Detective Agency took’ into custody, John 
W. Mitchell, John Doyle and Harry 
Meyers as they were coming from a house 
on First Ave., Manhattan. Mitchell, who 
is also known as “Edward H. Conley” and 
under many other aliases, was arrested on 
a charge of being implicated in the rob- 
bery of the jewelry store of the James R. 
Armiger Co., at Baltimore, Md., several 
months ago. Doyle and Meyers were 
taken into custody charged with violating 
the Sullivan Law. 

For several days operatives of the 
Pinkerton agency shadowed the trio and 
finally on Wednesday they were placed 
under arrest. Meyers was arrested in the 
house. The arrests were accomplished by 
D. C. Thornhill, superintendent of the 
Pinkerton agency operatives, Edward Gro- 
gan, J. B. Foley and John Crawford and 
City Detectives Drury, Schauss and 
O’Brien from Police Headquarters. <A 
search of the house where Meyers’ was 
arrested according to the detectives re- 
vealed three revolvers, all loaded and ex- 
tra ammunition. 

The Pinkerton operatives claim they 
have identified Mitchell, as Edward Cisco, 
alias “Edward H. Conley,” alias “J. W. 
Williams,” who on Oct. 12, 1919, was ar- 
rested near Hebron, Tex., on a charge of 
robbery of the First National Bank of 
Lewisville, Tex. He was later tried and 
convicted and on March 10, 1910, sent to 
the Texas Penitentiary for a term of six 
years and six months. 

In August, 1916, it is also alleged that 
Mitchell was arrested in Dallas, Tex., 
charged with robbing a Post Office and 
for this offense was sent to the Federal 
prison at Atlanta, Ga., for two years. Ac- 
cording to the Pinkerton agency Mitchell 
is also wanted by the authorities at Sandy 
Springs, Md., where it is alleged he was 
implicated in the killing of a director of 
a bank. 

Doyle has a criminal record according 
to the police and is alleged -to be a no- 
torious “hold-up” man. Nothing could be 
learned of Meyers. 

Following the arrest of the trio several 
jewelers in New York who have been re- 
cent victims of hold-ups were summoned 
but none were able to identify any of the 
men, The prisoners were arraigned last 
Thursday in the Fourth District Court 
and held without bail to await the arrival 
of Baltimore detectives. 








Jewelers’ Gold Bars Withdrawn and Ex- 
changed at New York 
Week Ended July 3, 1920. 


The U. S. Assay Office reports: 
Gold bars exchanged for gold coins.. $821,978.48 
Gold bars paid depositors........++-+ 98,746.71 


TH, oe ckids cer eeereeereme $920,725.19 
Of this the gold bars exchanged for gold coin 
are reported as follows: 


1 ET ee $236,414.71 
— 39 A Se err rit se 143,939.62 
TO DE) bs cawsv av eden sonesedeowiaes 134,392.99 
FEE atdutic, <ancmaaed ees age 119,863.40 
HOMES once vadaawe SPeeaeoasaanceaes 151,081.81 
NNO canoe eer ne cede ewineeee eeey 36,285.95 

| Cee ro rr rer eer | $821,978.48 








W. E. Lachenmeyer will open a 
jewelry store at Mt. Pulaski, III. 
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ALLEGED SWINDLER CAUGHT 


Abram Perelmutter Arrested in New York 
on a Baltimore Charge 


BaLtimorE, Md., July 1—Sought for 
six months by headquarters detectives and 
operatives of private detective agencies, 
Abram Perelmutter, 28 years old, alleged 
bogus check operator under indictment 
here for obtaining jewelry valued at $1,100 
from Mrs. Mary Goldberg, 204 Albemarle 
St., was arrested in New York Wednes- 
day. Mrs. Goldberg, one of the few fe- 
male diamond and jewelry brokers of this 
city, according to Detective Lieutenants 
Kahler and Kratz, accepted several checks 
from Perelmutter between Dec. 25 and 
Dec. 30, 1919, for which he received dia- 
mond set jewelry valued at $1,100. 

Perelmutter, representing himself as a 
Hebrew theatrical manager came here 
from Portsmouth, Va., and for two weeks 
before he began his alleged check opera- 
tions he obtained a number of introduc- 
tions to business men and women. Ac- 
cording to William A. Davis, manager of 
the W. J. Burns International Detective 
Agency here Perelmutter came to Balti- 
more from Norfolk, Va., where he form- 
erly had a small account in the National 
Bank of Commerce, Norfolk. 

Perelmutter opened an account in the 
bank of Bernstein, Cohen & Co., by de- 
positing $250 in cash. A few days later 
he deposited a check for $700 drawn on 
the National Bank of Commerce, Nor- 
folk. During his stay here he met Mrs. 
Goldberg at a jewelry salesroom and a 
few days later he obtained the jewelry 
from her, giving two alleged bogus checks 
amounting to $1,100. Perelmutter also 
opened an account at the office of the Ti- 
tle Guarantee & Trust Co., but this com- 
pany lost nothing through the transaction. 

It is charged that after depositing the 
$700 check in the bank of Bernstein, 
Cohen & Co., Perelmutter drew out the 
total amount credited to his account the 
next day. The Burns’ agency, operating 
for the American Bankers’ Association 
reported that the $700 check was worth- 
less. A Charles St. jeweler was visited 
by Perelmutter, who, it is alleged, ob- 
taining a diamond ring valued at $400 on 
payment of $100. An agent of the firm 
investigated and the ring was recovered. 








While working as a waiter in a restaur- 
ant at Rockaway Beach, L. I, N. Y,, 
Abram Perelmutter was arrested Tues- 
day night, June 29, on a charge of being 
a fugitive from Baltimore, Md. The spe- 
cific charge against Perelmutter is that he 
swindled Mrs. Mary Goldberg, a diamond 
and jewelry broker of Baltimore, out of 
$1,100, by the use of bogus checks. 

Last Wednesday the prisoner was ar- 
raigned and held without bail on a short 
affidavit charging him with being a fugi- 
tive from justice. On Friday detectives 
from Baltimore arrived with a copy of the 
indictment found against Perelmutter in 
that city. Efforts to have the prisoner 
extradicted were immediately started. 

The arrest was made by Detective Jo- 
seph Bridgetts, of the 12th Detective Dis- 
trict, and an investigator for the W. J. 
Burns International Detective Agency. 
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—-NORDLINGER’S< 


is the name every MANUFACTURING JEWELER should keep right up front in his 
mind, as the premier source of supply in 


PRECIOUS and IMITATION STONES 


and while we’re on the subject, let us remind you of our extensive stock of 


AMETHYST RING STONES 


Buft Bent Flat Facetted 
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“Your order TODAY may save you delay.” 


—H. NORDLINGER’S SONS<— 


15 Maiden Lane, New York City 
Paris, 32 Rue Beaurepaire Gablonz, a/N., 16 Steingasse 
Providence, 63 Washington Street 
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BE A DIRECT IMPORTER 
OF 


DIAMONDS 


We Will Ship the Diamonds to You Direct from the Other Side 


Our Mr. Rudolph Deutsch is in Amsterdam now 
taking personal charge of our connections over there. 


RUDOLPH DEUTSCH CO. 
AMSTERDAM CLEVELAND, 0. ° ANTWERP 
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M*: Y’S the customer lost because the stone in an heirloom or piece 
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of jewelry associated with tender memories could not be matched 
or duplicated by the jeweler. And many’s the profit made by the 
dealer who sends his special orders to us for filling. Ask for the facts. 
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July 7, 1920. 
DEATH OF C. E. HASTINGS 


Widely Known Ex-manufacturer of Jewelry 
Passes Away at Montclair, N. J., 
in His 78th Year 


Few deaths that have occured in recent 
years have caused greater sorrow and re- 
gret throughout the jewelry trade, particu- 
larly in the jewelry district in New York 
than that of Courtland E. Hastings, for- 
merly a prominent manufacturing jeweler 
and of recent years secretary and assistant 
treasurer of the Maiden Lane Realty Co., 
which owns the Silversmiths’ building, 15 
Maiden Lane. Mr. Hastings passed away 
at his home, 54 Hawthorne Place, Mont- 
clair, N. J. Wednesday at midnight, and 
the funeral services were held there Satur- 
day afternoon at 2:30 and were largely 
attended. Interment was at Rosedale 
Cemetery. 

Although 77 years old, Mr. Hastings had 
been in vigorous health up until the be- 
ginning of the year when he suffered an 
attack of influenza. This was followed by 
sciatic trouble which kept him in poor 
health. Recently he underwent a slight op- 
eration and it is believed that the shock 
of this on his weakened condition was too 
much for the system to survive. His death 
leaves a gap in the jewelry trade that will 
not easily be filled for he was not only per- 
sonally known and liked by all the leading 
jewelers of the country but he had been a 
powerful figure in the jewelry trade of 
Maiden Lane and vicinity for about half 
a century and had been a factor in the up- 
pbuilding of that district. 

Courtland Evarts Hastings was a son of 

Massachusetts and was born in Framing- 
ham in 1843. As a boy he went to Boston, 
and after receiving his education, obtained 
employment in the old jewelry firm of 
George A. Mudge & Co., with whom he re- 
mained for a number of years, learning the 
jewelry trade thoroughly. 
_ In January, 1866, (shortly after his mar- 
riage) he moved to New York and joined 
the force of the old jewelry house then 
known as Carter, Howkins & Dodd (now 
Carter, Gough & Co.) as a traveling sales- 
man and for this house he covered the ter- 
ritory extending throughout the middle 
west. In his capacity as a representative of 
this house he became personally known 
and popular with every one of the leading 
jewelers of the country and he remained 
on the road for many years gaining the 
reputation of one of the best salesman and 
most popular travelers that the jewelry 
trade had produced. There was hardly a 
city from Albany to St. Louis where he 
was not favorably known and his acquaint- 
anceship extended not only to the heads of 
the firms but throughout the salesmen and 
employes as well. 

With the Carter house, ‘Mr. Hastings re- 
mained until his retirement from the jew- 
elry trade in 1902. About 1881 the firm 
style was changed from Carter, Howkins 
& Dodd to Carter, Howkins & Sloan, and 
a few years before this he obtained an in- 
terest in the business. Later in 1886, the 
style changed to Carter, Sloan & Co., and 
Mr. Hastings became a partner. In 1896 the 
firm style was changed to Carter, Hastings 
& Howe and remained thus until Mr. 
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Hastings’ retirement from the house in 
January, 1902, at which time it was changed 
to Carter, Howe & Co. 

After retiring from the jewelry business, 
Mr. Hastings went into the real estate line 
in the house of Gross & Gross and later, 
when Edward Holbrook, president of the 
Gorham Mfg. Co., erected the Silversmiths 
building at 15-17-19 Maiden Lane, Mr. 
Hastings became associated with him in the 
Maiden Lane Realty Co., which became the 
owner of the building. Mr. Hastings there- 
after took personal charge of this structure 
and by his indefatigable efforts as well as 
his personality and popularity, he helped 
make it the great center of the jewelry 
trade in New York. Mr. Hastings and 
Mr. Holbrook had traveled on the road at 
the same time and had become strong and 














THE LATE COURTLAND E. HASTINGS 


intimate friends and their close association 
both in business and private life lasted until 
the death of the latter about a year ago. 

Throughout his career in the jewelry 
trade Mr. Hastings had always shown a 
deep public spirit and interest in all that 
pertained to the jewelry industry and par- 
ticularly to the jewelry trade of New York, 
He was one of the founders, a charter 
member and for many years until his re- 
tirement from the jewelry trade, a director 
of the Jewelers’ Safety Fund Society and 
was a director of the Jewelers’ Protective 
Union during the same period. He was. 
prominently identified with other jewelry 
organizations. Even after his retirement 
from the jewelry trade, as head of the 
building that was the center of the industry 
in New York, he continued his interest in 
the jewelry district and was a trustee and 
very active in the work of the Maiden Lane 
Historical Society. He was also a mem- 
ber of the Lawyers’ Club and the Bankers’ 
Club where this society has held its annual 
luncheons, and was a member of the Pil- 
grims of the United States. While a resi- 
dent of New York City, he was a member 
of the St. Thomas Church and for some 
time was secretary of-the Parish Associa- 
tion. 
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Mr. Hastings was married shortly before 
coming to New York to Miss Florence A. 
Hubbard and is survived by his widow and 
two daughters, Mrs. Alice Hervey and Miss 
Lillian Hastings. 

Personally, Mr. Hastings was a man of 
force and energy, an indefatigable worker 
and a salesman par excellence. He had the 
ability to make strong and steadfast friend- 
ships in every walk of life and particularly 
among the leaders in the jewelry trade by 
whom he was not only greatly liked but 
was highly respected. Beneath his dignified 
manner was a. nature both buoyant and 
humorous and many are the tales that 
were told of the funny experiences which 
he had had upon the road. Despite his 
active career he kept his youthful appear- 
ance almost until the end. Strong and 
vigorous mentally and physically, he dom- 
inated by the quiet force of his character 
while his many manly and sterling qualities 
made lasting friendships among all those 
with whom he came in contact. Expres- 
sions of regret at his death have been re- 
ceived from jewelers in all sections of the 
country who offer many tributes to his high 
character and achievements. 

At his funeral, the jewelry trade of New 
York and Newark were largely repre- 


sented. A special delegation headed by 
President A. K. Sloan represented the 
Maiden Lane Historical Society. The 


Jewelers’ Safety Fund Society was repre- 
sented by its president, Wm. T. Gough, 
Mr. Hasting’s old partner and lifelong 
friend. 








Queen Elizabeth’s Ring 


WE have discovered, says Le Moniteur 

la Bijouterie, in a modest family at 
Auteuil, a very beautiful ring that belonged 
to Elizabeth, Queen of England. This 
jewel, which was in the possession of a 
lord, was given, three generations ago, to 
an ancestor in exchange for a_ service 
rendered. 

The ring of the “Virgin Queen” is com- 
posed of magnificent baroque pearls dis- 
posed en ratelier (in a graduated line), as 
it is termed in the slang of the jeweler, or, 
speaking more correctly, en riviere (in 
stream). These pearls, to the number of 
five, are each surrounded by a simple mount 
without claws and bound together in the 
interior by an invisible thread of metal. 
Their entirety is set in a mounting of milli- 
grains. 

The body of the ring is a half-guard of 
gold split at the two extremities; its di- 
mension is extraordinary for a lady’s ring, 
for it is six centimeters circumference in 
interior and eight in exterior, caused by 
the thickness of the pearls. Placed on the 
cylinder, called a triblet, used by jewelers 
for measuring rings, it reaches the number 
63. Queen Elizabeth was, it is said, large 
and stout; she wore her ring, perhaps, on 
the thumb. 

In any case we cannot doubt the 
authenticity of the jewel viewed as to its 
period, for punch marks were already in 
use in the 16th century and the ring carries 
the English punch mark of that date. 











A. Ackerman has purchased half interest 
in a jewelry store at Mapleton, Minn. 
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JADE, OPAL, AMETHYST, LAPIS 
LAZULI, ROSE QUARTZ, TOPAZ, 


CRYSTAL, 


AGATE, ete. 


NECKLACES 





BUY FROM THE CUTTERS 





American Gem & Pearl Company 


6 West 48th Street, NEW YORK 


LONDON 


PARIS 
44 Rue Lafayette 





FROM MINES TO MARKET 




















ENUS 


Van 


NECKLACES 





UNQUESTIONABLY — the 
finest scientifically produced 
pearls in the world. 


FRANK C. OSMERS 


15-17 West 44th St., New York, N .Y. 
Telephone Vanderbilt 2324 











hard to detect from 


Elk Teeth 








CHAS. J. MacNALLY ~., 


Walrus Teeth 


ee assorted 


yourself 
“2 sealing $3. bo fe for 
sample pair; if not satis- 
woe amount gladly 


21 Ann St. 
York City 














HERKULES SAWS 


Same eh. . + Saws 
FISHER BROS. (x°¥s. ae 
Tel. Cortlandt 5593 











Enameling Tiles 


French Ing Plates 
All Sizes, Round and Square 


& H.* BERGE 95 John St., 
J. a New York City 








Men’s Belts 


FOR JEWELRY TRADE 


BRISTOL LEATHER GOODS CO. 
179 Wooster St., New York 











THE BUYERS’ DIRECTORY 
Price $1.00 
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Lucian M. Zell] 


Cutter of Gems 
From the Rough 






EMERALDS 
SAPPHIRES 
AQUAMARINES 
STAR STONES ° 
BLACK OPALS,ET¢, = 


522 Fifth Avenue 


New York City 


Telephone 5481 Murray Hill : 
Srl 
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Fine Kandy Garnets 


Calibre French cut for bracelets | 
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Star Sapphires 


Matched sets for cuff links | 
Fine Individual Stones | 


F. W. Howell | 
3 Maidén Lane, New York City 


i ei 


I. DeHaen & R. E. Deinert 


Diamond Cutting 
Polishing and Repairing 
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Fancy Shapes a Specialty 





Diamonds Bought and Sold 


58 Nassau St. New York 
Telephone John 3370 

















L. BONET 





IMPORTER OF 
Precious and 


Semi-Precious Stones 
41 Union Square, NEW YORE 














Attention — Manufacturers! 


Onyx Ring Stones Furnished for any 
Size Diamond. 


Black Onyx, Coral and Amber. 


Onyx Beads-— Cameos 
The DOUBRAVA CO., 61 Maiden Lane, N.Y. 























July 7, 1920. 
DEATH OF J. D. WEAVER 





Omaha Correspondent of “Jewelers’ Circu- 
lar” Succumbs to a Stroke of Paralysis 


Neb. July 1.—J. D. Weaver, for 
s Omaha correspondent for THE 
JEWELERS’ CircuLar, died at his hese in 
Omaha eat Sunday morning June 20. 
He was 69 yéars old. A stroke of paralysis 
suffered the previous Wednesday was the 
cause of his death. 

Mr. Weaver had always enjoyed good 
health until some four years ago, when he 
was severely hurt in an automobile acci- 
dent. At that time he was confined to his 
bed for many weeks, but apparently re- 
covered his full powers. It is thought, 


OMABA, 
many year 











THE LATE J. D. WEAVER 


however, that injuries to his head received 
at that time may have hastened the stroke 
now. 

Mr. Weaver was born in Zanesville, O., 
July 5, 1851. He attempted to enlist in the 
Union Army during the Civil War when 
he was 11 years old, but was rejected. 
When he was 13, however, he succeeded 
in being accepted at a recruiting office as a 
drummer boy and spent considerable time 
in the field, going far into the south with 
the troops. 

After the war he became an apprentice 
printer at the print shop of John A. Bryan 
at Zanesville. In 1872 he founded the 
Terre Haute Evening Mail, at Terre Haute, 
Ind. After four years he sold this and 
started a daily at Quincy, Ill. After some 
time here he went to Kansas City. Un- 
able to get a job there he came to Omaha 
and accepted a job on the Herald. Later 
he was advertising manager for the Omaha 
Bee until a dozen years ago, when he was 
made secretary of “Ak-sar-ben,” the big 
booster organization of Omaha, which now 
has a membership of 4,000 of the livest 
business men in the city. 

Mr. Weaver was a “hail fellow well met” 
and enjoyed an unusually large circle of 
warm friends. His extremely democratic 
spirit and his cheerful, undying optimism 
opened a way for him wherever he went. 

He is survived by his widow and two 
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daughters in Omaha, Mrs. Guy Smith and 
Mrs. Ralph Hayward. Funeral services 
were conducted by the Elks. 








EMPLOYES’ OUTINGS 





Factory Forces of Many Providence Con- 
cerns Enjoy Field Day Sports and Picnics 


ProvipENcEe, R. L., July 3.—The annual 
field days and outings of the employes of 
the various manufacturing jewelry concerns 
and co-ordinate establishments have com- 
menced in earnest and from now until early 
Fall one or more will be held each week. 
There is not much diversity in the pro- 
grammes a baseball game, athletic and 
field sports and the proverbial Rhode Island 
shore dinner being the essential features. 

Last Saturday the employes of L. Kirch- 
baum & Co., with members of their fami- 
lies, all to the number of upwards of 100 
made a trip to the Hummocks in the vil- 
lage of Hamilton, making the trip of 
about 20 miles by motor boats. Luncheon 
was served upon arrival following which 
there was a baseball game between teams 
representing the single and married men, 
the latter winning a well earned victory. 
Other events on the programme were a 
100-yard race, tug-of-war and pipe race, in 
which there was considerable interest. A 
shore dinner concluded the afternoon’s fea- 
tures. 

Employes of the Rhode Isiand -Tool Co. 
with their families made a party of 260 on 
their second annual outing at Duby’s Grove 
last Saturday. The programme consisted 
of two baseball games, one in the morning 
and the other in the afternoon, besides 
many other fun-making sports, with lunch 
at noon and dinner at 4 o’clock. The 
Foremen’s Association ball team was de- 
feated in the first game by the shep team, 
8 to 7. In the afternoon the shop team 
demonstrated their claim to champions of 
the day by defeating the screw machine 
department team, 3 to0. A committee from 
the Foremen’s Association comprising Gor- 
don Koerner, chairman; David Clarke, 
Lewis L. Allen, Robert Peacock, Joseph 
Crompton, and Frank Robbins was in 
charge of the arrangements. 

The attachment department at the Brown 
& Sharpe Mfg. Co. held its second annual 
outing Saturday afternoon at Emery Park, 
more than 150 employes taking part in the 
affair. Among the features of the various 
athletic events was a ball game between 
teams representing the attachment and tool 
departments, the attachment workers win- 
ning by the score of 15 to 7. The party 
remained until into the evening and music 
was provided by John Morrison on the 
violin and J. McGowan on the piano. 








Warned by telephone that a burglar was 
trying to enter B. Sulzer’s pawnshop at 
10th and Parrish Sts., Philadelphia, Pa., last 
Wednesday night, two policemen from the 
8th and Buttonwood Sts. Station hurried 
to the store. They were just in time to 
fire two shots at a colored man who jumped 
over a fence in the rear of the shop when 
he saw them coming. The policemen later 
found bloodstains, but not the fugitive. 
The hopsitals of the city have been warned 
to watch for the man. 
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News Notes from England. 





A nice haul of jewelry worth several 
thousand dollars was made the other night 
at the Great Western railway station at 
Paddington, London. A brown leather 
traveling case in which was an attached case 
and a cardboard box containing the whole 
of the jewelry was taken. Among the 
stolen articles were 1,100 18-karat rings 
(gold and platinum) set with diamonds, 
each engraved with the initials “G, and 
G.”; and 50 or 6 packets of loose 
diamonds varying in size from small stones 
to others of about five carats. The jewelry 
traveler’s bag contained the name and ad- 
dress of a Birmingham man: 

* * * 


Women jewel thieves are increasing 
among the West-London jewelry establish- 
ments. Only the other day four women 
outwitted a man and woman assistant in 
M. B. Barettt’s, High Holborn, getting 
away with a .cross-over diamond ring 
worth $750. The women split into pairs. 
One pair selected a ring and asked that it 
be sized The assistant left the counter to 
confer with his fellow-clerk and the other 
couple left the shop, one woman saying: 
“T’ll fetch the child inside.” The assistant 
then discovered that this couple which had 
been examining bracelets had thoughtlessly 
taken the diamond ring with them. But 
before this discovery was.made the second 
couple had left as well. 

* *k * 

The modern idea of engagement rings 
in Europe differs vastly from the style in 
vogue a few years ago. The “half-hoop” 
of diamonds is no longer fashionable here 
In fact, the demand now is for color in the 
engagement ring. The “marquise” the 
single stone and the “cluster” ring, the 
jewelers find, is the sort of emblem now 
sought for by engaged couples. Colored 
stones, such as sapphires, rubies and tur- 
quoises usually predominate, with one or 
two small diamonds interspersed. Before 
the war the jeweler here would never 
dream of showing anything but a “half- 
hoop” reposing on a nice bed of blue velvet 
when asked for an engagement ring. For 
the young man purchasing the ring would 
never have dreamed of offering his sweet- 
heart any other design. Certainly no 
stones other than diamonds would have 
been considered. The “half-hoop” today 
you see on the plump fingers of matrons 
with grown sons and daughters, but very 
seldom on the slenderer fingers of the 
daughters. During the present era of 


-economy that is sweeping across Britain 


probably but temporarily, there is a distinct 
leaning for the plain gold enagement ring. 
The plain gipsy ring is appealing to many 
young women because they can always 
wear it even when doing housework. 








During the 20th annual convention of the 
Wisconsin Association of Optometrists, 
held in Milwaukee, June 29 and 30, 
a reception and open house was held 
for the optometrists at the headquarters of 
the Milwaukee Optical Mfg. Co. in the 
Stephenson building. The visitors were 
taken on a trip through the plant, and also 
saw a very interesting exhibit in the adver- 
tising departmenit. 
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The Jeweler who is ambitious wants something 


more than merely good merchandise. 


He realizes that “something more” is necessary 


in the conduct of a modern business. 








The Jeweler who buys W.W.W. GUARANTEED 


RINGS not only gets good Rings—as good as 


Rings can be made—but a marvelous advertising 





Service, all of which aids him in upbuilding and 





uplifting his whole business. 


WHITE, WILE & WARNER 


Makers of nationally advertised rings in which the stones do stay 
BUFFALO, N-Y., 
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The Lancor Mfg. Co. has removed from 


s Pine St. to 159 Aborn St. 

P alco Smith, engraver, 167 Chestnut 

St, closed Saturday until July i: 

The new factory that is being erected by 

the Dunn Bros. on Baker St. is nearing 
ion. 

Ps esnual bonus was paid to the 

employes of the J. T. Slocomb Co. the first 

of this month. , 

ohn A. Cormier has withdrawn from 
the Olneyville Stone Setting Co., 1913 
Westminster St. 

The Nicholson File Co. has declared 
a regular dividend on the capital stock, 
payable on and after July 1. 

St. Onge’s retail jewelry store has re- 
moved from 18 East Ave. to larger quar- 
ters at 41 Broad St., Pawtucket. 

Erling C. Ostby, president of the Ost- 
by & Barton Co., and family have gone 
to Nantucket, Mass., for the Summer. 

Eliza Guertin has given a bill of sale 
to Romeo Guertin of stock in a retail 
jewelry store at 33 Broad St., Pawtucket. 

Miss Edith M. Knowles, for several 
years with the Alden R. Vaughan Co., 
Pawtucket, is now with St. Onge’s, that 
‘city. 

The Gertsacov Jewelry Co. and Max 
- Gertsacov have been elected members 
of the Providence Chamber of Com- 
merce. 

A. W. Hubbard is sole owner of the 
Metalium Sales Co., 50 Broadway, ac- 
cording to information filed at the city 
clerk’s office. 

Eugene W. Hough, of the W. S. Hough, 
Jr, Co, has been appointed by Mayor 
Gainer as a member of the committee to 
conduct a housing campaign. 

Edgar C. Lakey and Archibald Silver- 
man have been appointed members of the 
committee for the annual outing of the 
Providence Chamber of Commerce. 

William F. Almy et ux have given a 
mortgage for $7,500 to Charles H. Rob- 
inson, on lot of land with improvements 
on the north side of University Ave. 
Work on the proposed new factory 
building to be erected in Cranston by 
W. S. Hough, Jr., Co., 61 Peck St., this 
city, will be delayed for the present. 
The annual outing of the Travelers’ 
Protective Association, Rhode Island Di- 
vision, will be held at the Pomham Club 
on July 17 instead of July 10, as at first 
announced. 

George P. Stoecker, of Pidge Ave., 
Pawtucket, and John J. Ward, of this 
city, have announced that -they are the 
Proprietors of the Continental Bronze 
Co. 11 Webb St., Pawtucket. 

Charles E. Hancock, treasurer of 
Charles E. Hancock Co., and family left 
on Thursday for New Hampshire, where 
they will open their Summer home, Ar- 
denwold, at Moultonboro Neck. 

Maurice J. Karpeles is leaving this 
week on an extended business trip 
through the west, while Mrs. Karpeles 
is leaving for Europe for several weeks’ 
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visit to her mother in Vienna, Austria. 

At the first meeting of the creditors 
of Arnold C. Messler, doing business as 
A. C. Messler Co., held last week, 
Joseph P. Burlingame, of J. P. Burlin- 
game, was appointed trustee, with bond 
fixed at $50,000. 

The Belcher & Loomis Realty Co., 
which recently purchased the building 
corner of Weybosset and Orange Sts., 
occupied by the Belcher & Loomis Co., 
has given two mortgages thereon, one 
to Gardner T. Swarts for $200,000 and 
the other to Claude C. Ball for $139,000. 

The retail jewelry stores and depart- 
ment houses in this city began on Wed- 
nesday closing at 1 o’clock for the 
weekly half-holiday. With the excep- 
tion of July 7, which occurs during In- 
dependence week, the stores will close 
every Wednesday afternoon to include 
Sept. 1. 

Alfred Asprino and Momenico Riccio 
have withdrawn from the Star Jewelry 
Co., 43 Sabin St. This business is now 
being conducted, according to informa- 
tion filed with city clerk’s office, by Santo 
De Sisto, of Thornton, R. I.; Paul As- 
prino, of this city, and Pasquale Forbes, 
of Johnston, R. I. 

Arthur E. Pay, 295 Weybosset St., on 
Saturday reported to the police that he 
sent an errand boy on Thursday to de- 
liver a package containing 108 unmounted 


cameos valued at $75, but that the boy lost . 


the packages on Pine or Richmond Sts., 


but failed to report the loss to Mr. Pay - 


until late Saturday afternoon. 

Hamilton & Hamilton, Jr., manufactur- 
ing jewelers of this city, filed articles of 
association with Secretary of State Parker 
on Saturday, under the laws of Rhode 
Island and became a corporation. The 
incorporators are: Ralph S. Hamilton, 
Ralph S. Hamilton, Jr., and Robert W. 
Hamilton, all of Providence, and the 
concern will continue its general jewel- 
ry business. The authorized capital is 
$250,000. 

The announcement made last week of 
the reorganization of the Gorham Mfg. 
Co. and the subsidiary corporations 
affiliated in the Gorham system, with 
the accompanying change of officials 
was the subject of considerable discus- 
sion in financial and commercial circles. 
Coupled with the announced changes 
was the statement that the committee 
of directors that has the reorganization 
in hand is working out new financial 
policies for the corporation. The pro- 
posed financial program, it was stated, 
would be announced later. This week 
two more announcements have been 
issued from the offices of the Gorham 
Mfg. Co. that directly concern its finan- 
cial affairs—the extension of time for 
the payment of its 5 per cent. certificates 
of indebtedness and the retirement of 
another block of its seven per cent. mort- 
gage bonds. The reorganization com- 
mittee of the corporation consists of 
Frank W. Matteson, chairman, John S. 
Holbrook, William A. Viall, Herbert J. 
Wells and James S. Utley. In connec- 
tion with the former proposition the 
board of directors on Monday issued a 
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statement that as a feature of the re- 
organization plan, it had been decided 
to extend the time for payment of the 
5 per cent. gold certificates of indebted- 
ness, due July 1, 1920, for one year. In- 
terest will be paid at the rate of 8 per 
cent. per annum, payable semi-annually. 
The directors of the corporation have 
called for the redemption Aug. 1, 1920, 
of $250,000 of its serial gold bonds ma- 
turing Feb. 1, 1922, at $102 and interest, 
as provided for in the original $3,000,000 
trust mortgage dated Feb. 1, 1918. The 
bonds that have been called are num- 
bered M 1501 to M 1750 (inclusively) and 
interest on them will cease August 1, 
1920. This will make a total of $1,750,- 
000 (of the $3,000,000 issue) already re- 
deemed or called for redemption. 











George Bodine has left the employ. of 
Moore Bros. and opened up an engraving 
shop of his own. 

A majority of the manufacturers left 
their factories on Friday evening and 
made their way to their Summer homes 
for a three days’ vacation over the Fourth 
of July. 

President Harold E. Sweet, of the Cham- 
ber of Commerce, has taken charge of the 
affairs of that organization in his char- 
acteristic manner and is proving to be one 
of the best heads the Chamber has ever 
had. 


Edwin C. Keller, for 14 years connected 
with the Watson Co. as foreman, left his 
position last week to enter the employ ot 
a Providence concern. He was presented 
with a testimonial and a set of resolutions 
by the Watson Mutual Relief Association. 

Judge Hopkins filed a decision in the 
probate court in Taunton last Thursday 
allowing the estate of Judge F. B. Byram 
the sum of $10,000 in its case against the 
estate of William M. Fisher, a prominent 
Attleboro jeweler. The late Judge Byram 
was the executor of the Fisher estate and 
when his heirs filed a bill for $15,000 the 
heirs objected to the figure. 


Frederick Schwinn has resigned from the 
Robbins Co., with whom he has been asso- 
ciated for the past 11 years. He came to 
Attleboro from a_ well-known Newark 
house to take charge of one of the local 
company’s departments. In 1914 Mr. 
Schwinn was given the management of the 
entire business and as managing director, 
the Robbins Co. has developed until today 
it is one of the largest concerns in the 


‘country which manufactures high grade 


jewelry specialties. He leaves to take over 
the controlling interest in the Santos Co., 
manufacturing jewelers and _ exporters. 
The company will shortly move into its 
new location in the Ingraham building, 
where it will be better able to take care of 
its increasing business. Mr. Schwinn has 
the best wishes of the host of good friends 
that he leaves behind him at the Robbins 
Co. F. A. Chace, Jr., has succeeded Mr. 
Schwinn in the management of the sales 
and office departments. 
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THE TWIN-WELL DISH 


(PATENTED 1918) 


This handsome platter, in the beautiful Maintenon Pattern, is a new departure in the 
silversmith’s art. It combines all the practical advantages of a plain meat dish with the old style 
well-and-tree dish, and as it rests on its own bottom, the necessity for feet is eliminated. This 
construction brings the cost of the 7WIN-WELL down to nearly that of the straight or plain 
meat platter, and much below the price of the old style well-and-tree dish. 


The TWIN-WELL DISH is made in the following sizes to match all patterns of 
Sterling dinnerware: 14, 16, 18, 20 and 22 inches, or in round 14 and 16 inch entree or chop 
dishes. These sizes are also to be had in the Gorham Electroplate to match Gorham Electro- 
plate services. Most practical and important in appearance, we believe the 7WIN-WELL 
DISH will soon supersede the old style plain meat dishes. 


THE GORHAM COMPANY 
Silversmiths and Goldsmiths 


Fifth Avenue at 36th Street, New York 


Branches: NEW YORK: 15, 17, 19 Maiden Lane CHICAGO: 10 S. Wabash Ave. SAN FRANCISCO: 140 Geary St. LONDON: Ely Place 
Works: Providence, New York, Birmingham 
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The Capture tae a 


of a Notorious 


Swindler York of a_ swindler 


who, under the names 
of “Baum.” “Weiss,” ‘Harris,’ “Berger,” 
“Schwartz,” and other aliases, has been 
operating on the jewelry trade, will, it is 
hoped, bring to an end a career of crime 
going on for some years that has proved 
annoying to jewelers, not only in New York 
but in Philadelphia and other cities. 

The actions of this man have served to 
show what “nerve” will accomplish for a 
crook, because he continued his operations 
for a long time after he had been exposed 
by THE JEweLers’ Circuxar and after: his 
picture had been published and warnings 
given to the trade by this journal from 
time to time. Of course, the publicity given 
Baum’s crime was bound to catch him in 
the end, the only element that excites won- 
der being the length of time he could con- 
tinue in his work after the jewelers, as a 
class, had become familiar with his t11cks. 

Baum’s operations in our trade have 
served to call prominently to the attention 
of our merchants the fact that, though the 
man may be well recommended from an- 
other industry, it is not always safe to deal 
with him unless the references can possi- 
tively vouch for his identity. Baum, .in 
nearly all cases, came highly recommended 
to the jewelers by men who did not know 
him, but simply knew of the reputation of 
the merchant who he pretended to be. 

While he tried many tricks to.get jewelry, 
his principal scheme was to work through 
another trade, especially through the people 
who sold to haberdashers. Taking the 
name of the president of a prominent cloth- 
ing concern in Buffalo, Baum would go 
to a silk or other house and give an at- 
tractive order in the name of the Buffalo 
concern, introducing himself as its presi- 
dent. He would seek to get nothing trom 
this house for himself, but simply order 
goods shipped and charged. After ingra- 
tiating himself with the salesman through 
the business that he gave him, the swindler 
would suggest that he wanted to buy a 
piece of jewelry and asked for an intro- 
duction to some wholesale or retail jeweler. 
This, in most instances, was readily given, 
and often the salesman or dealer who had 
received the order, knowing of the re- 
sponsibility of the president of the clothing 
concern he thought he was dealing with 
and his high standing in the trade, would 
vouch for Baum’s reliability to some mem- 
ber of the jewelry trade. Baum would then 
get a valuable piece of jewelry, either on 
creditor by giving a check. 


When Baum started on his career under 
the name of Schwartz, a comparison of his 
methods with that of a swindler who had 
operated some years ago was made by THE 
JEWELERS’ CIRCULAR, and an investigation 
showed that this swindler, Baum, had just 
been released from a term in prison. A 
picture of the man was obtained and shown 
to “Schwartz’s” victims, who identified him 
as “Baum” or “Weiss.” A description of 
his operations, with a portrait of “Baum” 
published in THE JEWELERS’ CrrcULAR, made 
New York a little “too hot” for the man, 
and for a while he transferred his opera- 
tions to Philadelphia, but a short time ago 
he came back to New York, and on June 18, 
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brazenly came into the Maiden Lane dis- 
trict, operating two or three days without 
success. Finally he was recognized in the 
street by a representative of one of the 
concerns he had previously called upon and 
his arrest followed. 

The operations of Baum have emphasized 
strongly, first, the necessity of jewelers con- 
stantly reading THE JEWELERS’ CIRCULAR 
and keeping in touch with the operations 
of such swindlers; second, that it is unwise 
to accept references of reliability unless you 
know that the man who gives it is personal- 
ly acquainted with the person he vouches 
for. In addition, Baum’s career has also 
called attention to a looseness in business 
practices which will make a merchant feel 
that he knows the stranger simply because 
the latter has given him an order in the 
name of a prominent firm or merchant who 
has a high credit rating. <i 





6¢6"P.HE shoemaker’s 

children may 
still go without shoes: 
but that is no reason’ 
why the jeweler and-his family should go 
without jewelry,” said a prominent speaker 
before a convention of a retail jewelers’ 
association a short time ago, and he de- 
plored the fact that so many members of 
our trade whose business depends upon the 
popularity of gems and articles of adorn- 
ment, should not live up to the advice which 
they give to their customers. The speaker 
was not the only critic the jewelry trade 
has had on these lines. In fact, there is 
hardly a prominent convention of jewel- 
ers at which some one does not remark 
upon the apparent lack of jewelry among 
those present. In commenting on the same 
fact some time ago, a subscriber to THE 
JEWELERS’ CIRCULAR humorously stated that 
after visiting a number of conventions of 
the trade he, discovered that whenever he 
saw a man wearing a shoe string for a 
watch chain or a safety pin for a scarf. pin 
he felt safe in putting him down as a 
jeweler. 

Unfortunately, with all the jokes that 
have been made on this subject, there is an 
element of truth in the criticism and that 
should be taken to heart by all our trade. 
It is not only the duty of the jeweler to 
wear jewelry but it is a part of his busi- 
ness to see that everyone connected with 
his establishment as well as his family, 
wears not only jewelry but appropriate 
jewelry. In other words, the jeweler 
should back his precept by example, wher- 
ever possible and let the public see that he 


The Jeweler 
Should Wear 
Jewelry 


’ believes in the beauty of his own wares. 


Every day the development in business 
makes it more and more important for the 
jeweler to emphasize the point that “jew- 
elry is the finishing touch of the costume 
and the optical center of the picture which 
the well dressed man or woman presents”; 
that without jewelry the picture is unfin- 
ished and that the whole effect is helped 
or spoiled according as the jewelry is or 
is not in harmony with the background on 
which it is to be seen. How can this great 
zsthetic principle be impressed upon the 
public if the man who teaches it and 
preaches it fails to put it into effect in his 
own life? The jeweler has a real message 
to the public in preaching “appropriate har- 








108 THE JEWELERS’ CIRCULAR 


Best Make, Fine Color 
and 
Utmost Brilliancy 


ARE DOMINANT FEATURES 
OF OUR GOODS 
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monious jewelry” and in emphasizing 
principles in jewelry wearing, and this mes. 
sage properly presented is being ang will 
be the backbone of the fine jewelry busing 
of the present and future. How can - 
who preaches a message expect to be taken 
seriously if his acts belie his words? 
Can he not see that he puts himself in 
the position of the tattered mendicant who 
for a small sum, offers to sell you the secret 
which willl’ make it possible for you to be. 
come a millionaire within a short time. 
Should the jeweler wear jewelry? He 
should. And so should his wife and his 
clerks and everybody connected with him 
and his establishment. This is not a gyb. 
ject for the question box of the State con- 
ventions. It is not a subject for debate. 
There is only one side to it—he should. 











J. D. Payne, De Funiack Springs, Fla, 
accompanied by Mrs. Payne, was in New 
Orleans for a few days recently. 

Henry Ginder, president of A. B. Gris- 
wold & Co., who is almost a nonagenarian, 
barely escaped serious or perhaps fatal in- 
jury recently when an automobile backed 
into him as he was alighting from a street 
car. As it was he was somewhat bruised 
and was forced to remain home for several 
days. 

W. E. Taylor, accompanied by Mrs. Tay- 
lor, will leave shortly for a trip to Boston, 
New York and other points and will then 
stop for a while at Highland Lake, near 
Hendersonville, N. C. Mr. Taylor, one 
night recently, discovered that an unsuc- 
cessful attempt had been made to enter his 
home by a burglar. Just when it was done 
he did not know. 

Louis Hausmann, president of Haus- 
mann, Inc., accompanied by Louis D. Finke, 
superintendent of the factory, left on Sun- 


_ day for New York, by way of Chicago. 


Mr. Finke will remain until about July 17. 
Mr. Hausmann will remain in the market 
until about Aug. 15. Hausmann, Inc., has 
just completed two pretty 18-K. medals, 
which are to be presented to the Pons 
brothers on July 4, in recognition of their 
brave act in rescuing seven negro sailors 
from a stranded schooner in Lake Pont- 
chartrain. 








Archie E. Harte, a leading jeweler and 
optometrist of Evansville, Wis., was elected 
president of the Wisconsin Association of 
Optometrists at the 20th annual convention 
held at the Hotel Blatz in Milwaukee on 
June 29, 30 and July 1. Mr. Harte is a 
member of the Wisconsin State Board of 
Examiners in Optometry. He is an active 
participant in the affairs of the Wisconsim 
Retail Jewelers’ Association. Charles H. 
Ingraham, senior member of Ingraham & 
Brushert, jewelers and optometrists at 
Wausau, Wis., was re-elected vice-president. 
Homer D. Archer, head of the Homer D. 
Archer Co., Wisconsin and Milwaukee Sts. 
Milwaukee, was elected secretary and treas- 
urer to succeed Earle W. Johnson, of Bet- 
lin, Wis. 
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from 56 W. 45th St. to 136 W. 52nd St. 

The Metropolitan Credit Co. has moved 
from 49 Maiden Lane to new quarters at 
47 W. 42nd St. 

Jack Stupack is now representing the firm 
of Rosenthal & Kossower, manufacturing 
jewelers, 149 Canal St. 

The office of I. Hochberger & Sons, im- 
porters and cutters of diamonds, at 180 
Broadway, will be closed on Saturdays dur- 
i uly and August. 
oe Alford, of C. G. Alford & 

Co., leaves tomorrow on a pleasure trip 
for rest and recreation, but not to accumu- 
late any more avoirdupois. 

The establishment of S. Pollack, manu- 
facturer of Japanese rings and diamond 
mountings, 73 Forsyth St., will be closed 
for two weeks starting July 2. 

Col. John L. Shepherd, who has been 
recuperating in Illinois, passed through 
New York last week on his way to his 
Summer home in Connecticut. 

D. Kaylo has purchased the jewelry es- 
tablishment known as M. Korn, 508 Ist St., 
Hoboken, N. J., and took over the business 
on July 1 under the name of D. Kaylo. 

The business of Lindemann & Codman, 
importers and manufacturing agents of 
Swiss watches, has been moved from 154 
E. Houston St. to new quarters at 49 
Maiden Lane. 

Irving Herman of the firm of N. Herman 
& Son, 271 Grand St., returned from a trip 
to Europe on June 29 on the Nieuw Am- 
sterdam. He was away for a period of two 
months buying diamonds. 

Among the visitors at the offices of THE 
Jewe.ers’ CircuLr last week were Geo. H. 
Chapman of Chapman & Armstrong, Gales- 
burg, Ill.; E. H. Kaniss, Henryetta, Okla., 
and Samuel Swartchild of Swartchild & Co., 
Chicago. 

Paul E. Levi, of Paul E. Levi & Co, 
importers of precious and semi-precious 
stones, 198 Broadway, returned last week 
from an extended trip to the European 
gem market. Mr. Levi made the return trip 
on the steamship Nieww Amsterdam. 

Harry A. Ayling, manager for G. W. 
Haltom, jeweler, 614 Main St., Fort Worth, 
Tex., and E. P. Haltom, son of the pro- 
prietor of the business, are in this city 
and are making their headquarters at the 
Pennsylvania Hotel. On or about July 15 
they will sail for Europe. 

Herbert W. Kohn, head of the Nataline 
Pearl Co., 15 Maiden Lane, returned to this 
city last Thursday after a business trip 
taken in the interest of his firm. Mr. Kohn 
was at Syracuse during the convention of 
the New York State Retail Jewelers’ Asso- 
ciation. 

Chauncey Mayers, of the Geneva Watch 
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Co., 46 Cortland St. returned to this city 
last Thursday after an extended trip taken 
in the interest of his firm. Mr. Mayers was 
in attendance at the convention of the New 
York State Retail Jewelers’ Association 
held last week in Syracuse. He expects to 
leave again for the road in about 10 
days. 

An announcement was made last week 
that John Salter, son of B. Salter, diamond 
dealer, 109 Delancey St, and Max 
Schwartz, have formed a partnership un- 
der the style of Salter & Schwartz. The 
new firm will manufacture and sell at 
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in charge of a committee consisting of Hugo 
Falkenstein, president of the Bronx Retail 
Jewelers’ Association, and Messrs. Prazan- 
sky, Cohen and Mastell. The officers in- 
stalled are as follows: President, A. Wolf; 
first vice-president, N. Schwarz; second 
vice-president, H. Osterweil; treasurer, A. 
Bergman; financial secretary, C. Kraft; 
recording secretary, D. Prince; trustees, I. 
Gamapoll, B. Klein and J. Sabino; comp- 
troller, H. Astor. Following the installa- 
tion of officers a supper was served, during 
which time several interesting addresses 
were heard. The next meeting of the asso- 








Still Smashing Records 


During the half year just closed (Jan. 1 to June 30, 1920) 
The Jewelers’ Circular published 3,370 pages of advertising, 
which exceeded by 566 pages the record for any previous 6 
months in the 51 years’ existence of The Jewelers’ Circular, 
and which, as usual, was more than was published by the 6 
other jewelry journals combined, and 2,146 pages more than 


any one of them. 


This is conclusive proof that the manufacturers, importers 
and jobbers in the jewelry and allied trades are alive to the 
great opportunity offered for business expansion and thor- 
oughly recognize and appreciate the dominant position 
held by The Jewelers’ Circular as the one great - medium 


between the buyers and sellers. 








wholesale, mountings and jewelry, and on 
Tuesday opened for business at 2 Maiden 
Lane. 

N. C. Godsoe, who will represent Daving 
& Bernstein, Inc., importers and manufac- 
turers of watches, 108 Fulton St., in the 
south, is leaving for his territory. He will 
carry a complete line of diamond wrist and 
pendant watches. Ben deFrece Bernstein, 
a member of the same firm, left on July 
2 for Canada, via the Adirondack Moun- 
tains by automobile on a vacation trip. 

Jacob Sasalsky and H. Nemiroff have 
formed a partnership and will engage in 
business as manufacturing jewelers at 61 
Beekman St. Mr. Sesalsky was formerly a 
member of the firm of Carash & Sesalsky, 
106 Fulton St. This partnership has been 
dissolved and Mr. Carash is continuing the 
business alone. Mr. Nemiroff has for some 
time past been a city and out-of-town sales- 
man for New York concerns. 

At a recent meeting of the Metropolitan 
Retail Jewelers’ Association held at Laurel 
Garden, 79 E. 116th St., this city, the newly- 
elected officers of the organization were in- 
stalled. The installation proceedings were 


ciation will be held on Tuesday evening, 
July 13, at Laurel Garden. 

The office and sales force of L. Heller & 
Son, Inc., their wives and sweethearts, 
were entertained at Little Orchard Farm, 
the White Plains Summer home of S. Hel- 
ler, president of the concern, on Saturday, 
June 26. At 1 Pp. m. they left 68 Nassau 
St., and were warmly received by Mr. and 
Mrs. Heller. After the beautiful home and 
grounds of the farm had been inspected and 
a game of baseball played, all partook of re- 
freshments. A semi-circle was then formed 
on the lawn and songs, dancing and games 
were enjoyed. Following this program din- 
ner was served. Music and dancing fol- 
lowed. Everybody returned to the big city 
in good spirits. Among the guests were 
Misses H. Boudreau, F. Carpenter, G. 
Duffy, L. Duffy, H. Epstein, G. Ferdinand, 
A. Flood, L. Kinley, R. Kolwak, E. Mills, 
H. Sims, M. Schoenfeld, H. Sokolsky, A. 
Vreeland, K. Wilson, H. Rabinowitz. Mr. 
and Mrs. J. Heller, Mr. and Mrs. J. Rif- 
kin, Mr, and Mrs. Fried, Mr. and Mrs. J. 





(Continued on page 111.) 
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Comparison” 


SOLIDARITY: “The Case That Courts 


Mr. Retailer: 


Discriminating jewelers have featured Solidarity 


Gold Cases for OVER THIRTY YEARS— 
Could any higher tribute be paid our product? 





Representative Watch Jobbers 
Pendant and Bow Patented. are Solidarity Jobbers 


soun vy, suerwoo> SOLIDARITY WATCH CASE CO. *35..19r222%0 


' . (ESTABLISHED OVER GEORGE SALZGEBER 
OSCAR M. GAMMON =——_- 15, Maiden Lane, New York THIRTY YEARS) Asst. Secretary-Treasurer 














100 Years of Commercial Banking 

















We cordially invite you to open an ac- 
Officers . : 
THE count with us at our main office or 
LOUIS G. KAUFMAN 
President HATH the branch office best located for your 
Frank J. Heaney Richard H. Higgins _ convenience. 
Vice-President Vice-President AND 
H. Strawn Bert L. Haskins Branch Offices and Managers 
Vice-President Vice-Pres. and Cashier ian neh 
Norborne P. Gatling C._ Stanley Mitchell pcg soca gl W. H. Zabriskie, Mgr. 
Vice-President Vice-President Bowery and Geond St. 
H. A. Clinkunbroomer Max Markel H. A. Clinkunbroomer, Vice-President 
Vice-President Vice-President Max Markel, Vice-President 
R. Baker Wallace T. Perkins Broadway and 18th St. 
Vice-President Vice-President C. Stanley nt. see Roslin 
. illiam Milne . ae 
es Vice-President Ninth Ave. — St. H. F. Meehan, Mgr. 
Rolfe E. Boll Joseph Brown 33rd St. an Ave. A. H. Walsh, Manager 
Vice President Vice-President Third Ave. and 57th St. A. T. Strong, Mar. 
Vinton M. Norris Walter B. Boice Broadway and 61st St. Jas. V. Boise, Manager 
Vice-President Vice-President Lexington Ave. and 86th St. A. J. Nieber, Mer. 
Henry C. Hooley ene Sy re Broadway and 105th St. H. H. Budleman, Mar. 
Ass’t reseed ite act OF THE Lenox Ave. and 116th St. F. B. French, Mgr.’ 
Harvey H. Robertson ng y : 
Ass’t Cashier . Ass’t Cashier CITY OF NEW YORK, 67 W. 125th St., near en ~~... Manager 
GEORGE M. HARD Broadway and 144th St. 
Chairman Thos. W. Robinson, Manager 





MAIN OFFICE, 149 BROADWAY 
Cor. Liberty Street 


150 Million Dollars Resources 





IRVING NATIONAL BANK 


MARKET AND FULTON OFFICE 
PROGRESSIVE—CONSERVATIVE — 


E. PIERSON - - - Chairman of the Board 

pod GILBERT - Vice-Chairman of the Board FULTON AND GOLD STREETS tlm 
| WARD President 

Somer M. ROSENDALE - - - - Vice-President NEW YORK CITY 

ALBERT D. BERRY haceent Cater Invites the Accounts of Jewelers 


WILLIAM H. MILLIKEN - + -« Assistant Cashier 








Will extend every facility that good banking will justify SAFE DEPOSIT VAULTS 
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Levin, Mr. and Mrs. G. Klinick, M. Car- 
toon, P. Cheskin, A. Detgen, M. Henken, 
S. Kapiloff, M. Leicher, S. Wolff, V. Yates. 

“Jake” Wolf, of the Wolf Co., dealers in 
pearls, 12 John St., was at Syracuse, N. Y., 
last week, where he attended the conven- 
tion of the New York State Retail Jewelers’ 
Association. 

Tue JEWELERS’ CIRCULAR scored a 
“scoop” last week over every newspaper in 
this city when it reported last Wednesday 
the robbery at the establishment of Gar- 
funkel & Cammaretta, manufacturing 
jewelers, 338 Canal St. Although the rob- 
bery occurred Friday night, June 25, not a 
newspaper reported the theft until last 
Friday, three days after THe JEWELERS’ 
CircuLarR had been issued. Detectives as- 
signed to solve the robbery have failed to 
recover any of the loot, which is valued at 
more than $30,000, or arrest any suspect. 











moved 
from 23 Marshall St., to 188 New Jersey 
Railroad Ave. 

G. F. Gotthold, optician and jeweler, who 
for many years was located at 870 Broad 
St. was obliged to move on account of the 


Cc. H. Eulhardt, has 


jeweler, 


old building being torn down. He has 
moved his optical business to the second 
floor of 893 Broad St. 

The factory of Kohn & Co., manufac- 
turing jewelers at Camp and Orchard Sts., 
is closed this week for semi-annual repairs 
and alterations. Bioren Bros. of 473 
Washington St., closed on July 3 for two 
weeks, and C. Rech & Sons, of the same 
address, for 10 days. 

Philip Silverstein, Pacific Coast repre- 
sentative of C. Rech & Sons, manufactur- 
ers of jewelry and chains at 473 Washing- 
ton St. whose headquarters are at San 
Francisco, has started on his first Fall trip, 
his first stop being at Los Angeles. Leon 
Sickel has just left on his first Fall trip 
through the middle west. 

Salesmen for A. Rosenberg, manufac- 
turer of diamond-mounted jewelry at 50 
Columbia St., will leave for their first Fall 
trips within the next week. or 10 days. 
Victor L. Kurtz and A. A. Woodruff will 
cover the eastern territory outside of the 
New England States, which wil be cov- 
ered by Joseph L. Cobb. Sol Pincus will 
call on the trade in the middle west, and 
Paul A. Wettstein in the far west. 

William Riley, alias “Squawk,” 178 Ber- 
gen St, this city, was arrested here. by 
Lieutenants Kuhn and Keller and turned 
over to the Passaic authorities, who al- 
leged he is connected with the fleecing of 
Louis Krones, 184 Passaic Ave. Passaic, 
out of $3,000 in a fake diamond deal. 
Riley had been indicted and was arrested 
on a capias issued by Judge Watson. It 
is claimed by Krones that the swindlers 
showed him genuine diamonds when the 
deal was made and later “switched” them 
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for imitation stones while the money was 
being passed. 

Power was shut off on July 1 in the 
jewelry manufacturing loft buildings at 481 
Washington St. and 38-40 Crawford St. 
and in the Hildner building at 475 Wash- 
ington St., the tenants of these buildings 
having been notified several months before 
that no power or live steam would be fur- 
nished after that date. The different jewel- 
ry manufacturing concerns affected nave 
had to put in individual electric motors 
and special live steam apparatus. Much 
higher rentals are now charged without 
power than has heretofore been charged 
with power. 

A number of New Jersey retail jewelers 
are planning to attend the sessions of the 
annual convention of the American Na- 
tional Retail Jewelers’ Association in 
Louisville, Ky., Aug. 24-27. Among those 
who are now planning to attend are Jean 
R. Tack, president of the New Jersey Re- 
tail Jewelers’ Association, and first vice- 
president of the national association; 
Charles Hartdegen, Conrad J. Brotherly, 
Norbert Bertl and Henry Aurnhammer, 
all of Newark; Charles Bowman, of 
Somerville; Frank Thorwarth, of Eliza- 
beth, and A. J. Jaeckle, of Jersey City. 











Edward Herp has taken a position as as- 
sistant in the shop of Rudy Bouteiller on 
Market St. 

William E. Dale, his wife and daughter, 
of Washington Court House, O., are visit- 
ing Rudy Bouteiller this week. 

H. C. Kilgore, who had a store in Le- 
banon, Ky., has retired from business and 
gone to Washington, D. C., to live. 

L. F. Rusterholz, who has been in Europe 
for some time, is now in Baden, Germany, 
having secured passports after a long wait. 

Ben Brunn, watchmaker for the trade, 
has taken space with Jule Steinau, on 611 
S. 4th St., and will engage in business 
there. 

C. F. Maskall, Knoxville, Tenn., has 
opened a new store on Gay St. He has re- 
modeled the building into which he moved, 
having put an entirely new front on it. 

A. W. Anderson, secretary of the Ameri- 
can National Retail Jewelers’ Association, 
spent some time looking over the space at 
the Seelbach Hotel which is reserved for 
exhibits during the national conventian to 
be held here August 24-27. It is under- 
stood that the entire 10th floor, the mez- 
zanine and the writing room will be used 
for these purposes. Louisville jobbers con- 
tracted for the space. 

At a meeting of the Better Business Bu- 
reau of Louisville, created by the National 
Vigilance Committee of the Associated Ad- 
vertising Clubs of the World held last 
week, George P. Kendrick, of William 
Kendrick’s Sons, and Robert J. Ball, of the 
Ball Optical Co., were elected directors for 
the ensuing year. The better business bu- 
reaus throughout the country, including the 
one here, are watching advertising in their 
respective sections. Their purpose is to 
foster honest advertising. 
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Notes from Tennessee 





Fred Hauer & Bro., Chattanooga, Tenn., 
have opened a new manufacturing jeweler’s 
establishment there. They will make pins, 
etc. 

J. M. Tindell, Knoxville, Tenn., has 
moved his store from 520 Market St. to 
510 Market St. His new location has been 
equipped with new fixtures throughout. 

Two attempts at burglary of downtown 
jewelry stores were made at Memphis, 
Tenn. One was on the store of A. 
Graves & Co. 93 S. Main St. and the 
other, the establishment of Perel & Low- 
enstein, 168 S. Main St. In both cases, 
the would-be thiefs made their escape but 
failed to secure any booty. 








items from Here and There. 





G. C. Stairs will open a jewelry store 
at McPherson, Kans. 

W. L. Fairbanks has sold his business 
at Mora, Minn., to W. L. Haynes. 

The Rollin Herrick Jewelry Store, Ed- 
more, Mich., was recently damaged by fire. 

F, A. Carlberg has purchased the J. C. 
Herdiska jewelry business at Princeton, 
Minn. 

F, F. Lammers, Huntingburg, Ind., has 
put new windows in his store and made 
other improvements. 

F, V. Dixon, Paoli, Ind., has moved in 
a new building across the square from his 
old store and enlarged his stock con- 
siderably. 

Albert G. Craig, Bicknell, Ind. has re- 
modeled his store and made other improve- 
ments. He made all his own fixtures and 
did all the work on the store himself. 

Charles McCarthy, Auburn, N. Y., who 
kicked in the front door of the Liberman 
& Marine jewelry store, on S. Warren St., 
here a few weeks ago and stole goods 
valued at about $200, was sentenced to: Au- 
burn prison for one year by County Judge 
James J. Barret. He was indicted for burg- 
lary third degree and grand larceny second 
degree. McCarthy confessed, claiming that 
he was drunk at the time. In sentencing the 
prisoner, Judge Barret announced that the 
prisoner should pay to the jewelers a total 
of $150 for the goods he disposed of. If he 
fails tc do this he will serve 15 months in- 
stead of one year. McCarthy is an old 
offender and has several aliases. 








“224 Lines” is the title of a booklet re- 
cently issued by the Quality Group Maga- 
zines. The purpose of the book is to show 
what can be done when advertising is in- 
telligently planned to take advantage of the 
perfect proportions of the Quality Group 
Magazines. It is an elaborate study of the 
economic page by 50 leading art directors 
and copy experts, all of them specialists in 
design, display or layout. It illustrates 
many attractive designs to show the possi- 
bilities of the various size space in the 
magazine page, and contains an article en- 
titled, “Fitting the Copy to the Medium— 
the Strength of Deliberate Designs.” A 
copy of this book will be sent to anyone 
interested in general advertising by address- 
ing Quality Group Magazines, 347 Fifth 
Ave., New York. 
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To the Jewelry Trade Generally:— 








OU are hereby notified not to deliver to any person in the 
employ of or connected with this Company, any Jewelry, 
Watches or Precious Stones, either on memorandum or 

regular account, unless upon presentation of a written order 
signed by one of the following officers of this Company: 


J. W. RIGLANDER, President 
M. M. RIGLANDER, Treasurer 


We also request that no goods be charged, either regular or on memorandum, 
on personal account to any one connected with or in the employ of this 
Company. 


We will under no circumstances be responsible for any goods delivered 
contrary to the above. 


Hammel, Riglander & Co. 


57 MAIDEN LANE : NEW YORK 














ANOTHER NOTABLE ACHIEVEMENT 


In nineteen summer days we closed out completely 

a the oldest established jewelry store in the state of Min- 
ey J HN —— nesota, said to have had the largest and finest stock in 
‘ the state of any,city of its size—three hundred feet of 

/ plate cases, counter and upright, filled with the finest 

of merchandise, inventorying nearly $50,000. We sold 
it all, realizing a hundred cents on the dollar. This re- 
markable Auction was held for Herbert W. Schleuder, 
305 N. Main St., Austin, Minn. Established 1856. Re- 


tiring from business. Sale from June 5th to 19th. Please 


write him. 
We Are Always Busy 


During the past few months, have held successful sales 
in Quincy, Ill., Savannah, Ga., Athens, Alabama, Nevada, 
Missouri. Now selling for M. Jaffe & Co., Birmingham, 
Ala. , 


Our Reputation Is Not Based on Self Opinion 


If we cannot furnish the largest number of references of 
sales made in more important cities, covering a wider 
territory, higher aggregate in receipts, for more leading 
dealers then we do not want your sale. 


We Have Conducted Auctions 


For the U. S. Government, Collectors, Banks, Trustees, 
Courts and over 500 American and Canadian Jewelers. 


We Guarantee Results 


Come and see you without expense or obligation. We sell your goods 


BRIGGS & REID 


Correspondence Confidential 


- ph gaa 1201 Stock Exchange Bldg. CHICAGO, ILL. nce ae oe 


Main 1961 
Write or wire—Don’t Delay 
“ema 
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O. S. Reed, formerly with the Thomas 
Long Co., has started in business for him- 
self in Auburndale. 

James S. Blake has returned from three 
weeks’ tour to Oregon where he attended 
the annual convention of the Shriners. 

J. T. Tudor, formerly with Frank Place, 
a Hanover St. jeweler, has opened a store 
at 21 P. O. Arcade, Bridgeport, Conn. He 
was in Boston last week purchasing stock. 

Harry B. Hershon has established a 
manufacturing jewelry house at 5 Brom- 
field St. which is separate and distinct 
from Hershon Bros., in the same building. 
He is making a specialty of fine jewelry 
work. 

Edmund W. Kirby, | manufacturing 
jeweler, announces that he has engaged M. 
J. Cotter as traveling salesman to repre- 
sent him in the New England territory. 
This is Mr. Cotter’s initial experience in 
the jewelry business, but he has many 
friends in this line of trade through whom 
he hopes to make ready connections. 

The spacious building, 376 Washington, 
St., the upper stories of which are occupied 
by Jason Weiler & Son, diamond im- 
porters and jewelers, has been purchased 
by the Raymond Syndicate. For 40 years 
or more this building was the home of 
Kettell & Blake and is one of the land- 
marks in the jewelry trade. As the lease 
does not expire for five or six years, how- 
ever, the Jason. Weiler concern will not 
have to vacate until then. Meantime this 
house has acquired considerable floor space 
at 681 Washington St., for the mail order 
department, which will be conducted in 
conjunction with the department at the 
present location. 

Two men asked a messenger boy carry- 
ing a bag of silver for the Shreve, Crump 
& Low Co., to do an errand for them June 
28 while they held the treasure. The boy 
obliged them but when he came back the 
men had gone with the bag. The boy 
was at the Park St. subway and stopped 
to rest when the two men came up to him 
remarking that he had a heavy load. He 
answered that the silver made it heavy. 
Then one of them asked if he would like 
to make 75 cents by running an errand 
across the street. “We'll hold the bag for 
you,” the man promised. In the bag was 
a collection of silver which had been re- 
paired. by the Shreve Crump & Low Co. 
The value is put at $506. 











Lancaster, Pa. 





George M Bailey, Uniontown, was a re- 
cent visitor to Lancastef. 

Percy L. Appel, of W. W. Appel & Son, 
visited Philadelphia last week on business. 

The J. F. Apple Co. made the 50 medals 
awarded at the recent meet of the American 
Legion at Elizabethtown. 

Charles H. Reisner, of the H. S. Meiskey 
Co.’s traveling sales force, has started on 
a three months’ trip over southern terri- 
tory. 

John B. Roth last week furnished three 
beautiful gold and enamel Scottish Rite 
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Past officers’ jewels to a Harrisburg body 
last week. 

C. L. Jones, Scranton, Pa.; W. B. Smith, 
Atlanta, Ga., and W. J. Watson, Philadel- 
phia, have entered the Bowman Technical 
School as students in watchmaking. 

Miss Abbie Hoover, of the clerical force 
of Ezra F. Bowman’s Sons, attended the 
jewelers’ convention at Harrisburg as the 
guest of the chairman of the entertainment 
committee, Jeweler E. G. Hoover, of Har- 
risburg. 

At a meeting held June 24 by the local 
organization of the International Jewelry 
Workers of America. H. L. Eichelberger, 
of the American Federation of Labor, ad- 
dressed the members, employes of the Ham- 
ilton Watch Co. He laid stress on the 
need for increasing the membership. An- 
other meeting will be held to boost the 
membership. 

Lamberton Lodge, Free and Accepted 
Masons, celebrated its fiftieth anniversary 
on June 23, and the only two. surviving 
charter members were presented with 50- 
year jewels, made by Bailey, Banks & Bid- 
dle, of Philadelphia. The recipients were 
J. Fred Sener, president of the Northern 
Trust Co., and B. Frank Saylor, a retired 
photographer. 

W. W. Appel, of W. W. Appel & Son, 
was re-elected a vice-president of the Penn- 
sylvania State Retail Jewelers’ Association 
at the convention at Harrisburg on June 
29-30. John J. and Charles E. Bowman, 
of the Bowman Technical School, also at- 
tended the convention, and the former read 
a paper on “The Scarcity of Watchmakers.” 

The business people of Lancaster are now 
facing divided measures for trading. All 
but one of the department stores and many 
smaller stores began the experiment on 
July 3 of closing at 6 o’clock Saturday 
evening instead of at 9 p. M., while 44 
stores, including all the jewelry stores, have 
decided to continue doing business until 9 
p. M. It will prove an unfortunate mix- 
up for shoppers. Those who have deter- 
mined to keep open do so because much 
of the day’s trade is in the evening. 
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G. K. Webster is enjoying a stay at his 
Summer home in New Hampshire. 

All of the factories closed down last 
Saturday noon until Tuesday morning in 
observance of the Fourth of July. 

Charles Peckham, of J. H. Peckham 
& Sons, has purchased the residence of 
William Swift, an engraver. Mr. Swift 
will leave soon for California for his 
health. 

Maurice Katz, of the Robinson Bros. Co., 
Plainville, is negotiating with a firm em- 
ploying 300 hands which desires to move 
into the large factory building owned by 
him in Plainville. 

One local manufacturing jeweler has 
consented to subscribe to stock for the 
erection of a hotel building to replace the 
Emerson House, which was destroyed by 
fire several years ago and which has not 
yet been replaced. 

George Cheever, 


Louis Freeman and 
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Frank L. Baker, three well-known manu- 
facturing jewelers, have been appointed as 
a committee by the finance committee of 
the town to consider the feasibility of tak- 
ing over the Barrows homestead for town 
offices. The Barrows heirs have - gener-, 
ously consented that the town use the 
building for this purpose if so desired. 
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George Laffoon, of the Kansas City 
Clock & Silverware Co., and Miss Bessie 
Wall were united in marriage Saturday, 
June 26, , 

M. L. Woods, Newton, Kans., visited 
his parent near Olathe, Kans., on his 
way home from the A. O. A. convention 
in St. Louis. 

Lee Page, for the past four years with 
Stanley M. Strain, Brookfield, Mo., is 
now with I. N. Hershfield, engraver, in 
the Evans building. 

Mr. Holton and Harry Ayling, of 
Brownwood, Tex., stopped over on 
their way east. They are going to Am- 
sterdam and other European markets. 

H. W. Faragher, formerly a jeweler 
and optician at Sabetha, Kans., is now in 
Toronto, Ont. He has recovered his. 
health and expects to be back in Kansas 
in about six weeks. 

George Baer, of the Spencer-Dryden 
Drug Co., Lee’s Summit, Mo., who has 
been with the company 18 years, will 
give up his position Aug. 1 and will lo- 
cate somewhere in the east. 

Mr. and Mrs. J. M. Scott have gone 
to Long Beach, Cal., for an indefinite 
stay and may decide to remain there. 
Mr. Scott has been connected with the 
jewelry jobbing business here for the 
past twenty years. 

The Taub Jewelry Co. is going out of 
business for three months, as the build- 
ing in which the concern is located is 
to be razed to make way for a new struc- 
ture. The company has leased two 
stories on the corner of the building to 
be put up. 

George L. Reynolds, with the Camp- 
bell Jewelry Co., has acquired a half 
interest in the Campbell company’s 
branch in Argentine, Kans., formerly the 
Rambo Jewelry Co. Mr. Reynolds wilf 
reside in Argentine as soon as he can 
find a suitable residence. 

Mr. and Mrs. H. P.- Hall and son were 
in Kansas City recently after spending 
the Winter in Long Beach, Cal. Mr. Half 
has disposed of his holdings in Carthage, 
Mo., where he was located many years 
and expects to engage in the jewelry 
business in Long Beach, where he has 
purchased a home. 

Charles Lavine, brother-in-law of John 
Mednikow, who frequently assisted in 
the latter’s store, has gone to St. Louis 
to take a two years’ course in St. Louis 
University and expects to qualify as am 
expert accountant. Mr. Lavine has lately 
been released from the hospital where 
he went after his discharge from the 
army, having been gassed while in. 
service. 
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Chicago Notes. 





Frank McKee, of Fisher & McKee, Dan- 
ville, Ill, was a business visitor in this city 
last week... 

Hugh King, of the H. E. King Sales Co., 
returned last Friday from a business trip 
to Missouri. 

Bob Bowles, Chicago manager for 
Oneida Community, Ltd. returned last 
week from a business trip to the factory. 

Geo. E. Fahys, president of Joseph Fahys 
& Co, and the Alvin Mfg. Co., made a 
brief visit to the Chicago office last week 
enroute to Alaska. 

Manning, Bowman & Co. have moved 
their Chicago business from the Kesner 
building to 216 N. Michigan Ave., where 
they have larger and much better quarters. 

Ralph Wanamaker, watch buyer for the 
J. C. Herkner Jewelry Co., Grand Rapids, 
Mich., was in Chicago last week motoring 
to Wisconsin for a vacation. 

Charles Thompson, manager for the C. A. 
Sauer Jewelry Co., Aberdeen, S. D., was 
in Chicago on business for the company last 
week. 

C. E. Roy, of the Buchard-Longden-Geier 
Co., after a week in Chicago, returned to 
his Summer cottage at Lake Chelec, Wis- 
consin, last Friday. 

Roy D. Walker, formerly with the Irvin 
& Beard Co., St. Paul, was here last week 
on his way to Los Angeles, where he is 
associated with Sisco & Sons. 

Howard Curtis Rowbotham, accompanied 
by his wife and son, have returned from an 
extended pleasure trip through the west. 
The earthquake at Los Angeles did not 
worry him. 

Samuel Hornstein, of Bley & Hornstein, 
and members of his family, received in- 
juries in an automobile smash-up one day 
last week. Fortunately, none of them was 
seriously hurt. 

Fred Stang, George Wiedbusch, C. F. 
Billings and Harry Beach, traveling sales- 
men for L. H. Schaefer & Co., have fin- 
ished their trips for this season and re- 
turned to Chicago for vacations. 

H. E. Snyder, of Fairfield, Ia., is expected 
in Chicago next week to contest in the golf 
tournament of the C. J. A. Mr. Snyder has 
met and defeated all the good golf players 
in his section and seeks new worlds to con- 
quer. 

Emil Fues, in the office of the Juergens & 
Andersen Co., was married last Saturday 
and left for a few weeks in Wisconsin. Mr. 


Fues is the son of Herman Fues, who has 
been with the Juergens & Andersen Co. for 
more than 30 years. 

Fred Blauer, of the Fred Blauer Mfg. Co., 
1653 N. Halsted St., has returned from a 
business trip to New York. This company 
has recently taken over another floor ot the 
building and now occupy two entire floors 
in manufacturing rings. 

Briggs & Reid have returned to Chi- 
cago after making a successful close out 
sale for H. W. Schleuder, Austin, Minn. 
This was one of the largest stores as well 
as the oldest in the State. The business 
was established in 1856. 

H. K. Fites, Winamac, Ind., was one of 
the buyers calling on the wholesale trade 
last week. Among others visiting the trade 
were A. S. Kirby, Ottumwa, Ia.; D. D. 
Williams, Emporia, Kans.; W. H. Chap- 
man, Benton Harbor, Mich. 

Wm. Barker, special representative of the 
R. Wallace & Sons Mfg. Co., Chicago of- 
ce, is spending a few weeks on the Pacific 
Coast on pleasure. A. W. Wallace is en- 
joying a rest in Washington, D. C, and 
C. M. Porter is visiting his old home in 
West Virginia. 

Milton L. Sandfelder, of the D. F. Briggs 
Co., was quietly married at the home of his 
brothers here on Thursday of last week to 
Edith Heller. They immediately left for a 
trip of several weeks, direction and destina- 
tion unknown, but his many friends will be 
waiting for him when he returns to this 
city. 

At a meeting of the 24-Karat Club of 
Chicago on Wednesday of last week, called 
to consider the new tax imposed by the city 
council, a strong protest was made against 
the license tax. Just what action will be 
taken was not decided, but all felt it was 
not just to impose such a tax without giv- 
ing jewelers a chance to be heard as to 
the conditions. 

Capt. John T. Montgomery, of M. A. 
Mead & Co., late of the 55th Engineer 
Corps, has been elected secretary of the 
Chicago division of the American Society 
of Military Engineers. This organization 
was formed under the direction of the En- 
gineering Corps of the U. S. Army, and 
membership is limited to engineers who 
have or do serve in the army. 

A third dividend of 10 per cent. has just 
been declared in the case of the Shea 
Jewelry Co. Two previous dividends of 10 
per cent. have been paid, one 60 days ago 
and the other only 30 days ago. The pay- 
ment of substantial dividends in three suc- 


cessive months by a firm working its way 
out of financial embarrassment is consid- 
ered remarkable. The dividends were all 
paid through the office of Attorney Louis 
Goldman, who represents the creditors. Mr. 
Goldman said that the firm would pay cred- 
itors a hundred cents on all claims, barring 
unforeseen happenings. 


The office of the Chicago Jewelers’ Asso- 
ciation has mailed notice of the conditions 
of the golf tournaments and the date and 
place of the first game. A great deal of 
interest is being manifested this year and a 
large number are expected to contest for 
the different trophies. The first event will 
be played on the course of the Edgewater 
Golf Club. Members of the party will meet 
at the Chicago Athletic Club on Tuesday, 
July 13, at 11.30 a. M., and go by autos to 
the club, where lunch will be served. Play 
is expected to start promptly at 1.30, and 
all foursomes must be arranged before that 
hour. After the game, dinner will be served 
at the club and everyone afforded an op- 
portunity to explain why his score was not 
better. Two other games will be played 
and the time and place announced later. 
The various events and rules governing 
same have been announced by the golf com- 
mittee. 


“The fire of Bolshevism: is now only 
smoldering in our country. Help to put it 
out before the flames burst forth.” Such 
is the heading of a letter sent to members 
of the Chicago Jewelers’ Association last 
week. The letter reads as follows: “The 
members who attended the noonday lunch- 
eon and meeting of the Chicago Jewelers’ 
Association recently had an opportunity of 
hearing from Mr. Hibbard and Mr. Folds, 
of the ‘United Americans’ State of IIli- 
nois, who gave them an outline of the plans 
of that organization for educational work 
and Americanism, which takes the shape of 
contact with the racial groups of all kinds. 
They told of a speakers’ bureau reaching 
meetings of every description and of simple 
printed propaganda explaining and endors- 
ing the fundamental principals of true 
Americanism. A work of this kind requires 
funds to carry on properly and effectively, 
although strict economy is being observed, 
the officers and directors receiving no re- 
muneration for their services. We, there- 
fore, earnestly appeal to each and every 
member of our association to help this 
worthy cause by contributing as liberally as 
they feel they can.” The letter is signed 
by the. members of a committee headed by 
Robert Slade, Jr. 
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J. J. Gaffner, St. Jacobs, Ill., motored 
to St. Louis last week on a business trip. 

Charles Breuning, of H. H. Kaesser, 
is on his vacation, which he is spending 
in Quincy, Il. 

Harold Levinson, of W. F. Kemper 
Supply Co., is out in Denver, Col., on a 
two weeks’ vacation. 

The Hendler Loan & Jewelry Co. has 
moved from 804 N. Grand Ave., to 206 
N. 8th St., opposite the 8th St. entrance 
to the Arcade building. 

H. W. Kellerman, secretary of the 
Hoyt Jewelry Co. who recently pur- 
chased a home in Webster, St. Louis 
County, a suburban town near St. Louis, 
moved out this week. 

Visiting jewelers during the past week 
have been W. W. Largent, Portageville, 
Mo.; A. Blanton, Paris, Mo.; H. C. Arm- 
strong, Carlinville, Ill; Mr. and Mrs. 
Leon Arnold, Texarkana, Ark. 

At the next meeting of the Watch- 
makers of America Association, which 
will be held on July 14, there will be 
the election of officers and a lecture on 
“Clock Escapements,” given by George 
H. Richards. 

The manufacturing jewelers in St. 
Louis have all agreed to close their 
places of business on Friday afternoon 
and keep them closed until Tuesday 
morning, thus giving their employes 
three days’ holiday. 

The W. F. Kemper Supply Co. has 
recently added an extra room in order to 
take care of the increased business. This 
company has been working at night for 
some time, in order to take care of the 
increased business coming in by mail. 

John Lott, of Lott Bros., manufactur- 
ing jewelers, has recently sold his Web- 
ster, a St. Louis suburb, home in which 
he has been living and has purchased a 
home in the southern section of St. 
Louis, into which he moved a few days 
ago. 

Frank Hovel, the Kansas City repre- 
sentative of Erber-Crompton Mfg. Co., 
is in the city fixing up his line of goods 
and replenishing his stock preparatory to 
starting out on his territory about July 
15. He motored down from Kansas City, 
accompanied by his wife and daughter. 
J. H. Crompton, of the concern, will 
start out on his territory, southern IIli- 
nois, about the middle of July. 

The Jno. Bolland Jewelry Co., which 
some time ago purchased the Merrick- 
Aehle-Hutchinson Jewelry Co., at 10th 
and Locust Sts., but has been occupying 
their old place of business on Locust 
St., between Broadway and 6th St., be- 
cause their lease on the old stand did 
not expire until August, has moved to 
their new store. Meanwhile the new 
place of business has been remodeled 
and enlarged and the company is ready 
to take care of its friends and patrons 
with a greatly increased stock of mer- 
chandise. 

Harry Andrews, 27 years old, accord- 
ing to the police a “gentleman crook,” 
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with six aliases, and wanted in many 
cities on charges of stealing diamonds, 
arrived in St. Louis Wednesday night 
in company of Detective Sergeant Wil- 
son, from Bellingham, Wash., to answer 
an indictment of the April grand jury, 
charging theft of diamonds valued at 
$4,600 from the Frederick W. Drosten 
Jewelry Co. on Feb. 28. Bertillon rec- 
ords show, according to the police, that 
Andrews has served two terms in the 
penitentiary, has been arrested in many 
cities for larceny and is known through- 
out the country as a well dressed “pen- 
nyweighter.” The diamonds were missed 
at the Drosten store on Feb. 29, and 
after being shown photographs by the 
police, Edward Bernmueller, the clerk 
who waited upon the man, and a little 
girl who was in the store, identified one 
as a picture of the man who took the 
stones. The grand jury indicted the 
original of the photograph for grand 
larceny and the police awaited some 
word of his apprehension. 
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Clarence Loeb left Monday, June 28, on 
his first trip following a recent operation. 

Ed. S. Mass, of Cohn, Hahn & Newscedt, 
after being under the doctor’s care for three 
weeks, is now rapidly recovering. 

Maurice Phillips, of Richter & Phillips, 
recently took all the girls in the office on an 
automobile trip to Ft. Ancient, Ohio. 

Recent visitors in the city included J. W. 
Shock, Liberty, Ind.; W. H. Woodson, 
Pineville, Ky.; I. N. Biddle, Lawrencebury, 
Ind., and Ed. H. Kahn, Danville, Ky. 

- H. P. Barnet, one of the representatives 
of Sig Strauss & Co., who was married in 
Boston recently, is now on a business trip 
through the east accompanied by his bride. 

The popularity of Herbert Schwab is at- 
tested by the number of letters and tele- 
grams containing congratulations which 
have been received at the office of A. G. 
Schwab & Sons since his marriage at the 
Losantiville Club, Monday, June 14. 

C. E. Richter has received word that Ed. 
H. Kahn, Danville, Ky., retailer, has been 
appointed a member of Governor Morrow’s 
staff, and preparations are being made to 
welcome the newly created Kentucky 
colonel when next he comes to Cincinnati. 

Cincinnati relatives of Mr. and Mrs. 
James J. Morgan, who was Miss May 
Duhme, daughter of the late Louis Duhme, 
Cincinnati jeweler, have been notified that 
their son, James, 8, died suddenly at their 
home, Mountain Lake, N. Y., following an 
operation. 

Local jewelers are interested in the search 
being made by the Ohio Humane Society 
for Frank Willis, whose father, John Wiilis, 
formerly was in the jewelry business here. 
Willis was married last November in Buf- 
falo and moved to Chicago. Leaving home 
to go to work May 15 he disappeared and 
left his wife practically without funds. 

Cincinnati friends of James ©. Holland, 
son of John Holland, of the John Hol- 
land Gold Pen Co., were surprised to learn 
of his secret marriage last February to 
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Miss Madonna Isabel Seton, sister of Mr 
and Mrs. John C. Gannan, of San Fran. 
cisco, which was announced June 19 in 
New York, where Mr. Holland is making 
his home. Mrs. Holland was known in the 
theatrical profession as Donna Seymour 
and owned several productions, including 
“Mr. Blue Beard,” in which she played the 
part “Fatima.” She also produced “The 
Matinee Girl” and “The Hall Room Boys” 








Omaha. 





Harry Martin, Lyons, called on the 
local wholesalers during the week. 

A. Schlosser and Mrs. Schlosser, of 
Dodge, Nebr., were in the city recently, 

Herman Heitzman, of West Point, 
Nebr., called on the local jobbers during 
the week. 

Charles Albright, of David City, Nebr,, 
was a visitor at the wholesale houses 
during the week. 

J. W. Wohlenhauer, of the E. N, 
Hewer Co., Norfolk, Nebr., was in the 
city during the week. 

J. P. Byrne, of the Byrne-Duff Jewelry 
Co., returned after spending a month in 
the east visiting the manufacturing 
centers. 

Ed. Fanske, Pierce, Nebr., was in 
Omaha during the week. Mr. Fanske 
is a past president of the Nebraska 
Jewelers’ Association. 

E. C. Carothers, Broken Bow, Nebr, 
has moved into larger quarters, which he 
is completely remodeling and equipping 
with entirely new fixtures. 

Arthur Shepard will represent the A. 
F, Smith Co. on Mr. Clay’s old territory, 
northeastern Nebraska, southern South 
Dakota and northwestern Iowa. 

Carl Jensen was in Omaha ordering 
some goods for the new jewelry store 
he is opening at Elkhorn, Ia. He has 
purchased a building for his new store 
at Elkhorn. 

W. H. Reeves, Onawa City, Ia, 
brought Mrs. Reeves to Omaha recently, 
where she underwent an operation at a 
local hospital. Mrs. Reeves is reported 
doing nicely. 

Fred Marhoff, who was formerly with 
the A. F. Smith Co. in Omaha, but more 
recently in New Orleans, has taken a 
position with Otto Young & Co., Chi- 
cago, as watch buyer. 

O. C. Larsen, Neola, Ia., was in to 
order some goods a few days ago. M. J. 
Klevjord, Persia, Ia., Grover Spangler, 
Fremont, Nebr., and John Douglas, Ona- 
wa, la. also visited the jobbers here 
this week. 

Frank R. Pelant, who for 12 years has 
been in the jewelry business at Ponca, 
Nebr., has sold his business to the Rob- 
inson Jewelry Co., and will move to 
Twin Falls, Idaho. Mr. Pelant goes to 
Idaho for his health. 

W. M. de Camp, for the past 15 years 
with Henry Copley, Omaha, has resigned 
his position and will leave early in July 
for southern Texas, where he will take 
an active part in the development of 4 
new oil field which he and his associates 
are successfully opening up. 
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J. D. Bennett, San Rafael, has been in 


to 


wn. 
Earle Bothwell, San Jose, was a recent 
visitor to the trade here. 

Leo Aurich, of Nordman & Aurich, has 
been for two weeks in the Yosemite Valley. 

William Davidson, wholesale diamond 
merchant of 704 Market St., will leave next 
Monday for the east, to visit the market. 

J. E. Lewis, 150 Post St., is back from 
his vacation in the mountains. He will 
leave next week for a business trip to the 
north. . ; , 
J. H. Spiro, now in the east, is sending 
in a line of new goods which is exciting 
great enthusiasm at his offices, 704 Mar- 
‘ket St. 

Otto J. Boss, Los Angeles manager for 
A. I. Hall & Son, has returned to his labors 
after two weeks spent in visiting friends 
and business associates here, 

George E. Bangle, formerly in the 
jewelry business in Vallejo and 
known here, has been visiting his friends 
en route to Los Angeles, by automobile. 

Gordon Otto has returned from a visit 
to the eastern factories. He will establish 
himself as manufacturers’ agent probably 
at 140 Geary: St., on the floor with the 
H. W. Tuckey & Co. 

A. Feldenheimer, of Feldenheimer & 
Jacoby, diamond merchants of New York 
city, is now in San Francisco for the first 
time since he became interested in the firm 
of which he is a member. 

Carl Domes, representative of the Seat- 
tle branch of A. I. Hall & Son, is now 
visiting the home office here, accompanied 
by his wife. They intend to spend the rest 
of their vacation in San Francisco. 

A meeting of the Watch Committee of 
the Wholesale Jewelers’ Association was 
held June 22 in the rooms of the National 
Jewelers Board of Trade, 150 Post St. 
The subject discussed was the watch-case 
situation. 

Alex. Feldenheimer has been calling on 
his San Francisco friends, en route for the 
south. Before establishing himself in New 
York he was with the California Jewelry 
Co. here and has a number of friends in 
the firm. 

The Ladies’ Rest Room, being inaugu- 
rated by A. I. Hall & Son for their girl 
employes, is expected to be formally 
thrown open, with appropriate ceremonies 
within a week. There will be a grand 
reception to all the employes of the house. 

Howard Haley has severed his connec- 
tion with A. I. Hall & Son, and Benjamin 
Cassiday is coming from the Portland 
office to take his place. Al. C. Boss, 
brother of the Los Angeles manager, will 
fill the position in the Portland office va- 
cated: by Mr. Cassiday. 

G. W. Hill, Lodi, Cal., one of the pioneer 
jewelers of his city, was in San Francisco 
a few days ago to meet his brother, for- 
merly a jeweler of Florida, whom he had 
not seen for 35 years. In spite of the time 
that had elapsed since they last met, the 
brothers immediately recognized each 
other, 

Max F. Noack, the Santa Rosa jeweler, 


well . 
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has returned from a visit to his old home 
at Watertown, Wis., where he was warmly 
welcomed by his friends. According to 
statements made on returning, the warmth 
of his welcome could not make him en- 
tirely forget the warmth of the climate. 
He is glad he lives in Santa Rosa, and 
wishes he could import his old-time friends 
there, 

The Hallson Herald, edited by and for 
the empleyes of A. I. Hall & Son, is circu- 
lated both in the San Francisco and out- 
side offices where its distribution each 
Wednesday is very anxiously awaited. 
The editor is Miss H. L. Brown and the 
many items of interest pertaining to the 
doings of members of the staff have made 
the Herald quite an institution. For events 
of special interest, the paper is illustrated 
with photographs. The special departments 
include a joke column and a suggestion de- 
partment. 

The Albert S. Samuels Co., 895 Market 
St., has discovered a novel way of using 
display advertising space and also inducing 
the general public to scan the ads. In the 
display advertising the concern announced 
recently that it would advertise for lost 
articles of jewelry. It was stated that the 
“Lost and Found” columns would be used 
for this purpose. One instance shows how 
much attention has been attracted by the 
novel plan. A woman of means, lost a 
valuable diamond platinum pin.~.Jt was 
found by a woman who looked throtigh the 
“Lost and Found,” and saw that the’ Sam- 
uels company advertised for lost jewelry 
free of charge. She took the pin to the 
store which advertised the discovery of 
the article. When the owner came for- 
ward, great care was exercised in proving 
ownership. She was required to draw a 
design of her pin and was then taken to 
Shreve’s, whose name was on the orna- 
ment. That firm happened to have a pic- 
ture of the pin on hle and identified the 
owner. 








Pacific Coast Notes. 





The American Jewelry Co., Bakersfield, 
Cal., is holding a closing-out sale which 
will run through August. 

Albert Whitley, who was formerly with 
the jewelry department of Dr. Mills’ Store 
at Sedro-Woolley, Wash., has opened a 
store of his own. 

Dewey D. Day has purchased the jewelry 
department of the Sedro-Woolley Music 
Store. He intends to make it, one of the 
finest establishments of the kind in the 
State. Mr. Day was for 10 years with the 
Day Jewelry Co., Tacoma. 

J. A. Kjellberg has leased the location 
formerly occupied by A. E. Runsten, Es- 
calon, Cal. The lease is for a term of 
years and the citizens of Escalon thus feel 
that they are assured of a permanent 
jewelry establishment. . Till his new quar- 
ters are ready, Mr. Kjellberg has secured 
quarters. in the real estate office ,of Dr. 
Franklin. 

A. L. Fullmer had to wait for four 
months to secure a satisfactory location for 
his jewelry store at Buhl, Idaho. He had 
been in Preston, but wished to start busi- 
ness in the newer portion of the State. He 
rented a temporary location in the Mounce 
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building, Buhl, and hurried back to pack 
his goods at Preston. Having sold his 
lease, he hurried back and finally secured 
the location he desired. Meanwhile he has 
been doing well with repair work in his 
temporary location. 








Evansville, Ind. 





T. C. -Bayse, Rockport, Ind., was a busi- 
néss visitor in Evansville a few days ago, 

Chris Hewig, traveling salesman for A, 
Bitterman & Son, 204-206 Main St., started 
on a road trip a few days ago that will 
keep him away from home for several 
months. He is anticipating an unusually 
heavy trade this Fall. 

Operations on the new Elk pearl button 
factory at Grayville, Ill, on the Wabash 
River a few miles west of this city, were 
started on Monday, June 28. All the ma- 
chinery was installed in the plant during 
the past week. The new plant has 34 saws 
and more will be added as they are needed. 
The company employs 34 men and several 
girls, Several experienced button cutters 
have moved to Grayville to work in the 
factory. 

W. J. Bretz,, Huntingburg, Ind., is now. 
settled in his new business quarters, the 
rooms formerly occupied by the First Na- 
tional Bank at the corner of Main and 
4th Sts. Mr. Bretz has fitted up the large 
windows in the building, so that it is pos-. 
sible to display his goods to the best ad- 
vantage. The interior has been equipped 
with entirely new fixtures and his estab- 
lishment now is as good as new. Mr. 
Bretz says he now has one of the best and 
largest retail jewelry stores in southern. 
Indiana outside of Evansville. 








Atlanta, Ga. 





J. J. Strange, Douglasville, Ga., was in 
this city last week supplying a few needs, 
for his store. 

G. T. McCurdy, 71 S. Pryor St. has. 
returned from a short vacation spent at 
Borden Wheeler Springs, Ala. 

Jno. H. Sacre, for many years with 
Wm. Schweigert & Co., Augusta, Ga., 
but late with W. E. Sikes, of same city, 
is in Atlanta on a two weeks’ vacation 
and visit to relatives. 

H. J. H. Begg, of Wells & Begg, Al- 
bany, Ga., was here last week en route. 
to New York, where he will meet Mrs. ° 
Begg, who will arrive on the Olympic’ 
from Southampton this ‘week. : 

S. P. Tilley, Clearwater, Fla., suffered” 
the loss last week of about $10,000 worth 
of loose diamonds from his store at that’ 
place. Both Mr. Tilley and the police 
of St. Petersburg, who are aiding in the 
search, are baffled at. the mystery sur- 
rounding the disappearance of the jewels. 
A few bracelets and La Vallieres were 
also taken by the thieves. 








In the report of the convention of the 
New York State Retail Jewelers’ Asso- 
ciation published in last week’s issue ‘of 
THE JEWELERS’ CIRCULAR, an error occurred 
in referring to the address of Samuel 
Swartchild of Swartchild & Co., Chicago. 
He spoke on the topic, “The Bench.” 
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WATCH GLASSES 





TESTED ano PROVED to ce tHe BEST 


WE CARRY A COMPLETE STOCK OF THESE GLASSES. 
SEND YOUR ORDERS TO US, THE LARGEST AND MOST 


Compe_Lete Material House in THE SOUTH. 
OUR CORNER, DAYLIGHT STORE, 30 X 150 FT., ENABLES 
US TO EXECUTE THEM PROMPTLY 


J.H. MEDNIKOW & CO. 


155 MADISON AVE., MEMPHIS, TENN. 
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REPORT OF SECRETARY BALD. 

Another year has passed. We are as- 
sembled in convention to hear reports and 
to discuss and solve the many business prob- 
fems that confront us. We have just passed 
through the most prosperous year in the 
history of the jewelry business, and while 
the pessimists in our trade wonder what 
the future has in store for us, the more 
optimistic see nothing but prosperity ahead. 
The so-called drive at high prices and the 
great reduction sales leave many jewelers 
panic stricken, and the retail jeweler who 
is profiteering will be hurt by this present 
movement and he deserves to be. But 
those who are not profiteering will at most 
suffer only slight inconvenience, until the 
public understands just what the situation 
is and there is little chance that the prin- 
cipal trade in the Fall and holiday seasons 
will be affected seriously thereby. There 
are many more buyers of jewelry in the 
United States today than there ever have 
been. The last three or four years has in- 
troduced the lines of our merchants to mil- 
lions of people who never before entered 
jewelry stores, except for the purpose of 
having articles repaired. These people 
will remain potential buyers for years, for 
the habit of purchasing “gifts that last” 
which give constant pleasure and have a 
value that remains for all time, once con- 
tracted, will not be easily broken. 

The retail jeweler who buys right and 
sells without profiteering will find himself 
in a much better position than the mer- 
chants in other lines. He will also be in 
the position to show the public that in the 
era of increased prices which we have just 
gone through, the jewelry lines have not 
been subjected to anything like the pro- 
portion of profits which has been made in 
the lines of necessities. 


It is the time for us jewelers to keep cool, 
to educate our customers and above all to 
emphasize the position which we should 
hold in our communities as experts and 
professional men as distinguished from 
those who are simply purveyors of mer- 
chandise at a profit. 

But the constant need for co-operation is 
great and our State and National Associa- 
tions must be on the alert. Only recently 
we were confronted with the introduction 
in Congress of the McFadden Gold Bill 
which, if enacted, would place a tax of ap- 
proximately 50 per cent on all gold used 
in the manufacture of our wares, but for 
the ever watchfulness of our Jewelers’ 
Vigilance Committee, of which Harry C. 
Larter is chairman, and the appearance of 
this committee before the Ways and Means 
Committee at Washington, no action was 
taken at the last session of Congress, but 
undoubtedly this will be brought up agatn 
in the Fall, and you must be prepared to 
aid us in wiring or writing your representa- 
tive in Congress your objection, if the oc- 
casion should require it. Other important 
questions that have had our earnest con- 


sideration are the so-called “Luxury Tax,” 
“The Excess Profits Tax,” and the numer- 
ous other taxes affecting the jeweler. The 
recently organized Business Men’s Nation- 
al Tax Committee of which Meyer D. 
Rothschild ‘is chairman, comprising not 
only the jewelry interests, but all lines of 
businesses affected by these taxes, is striv- 
ing to bring about the enactment of a law 
which would place instead of these war 
taxes, a 1 per cent tax on gross sales or 
turnovers, and a graduated income tax on 
personal incomes. This would yield our 
Government a greater revenue, and relieve 
the so-called “Luxury Industries” of the 
heavy tax which they are now obliged to 
pay. Suitable resolutions have been 
adopted by this committee and copies have 
been sent the President of the United 
States, the Secretary of the Treasury, the 
members of Congress and to the constitu- 
ent members of the Chamber of Com- 
merce; and we hope some definite action 
will be taken along these lines. I trust 
suitable resolutions will be adopted at this 
convention approving the action of these two 
committees who are laboring untiringly in 
our behalf. 

Two recent laws were passed ‘in this 
State of great importance to us—one reg- 
ulating the marketing of articles of mer- 
chandise made of platinum, and which is 
only the beginning of a law, which we soon 
hope to have regulating the stamping of 
all classes of jewelry; and the other the 
Arbitration Law which gives various lines 
of business the power to appoint com- 
mittees to act as arbitrators in many ques- 
tions which are often taken to courts at 
a great cost. Our “Jewelers’ Board of 
Trade” has already appointed such a com; 
mittee, including retailers, whose duties it 
shall be to settle, if possible, differences be- 
tween retailers, manufacturers, jobbers, 
and importers. F. C. Backus, secretary of 
the board will explain in detail the advan- 
tages of the many features of this law 
at our session Tuesday A. M. 


Your secretary has endeavored to keep 
you informed at all times on matters that 
may be of importance to you and I do 
hope you give my letters at least the “once 
over” before they finally find their resting 
place in many a waste basket. Letters have 
been sent to you urging the organization 
of local clubs where there have been none, 
and encouraging the getting together of 
such local associations as we now have— 
suggesting the discontinuing of free engrav- 
ing. You have received style cards show- 
ing various designs. Also cards issued 


by the National Association “We Charge - 


for All Engraving.” The minimum repair 
price list suggested by National Associa- 
tion has been sent to you, and I trust is 
being used. Note what an Auburn jeweler 
wrote me: “Enclosed please find my check 
for $10.00 toward expenses of the New 
York State Retail Jewelers’ Association. 
T will not call this my ’dues,’ for I would 
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be ashamed to do so, as I consider my dues 
to this body a great deal more. The repair 
price list you sent me is alone worth from 
$2.00 to $5.00 a day. I made the price of 
last year’s dues the first day I received 
this booklet.” 

At the Saratoga convention we voted 
$200.00 toward the expenses of the dele- 
gates to the National Convention at Chi- 
cago and our Association was represented 
at the convention by President Gustav A. 
Frisch, Harry N. Clark, Past President B. 
T. Ash, Charles E. Sunderlin, and E. H. 
Hufnagel. You have all read the reports 
of that convention; how New York State 
had 327 paid members for 1919, and for 
six years in succession, the largest paid 
membership in the National Association. 

At this convention, our former president, 
E. H. Hufnagel was elected second vice- 
president, and next year our delegates will 
attend the convention with the firm de- 
termination of having him elected presi- 
dent, and bring to our State for the sec- 
ond time the head of this great national 
body. 

During the year, one new local associa- 
tion was organized, that of the Elmira As- 
sociation, and great credit is due Mr. Rout- 
ledge who first of all secured the applica- 
tion of every jeweler in Elmira (who were 
not then members of our association), af- 
terwards called a meeting and adopted a 
local engraving and repair price list. We 
have other towns who recently recruited to 
war strength—Geneva, for instance, Mr. 
Small sending in the applications of the 
remaining two jewelers who were not mem- 
bers—one being the mayor of the town. 

Two meetings of our Executive Com- 
mittee were held during the year, both at 
this hotel, one in February and the other 
this past Sunday evening. 

At the February meeting, invitations for 
the 1920 convention were presented, and 
Syracuse was finally chosen and the general 
program arranged. The question of the 
shortage of watchmakers was freely dis- 
cussed by the members present, and a 
committee was appointed to investigate the 
conditions at the various horological 
schools and in what capacity our associa- 
tion could assist, and to report at this con- 
vention. C. C. Ward was appointed chair- 
man of the committee. Your secretary 
presented at this meeting letters from the 
various silverware manufacturers who had 
been communicated with, suggesting the 
advisability of their printing a uniform 
retail price list of the various patterns 
manufactured by them. The opinions of 
these manufacturers were so varied, and tt 
was resolved that our association should in- 
vestigate the advisability of printing our 
own lists and inviting the manufacturers 
to co-operate in any way they saw fit. 
Charles H. Howe was appointed chairman 
and we will have his report at this con- 
vention. ; 

As you are aware, our good friend Col- 
onel Shephard and Mrs. Shephard . cele- 
brated their golden wedding anniversary 
last Fall, and our State contributed $50.00 
toward the purse of gold presented him; 
and letters of congratulations from your 
president and. secretary accompanied this 
gift. 





(Continued on page 149,) 
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OU' will be interested in the new shapes and 
designs we are showing for this buying 
season. This beautiful new fruit comport 

is made up in optic glass with attractive, gradual 
twist stem. 


Make it a point to see them at our works in 


Toledo, or 130 West 42nd St,, New York City. 


The Libbey Glass Mfg. Co. 
Toledo, Ohio 













































































































That this department shall pruve mutually bene- 
ficial to our readers, it is desirable that the mem- 
bers of the trade generally communicate with Tue 
Jeweters’ Circular regarding any advantageous 
device or plan which they are utilizing in con- 
nection with their business. 




















Points on Salesmanship 





Address Delivered LBefcre the Recent Convention of the Ontario Jewelers’ Association, at Toronto, June 22, hy Charles T. Evans; 
Former President, American National Retail Jewelers’ Association. 














GALESMANSHIF has been defined in a 
number of ways by leading exponents 
of the art, so I shall not attempt to add an- 
other definition, but will immediately take 
up the subject as it pertains to the jewelry 
trade. 

' First, until the retail dealer has sold to a 
consumer an article from his stock, there 
has not been a real sale, for up to that time 
it was occupying a place in his stock, and 
the manufacturer or wholesaler could not 
sell him another article to take its place 
until the retailer, himself, had disposed of 
it. It is a realization of this fact that has 
brought about consumer advertising, deal- 
: er’s helps, window displays and so on to 
assist the retail dealer in passing ‘long to 
the ultimate consumer the goods which he 
has in stock. In turn, he again buys, sells 
and repeats the operation as long as he is 
in business. For a long period this condi- 
tion did not obtain. The manufacturer or 
wholesaler did not interest himself in the 
retailer's problem and considered his part 
in the scheme of business to be to make 
or job the goods, and that after the re- 
tailer had them, it was his problem as to 
how to get rid of them. 

Second, we will all agree that all sales 
must be mutually satisfactory; the dealer 
has received the cash value of his article, 
and at the same time the customer has 
secured the equivalent of his money in mer- 
chandise which he desires. Each has parted 
with what he desired less, for that which 
he wished for more. 

Third, I am sure that today we all con- 
sider our selling idea as one which con- 
cerns a “proposition” rather than one par- 
ticular article. Let me illustrate. When a 
customer enters your store, if you are a 
live jeweler, your desire is first of all, and 
most of all, to create a favorable impres- 
sion on him as to the desirability of the 
merchandise you sell; confidence in the 
statements made as to quality, style, dura- 
bility and price. All this in a general way. 


ba 





Then we will go further and try and de- 
velop the idea’ why jewelry and kindred 
articles make the most satisfactory gift. 
If it is a wedding present, and the article in 





mind is sterling silverware, we can bring 
forward the arguments of its lasting quali- 
ties, in addition to any other regarding its 
beauty and utility; we can point out that 
it can grace the table when the silver and 
golden wedding anriversaries are cele- 
brated. In short, we can bring forward in 
the customer’s mind the idea that if he 
wishes his present to go with the couple 
through the joys and sorrows of their 
wedded life, that his selection can be made 
at the jewelers to better advantage than 
elsewhere. 

Another thing. Let us bear in mind that 
our competition comes from other lines 
than our own. That when a customer talks 
about looking around, it does not mean at 
another jeweler’s. Your competitors are 
the stores that sell linens, pictures, musical 
instruments, furniture and so on. For this 
reason one should urge the lasting quali- 
ties of his merchandise or rather of the 
line in which he is engaged, instead of try- 
ing to convey the idea that one store is the 
only safe place of its kind in which to 
trade. As we all know, there is a feeling 
existing among jewelers today wherein we 
regard one another as colleagues rather 
than competitors. In consequence, we find 
the jewelry trade today on a much higher 
plane than it was ten years ago. 

It has been stated on various occasions 
that selling customers what they ask for is 
not salesmanship at all, and the reader is 
urged to use his powers of suggestion to 
induce the customer to buy something or 
other about which he has not thought be- 
fore entering the store. Now, this may be 
good business, but I question the desira- 
bility of laying down this precept as a safe 
one for young salesmen to follow. I be- 
lieve thoroughly in the value of mission- 
ary work to be done, through our adver- 
tising; through our show windows; 
through our interior displays, and by word 
of mouth. There is no question but that 
many times we let a customer depart with- 
out making all the purchases at our store, 
for which he was in the market. For that 
reason, it is well to always have something 
in mind to which one can call a customer’s 


attention; some special display or sale in 
some part of the store. But having indi- 
cated our willingness to serve him further, 
great care must be exercised that we do 
not forfeit the good opinion of our busi- 
ness and its methods, which he has indi- 
cated by entering our store. We have all 
had the experience of meeting the too per- 
sistent salesman, and it is doubtful whether 
it is a trade winner. On the other hand, 
carelessness, inattention and lack of cour- 
tesy often make possible the departure of 
a customer before all of his business has 
been transacted. Establishing a feeling in 
the customer’s mind that you are interested 
in his purchase from his standpoint, will go 
a long way towards obtaining his confi- 
dence. At certain seasons of the year, such 
as Christmastime, or the wedding seasons 
it is possible to solicit further considera- 
tion of your merchandise without danger 
of offending the customer. 

Success, as a salesman, comes from in- 
telligent, honest effort. Know your own 
goods thoroughly. Do not be embarrassed 
by meeting customers who are more fa- 
miliar with your line than you are your- 
self. Ask questions of those from whom 
you procure your stock; read your trade 
papers and other business literature regu- 
larly; read the fashion magazines so that 
you will know what jewelry will best sup- 
ply your customer’s needs according to the 
prevailing styles. To be a good salesman 
requires that one should have faith in one- 
self, his ability, his concern, its policy and 
its goods. In waiting on a customer keep 
in mind, always, that you are building for 
the future. Do not be impatient about the 
time it takes a customer to decide, and do 
not figure the time wasted spent with cus- 
tomers who do not buy. When a customer 
opens your store door, he or she has paid 
you a compliment and has indicated a 
favorable opinion of the store and its busi- 
ness methods. If you can obtain the cus- 
tomers’ confidence to the point that they 
will permit you to assist them in their se- 
lection, use your best judgment in finding 
articles which will serve their purpose and 
yet keep within the range of price which 
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Waltham Colonial A 


Extremely thin at no _ sacrifice of accuracy 


Maximus Movement 21 jewels 
Riverside movement 19 jewels 


$200 to $325 or more 


depending upon the case 


HE bearings of a watch are 
jewels because a precious 
stone is the hardest known 

substance for use in this im- 
portant function. The harder the 
material and the smoother its 
polish the less resultant friction. 


The chief problem confronting the 
old-time watchmaker when he first 
conceived the idea of using precious 
stones was a correct method to secure 
properly the jewels in the plates of 
the watch. 


To do this, he cut a seat in the watch 
plate, then with a sharp tool forced 
the metal over the edge of the jewel. 
So important was the necessity of 
securing the jewels rigidly in relation 
to their bearings (with the pivot hole 
exactly in the center and the jewel in 
perfect alignment with the plate and 
pivot so that the jewels could be re- 
moved easily for cleaning or repairing 
when injured) the Waltham Watch 
Company, after years of painstaking 
development, created a_ scientific 
method of jewel setting which made 
it easy for the jewels to be so re- 
moved and reset without affecting in 
any way the original time-keeping 
quality of the watch. 


The Waltham Scientific Method of Mounting Jewel 
Bearings that is so Important in Your Watch 


This scientific Waltham Method se- 
cures the jewel in a separate brass or 
gold setting. This setting is cut toa 
diameter to fit perfectly its aperture 
in the plate, then pressed to its cor- 
rect position in relation to the pivots 
(or axle) completing the jeweled 
bearing. 


The special tools invented by Wal- 
tham so expand the jewel setting in 
its aperture that it becomes rigidly 
located. This eliminates the method 
of using holding-screws and greatly 
simplifies the work of the watch re- 
pairer whenever it is necessary to 
replace a jewel bearing. 


The Waltham Scientific Method of 
mounting jewel bearings is a distinc- 
tive and better way of securing the 
jewels in the setting, and also of the 
setting in the plate. It provides the 
easiest and safest way for the repairer 
to handle your watch. It protects the 
original time-keeping quality of the 
watch. It reduces up-keep and in- 
sures a continuous satisfaction be- 
cause of dependable  time-keeping 
service. 


This is one more reason, in addi- 
tion to many others of like value, why 
your watch selection should be a 
Waltham. 


This story is continued in a beautiful booklet in which you will find a liberal watch 


education. Sent free upon request. 


Waltham Watch Company, Waltham, Mass. 


WALTHAM 


THE WORLD'S WATCH OVER TIME 
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they have suggested as the amount they are 
willing to expend in the present purchase, 
Each customer, whose confidence you have 
won and kept, will come back to you with 
more or less frequency which will increase 
as the years pass and they learn to depend 
more and more upon your good intentions 
and advice. 

One customer for whom I bespeak espe- 
cial care is the one who is hard to please. 
We all have that sort coming into our 
stores from time to time, and the tendency, 
oftentimes, is to make possible a hasty de- 
parture, but therein lies one of the greatest 
mistakes in business. The customer who 
is easy to wait upon, who buys easily and 
quickly, is well and favorably known in all 
the stores of the city, and is absolutely 
sure of a welcome wherever she goes. Not 
so, however, the “grouch.” Salesmen side 
step them whenever possible, and the one 
who waits on them is usually some new 
or unacquainted salesman, who oftentimes 
surprises his fellows by the size of the 
sale made. Let me impress upon you that 
these “hard to please” customers do buy, 
sometimes, and many of them are good 
customers if you can once establish a feel- 
ing of confidence in your treatment of 
them. Courtesy is one of the most inex- 
pensive things in life and can be used un- 
sparingly, and as pointed out, the one who 
responds most quickly to it is the one who 
gets the least of it. 

In waiting on customers, be positive in 
your statements; never negative. Be your- 
self. Be natural. Write out selling talks 
about the different articles in the store and 
learn these arguments. Then learn some- 
thing about famous diamonds; where dia- 
monds are found; their cutting, etc.; about 
period furniture and silver; about the his- 
tory of watches, and so on, so that your sales 
talk will be a story of human interest 
rather than a scientific conglomeration of 
size and weights of diamonds; and the 
character of the watch movement and the 
number of its jewels and adjustments. 
Some of the best watch salesmen I have 
known sold watches without opening the 
case to the works at all. They talked about 
the watch in an interesting manner, and in 
terms understood by the customer who 
wanted a pocket timepiece, pleasing to the 
eye, and which would also tell him, with 
reasonable accuracy, the time of day. 


These selling talks can be passed around 
among your salesmen ‘for their instruction, 
and the privilege of adding other arguments 
which tend to convince the prospective pur- 
chaser. 

In your store, have it clearly understood 
as to the particular, watch or silverware 
pattern which each will show first and 
recommend. Many customers come in sev- 
eral times, and have different ones serve 
them. Their confidence is shaken, or at 
least their determination as to the particu- 
lar article to select, whereas if each had 
talked along the same lines each would 
have added strength to his predecessors’ 
selling talk, 

A salesman must have knowledge, judg- 
ment and enthusiasm. He must know his 
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goods; must use care in advising selection, 
and he must also be able to enthuse over 
the article he has shown so many times, or 
he will never carry his customer through 
the various stages leading up to the actual 
purchase. Where the customer is selecting 
a gift he will depend to a great extent upon 
your advice and your knowledge and judg- 
ment are going to make that advice abso- 
lutely safe for him to accept. 

Perhaps it is unnecessary today to advise 
salesmen to avoid being “smart” in their 
dealings with customers. Bear in mind, 
always that your customer does not know 
as much about your business as you do, and 
that in the natural course of events, he will 
occasionally ask a question which is ri- 
diculous. In answering such questions, be 
very careful to be explicit without convey- 
ing the idea that you think your questioner 
is a simpleton. To my mind, disposing of 
merchandise is: not so much a question 
of selling as it is to get the customer to 
permit you to assist him in selecting the 
right article for the occasion. 


Advertising to be of the trade winning 
sort must always consider the proposition 
from the customer’s standpoint, and that is 
equally true in the sale made by word of 
mouth. In handling a customer try to 
establish in his mind the fact chat you are 
there to serve him; to co-operate with him 
in the selection of the proper gift for the 
particular occasion. Then, if you know 
your merchandise thoroughly; who makes 
it; how well it is made; its quality; at- 
tractiveness, style, durability and desira- 
bility, the price will take care of itself. Do 
not misunderstand me. I do not mean to 
convey the idea that you can by proper sell- 
ing methods sell a customer a more expen- 
sive article than he wants to buy. In fact, 
I do not consider that good business, unless 
a few extra dollars mean just that much 
more satisfaction. 

Do not rely on “talk” of an indefinite 
character to carry you through. Explain 
the reason for differences in price. Such 
statements as “we need the money” do not 
appeal to the thinking person and are an 
admission of incompetence. Salesmen 
should study their goods; make compari- 
sons of value, and know the reasons for 
differences in price. 

A sympathetic understanding of your 
customer and his present problem as indi- 
cated by his visit to your store will develop 
an interest which is genuine, and if you are 
sincere in selling the proposition of your 
store as a desirable place for trading, you 
will always be doing missionary work to 
acquaint the public with your story; its 
policy; its merchandise; its service. 

Sincerity and enthusiasm will beget per- 
scnal magnetism, and it is that which dis- 
tinguishes one store from another carrying 
the same general line of merchandise. 
When you study the history of successful 
enterprises you will generally find that each 
such business is the reflection of some man 
who has put his very soul into the work 
of developing that business. You will 
usually find the general atmosphere of such 
a store to signify service of a high char- 
acter. In closing let me speak for a mo- 
ment. on the honor of our calling as 
jewelers. No other line of business stands 
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as high as ours. We have an intimate re- 
lation with our customers through all the 
hapyy days of their life from childhood to 
old age. The gifts which are kept and 
prized throughout life are usually those 
from the jewelers. We meet people gen- 
erally when they are in a happy frame of 
mind, and seldom do we have a look at the 
unfortunate side of life in our business 
dealings. Our goods, if not sold today, are 
good a year hence. There is no such thing 
as dead stock in the strict meaning of the 
term. In short, to my mind, the jewelry 
business is the ideal one, and we should 
make the most of our opportunities to 
scatter sunshine as we go along life’s high- 
way. 

Again let me urge you to read your trade 
papers, all of them. Read them thoroughly. 
Never mind if the arguments brought for- 
ward are not new to you. - It is certainly 
very pleasing to read what some writer 
considers good business methods and find 
that he agrees with you absolutely. On the 
other hand, one will have matters brought 


.to mind which, while known to him, and 


buried somewhere in the recesses of his 
brain, have been temporarily forgotten. 
Read the business magazines of other 
trades, which in any way pertain to your 
store. You'll pick up many a valuable piece 
of information which will assist in the de- 
velopment of your business. 

Be active in the affairs of your Chamber 
of Commerce. Not only do you owe it to 
your city and yourself to do this, but, in 
return for the time and effort expended, 
you will make the acquaintance of many 
fine business men, all interested in the bet- 
terment of the city, and through that ac- 
quaintance and good will you will receive 
ten fold for every minute you have freely 
and conscientiously given to assist in mat- 
ters of civic importance. 

Attend the trade conventions as often as 
you can do so. It has been my privilege to 
attend a good many of them, and let me 
emphasize the fact that it does not require 
several hundred men to make a good con- 
vention. Ten or twelve thoroughly inter- 
ested in the elevation of the standard of a 
business; men of ordinary intelligence, but 
whose brains are active, make a sufficient 
number to hold a trade convention. Some- 
times in a small convention discussions be- 
come more intimate and are more produc- 
tive of genuine results than the larger ones 
where discussions of necessity must be of a 
more general character. 

It has been a great privilege to be with 
you today, and your courtesy in inviting 
me to attend your convention is greatly 
appreciated. 





Get into Action 





HAYE you ever made a systematic can- 

vass as to just how you might increase 
your business right now? If not, do so! 
And then see if you cannot put one or more 
of these ways into actual execution at once. 
Do not get too many irons in the fire, but 
attend closely to planting the right seed 
and to cultivating the right kind of a crop. 
You cannot expect an abundant harvest 
unless you do. 
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HAW KES 


Hawkes Crystal Glass 
Hawkes Crystal brings into your: store the. kind ————— 


























































of people who are the best prospects for your Cut Glass 
finest jewelry and watches. Engraved Glass 
Rock Crystal 
en : i . Glass 
n awkes gives you quality service as eaten Miand 
well as quality merchandise. Your orders for - amon Gone 
Hawkes Crystal will be shipped the same day —— -“ 
they reach us. Decorated 
Enameled Glass 
Where else can you find such a satisfactory = 
system ? Cigarette Boxes 
F st pn 
- graved and 
Send today for the catalog of Hawkes Crystal—the Gell Meenmal 
line of long profits. Colored Glass 
Old English and 
* T. G. HAWKES & COMPANY “ih Cle 
Clermont Pattern Parfait CORNING, N. Y. Odd Matchings 
Glass, No. 2199. Satin En- ‘ ‘ 
graved, 6 Inches High. Pacific Coast Offices: 140 Geary St., San Francisco, Cal. Inventors and Paten- 
tees of Hawkes Fa- 
mous French Dressing 



















5 Mixing Bottle. 
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E manufacture ONLY TABLE LAMPS. 

Hence we are specialists in this line, and it 

stands to reason that our prices are right and our 
product is superlative. 








Just the Line for Jewelers 








No. 9104. Write for particulars. A post card will do it. 


Attractive Boudoir Lamp. 


The B&K Manufacturing Company 


NEW HAVEN, CONN. 


New York Office & Sales Room: Chicago Office & — Room: San oe °° Office foe Room: 
Represente y epresente: y 
Sth Floor, Grand Central Palace Bldg. J. A. Jacobsen, 17 N. Wabash Ave.. Schiff-Pike-Schiff, 717 Market St. 
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See 
Be Loyal 











‘ indie f 
ee FF eon is oe 

S religious phraseology has to a great 
A extent lost its hold upon the people 
of today, it is necessary to re-state eternal 
truth in modern language. Looking 
round for some practical rule of con- 
duct to guide people in every sphere of 
life, it would be hard to find two words 
into which more ethical principle is com- 

“ ” 

pressed than these: Be loyal. The 
spirit of loyalty is the greatest thing in 
the world, for it is the unifying force 
back of all organizations of human be- 
ings, from the smallest to the greatest, 
and leads right up to the throne of God. 

It implies that the individual has a 
freedom of his own, he is no slave driven 
by the taskmaster’s whip, and yet vol- 
untarily and completely he devotes him- 
self to a cause higher than himself, 
though it may include himself. 

Loyalty to Family 

As an individual he finds himself a 
member of a family. Let him be loyal 
to the highest welfare of his family, 
himself included. Let there be no ignor- 
ing of the feelings, or belittling of the 
value of any of those with whom he is 
bound in the bundle of family life. What 
domestic conflicts would be avoided, 
what heartrending tragedies would be 
saved, if this trumpet note would only 
ring out clear and strong in every home: 
Be loyal. 

Loyalty to the Company 

As an individual he finds himself a 
member of a great business concern, 
whether it be in the capacity of investor, 
manager or workman. It may be true 
that there are faults in the present in- 
dustrial system which need to be set 
right, and he should use his influence in 
every legitimate way in this direction, 
but this is no reason why he should 
throw the monkey-wrench into the ma- 
chinery and dislocate the whole works. 
There can be no truly successful indus- 
try without a spirit of mutual loyalty 
between all those bound together in a 
common work. This is why it is so 
necessary to extend the principle of co- 
operation and partnership so as to deepen 
the sense of responsibility for the ren- 
dering of faithful and efficient work. 
Above the din of machinery should be 
heard the voice of conscience: Be loyal. 


Loyalty to the Community 
As an individual he finds himself a 
member of a community. A city it may 
be. A world in itself. This community 
needs to be well governed for the good 
of all. There are hundreds of branches 


"of service which are not for the benefit 


of any one individual in particular, but 
for the common welfare. If he likes he 
can pick his way through the various 
windings of civic life bent only on 
reaching his own selfish goal; but would 
this be worthy of a true citizen? Let: him 
rather keep before him a vision of .a 
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better city yet to be, as he follows this 
leading light: Be loyal. 


Loyalty to the Nation 

As an individual he finds himself'a mem- 
ber of a nation. Men of various races 
may be gathered into this nation of ours, 
but in this vast country a process of weld- 
ing together is going on. We have now a 
nistory behind us, a link with the past, 
and we have before us a future bright with 
untold possibilities. If he likes he can 
answer as one did before the military tribu- 
nal when asked if he did not think he owed 
a duty to his country: “No, I work hard 
enough for my living;” but would this 
answer be worthy of his manhood? What- 
ever be the personal cost, let him devote 
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Display That Appealed to the Sehool 
Graduates 





VERY attractive show window display 
was made a short time ago by S. Joseph 

& Sons, Des Moines, Ia. The display appealed 
particularly to school graduates and showed 
a number of suitable gifts including rings, 
necklaces, photo frames, vases, etc. Season- 
able flowers were placed in the vases which 
enhanced the beauty of the exhibit. Timely 
little gifts which would look well on mi- 
lady’s boudoir dresser were also displayed. 
This business was opened in 1871 and 
grew from a small establishment to one of 
rather generous size. The present store is 
about 50 feet deep and 44 feet wide. The 





GRADUATION DISPLAY BY S. JOSEPH & SONS, DES MOINES, IA. 


himself to a cause greater than himself 
and in the spirit of patriotism obey the call: 
Be loyal. 


Loyalty to Mankind 


As an individual he finds himself a mem- 
ber of the Universal Brotherhood of Man- 
kind, with God as the Spiritual Father of 
all. He sees, therefore, that each nation 
is not an independent unit to live for itself 
alone, a false nationalism, but a ministering 
member of a Society of Nations. He sees 
that the spirit of ethical love which shows 
itself in mutual service, the very spirit 
which Christ exhibited upon the Cross 
when He sacrificed Himself for the good 
of others, is the fundamental basis of the 
moral universe, the great reality before 
which everything else fades into insignifi- 
cance. 

And now, looking back over the long 
trail he has followed, he makes the great 
discovery that loyalty to the family, the 
company, the community, the nation, the 
world of mankind, is nothing less than 
this: Loyalty to God. 








Customer—“You say this hair restorer is 
very good, do you?” 

Druggist—“Yes, sir; I know a man who 
took the cork out of a bottle of this stuff 
with his teeth and he had a moustache next 
day.” 


location is excellent at 4th and Walnut Sts. 
Large windows are finished in solid ma- 
hogany. The displays are changed-at least 
once a week and seasonable merchandise is 
always displayed. The 4th St. side is occu- 
pied by watchmakers. 

The concern specializes in diamonds, 
watches, silverware and a general line of 
jewelry. An optical department is also con- 
ducted. Newspaper advertising is used fre- 
quently and reinforced by circular letters 
and booklets which are distributed about 
four times a year. The firm conducts 
branch stores in Waterloo, Ia., and Spring- 
field, Mo., both of which are very attractive. 








A lady advertised for a man to work in 
her garden, and two men applied for the 
job. While she was interviewing them on 
the lawn she noticed that her mother on 
the piazza was making signs for her to 
choose the shorter of the two men, which 
she finally did. When the ladies were 
alone, the daughter said: 

“Why did you signal me to choose the 
shorter man, mother? The other one had 
a much better face.” 

“Face!” returned the old lady. “When 
you are picking out a man to work in your 
garden you want to go by his overalls. If 
they’re patched on the knees, you want 
him; but if they’re patched on the seat you - 
don’t.” 
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7 Eastj37th Street 





Ostrich 
Feather Fans 


Paris is showing fans more ex- 
tensively now than ever before. 

Our collection of new fan models 
for, Fall is the largest and most com- 
plete ever assembled. 

No extra charge made for dyeing 
special colors. 

Our new catalogue now ready. 


Established Since 1882 








Corrmentas may 308 


New York City 
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AUTOMATIC PROFITS 


from the new and improved 


AUTosHAR 


PENCI 



















Sales are automatic when Points 
the complete assortment of 

AUTO-SHARP Pencils is of 

sold from special Sales _ 
Display Case. Superiority 
And our liberal dis- Fr ‘ ; 
counts give you a larg- 1 egg ast 
er profit on this finest manship. 


of all “Thin- Lead” 


Magazine Pencils. Inset Ball Pocket 


2 clip, insuring safety 
of Pencil and Cloth- 
ing. 


3 Correctly balanced 
for easy, quick writ- 
ing. 

(No top-heavy Or- 
nament.) 


ea lead capac- 

ity—requiring refill- 
ing only one-half as 
often as other pen- 
cils. 


5 Simplified Refill —it 
is done in a “‘jiffy.” 


Guarantee of com- 
plete satisfaction. 


7 Always sharp — al- 


ways pointed — al- 
ways ready. 


Retail Prices 
$1.50 to $25 each 


The Auto-Sharp Pencil has proven so popu- 
lar that we are unable to supply the full 
demand. But a small number of additional 
orders may still be filled in order of receipt. 


New Diamond Point 
Pen Company 


Manufacturers of “Diamond Point” Pens and 
“Auto-Sharp” Pencils 


137 Lafayette St. 
New York City 
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Testing Store Clerk’s Efficiency 





FFICIENCY | tests in selling were 
made recently, by W. E. Donahue, in 
behalf of C. D. Peacock, Inc., Chicago. 
Into the big store at the corner of State 
and Adams Sts., he sent reporters, men 
and women, from the Tribune staff, dis- 
guised as all sorts of people. One day it 
was a woman who wanted something but 
didn’t know what; the next day, a man, 
who knew what he wanted but thought the 
prices outrageous ; the next day a young 
plug-ugly, wearing an army shirt and smok- 
ing a cigarette, with particular instruc- 
tions to “get the goat” of the salesman. 
All-of them took careful notes of the man- 
ner in which they were handled by the 
Peacock salesman, and in one manner or 
another got the name of the salesman who 
waited upon them. They then made their 
reports to Mr. Donahue at his office, and 
when he came to his address to Peacock’s 
Employes’ Club at the Hotel La Salle, 
he was able to call out the salesmen by 
name, tell where they were strong and 
where they were lacking, and opened their 
eyes to a few valuable pointers. 

“In these days of careless, indifferent, 
and ignorant salesmen and saleswomen,” 
said Mr. Donahue, “it is refreshing to en- 
counter a bunch of salesmen as near to 
100% in efficiency as the Peacock men. 
You will believe that they are efficient 
when I tell you that one of the fake cus- 
tomers became so genuinely interested in 
an article at which he pretended to be 
looking that he is going back and make a 
real purchase of the article. This young 
man, who is a graduate of Notre Dame 
and one of the rising stars of the Tribune 
staff, treated the salesman rudely, tried to 
ruffle his personal dignity, and pretended 
to believe that the salesman did not know 
what he was talking about. Yet this sales- 
man guided his interest so cleverly that 
he actually sold him. 


“I took great interest in the tests at 
Peacock’s. I feel that I am as much a 
member of the Peacock sales force as any 
of you. I am paid to get the customers 
into your store, which is accomplished 
through your company’s advertising in my 
paper. Naturally, after having gotten 
them into the store, I wish to see them buy 
well and go away satisfied that they have 
received their full money’s worth in goods, 
and also in attention and service. Today 
we find too many salesmen, or rather al- 
leged salesmen, who do not know their 
stock. When a customer asks them some- 
thing about a piece of jewelry which they 
cannot answer, they must either say that 
they do not know, or boldly lie, depend- 
ing upon the customer’s deeper ignorance 
to make the lie stick. Now, in either 
case, the salesman is obtaining the custo- 
mer’s money under false pretenses, and he 
ought to be in prison. I have some re- 
spect for a highwayman who shoves a 
gun under my nose and demands my 
Money. |He is taking a chance on his life 
and liberty, but the ignorant, lying, eva- 
sive salesman is taking no chance, and he 
is the meaner crook of the two. 
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Three-Minute 
Selling Talks 


Written Expressly for 
The Jewelers’ Circular 


























Convincing Display and Copy 

N the lookout for new window trim- 

mings ideas, an eastern jeweler ran 
across a cartoon in a house organ published 
by one of the firms in his home town. The 
cartoon, or sketch, pictured a waste basket 
full of hour glasses and towards which 
other hour-glasses were making their way. 
Underneath was this caption: “Whatever 
You Throw in the Waste Basket—Don’t 
Throw Your Hours There!” Believing 
this subject capable of making an effective 
window trim he got permission to “bring 
it to life’—and did! His store, which was 
a small one, did not possess a very large 
main window. Consequently this display 
worked out nicely, although it can be elabo- 
rated to fit any window no matter how 
wide it may be. In the center of the win- 
dow he placed a wicker waste-basket which 
apparently was overflowing with hour- 
glasses, the effect being easily gained by 
inserting a shelf in the basket, near the 
top, on which a dozen hour glasses were 
placed. Then on each side of the so ar- 
ranged waste-basket he placed a series of 
specimen watches and clocks. Leaning 
against the front part of the waste-basket 
was this sign, in small letters (the sign 
only measured eight inches wide and five 
inches high) : 





HATEVER YOU THROW IN_ THE 
WASTE BASKET—DON’T THROW 
YOUR HOURS THERE! 


TIME IS THE MOST VALUABLE AS- 


HE ASTE BASKET IN _ MISSED 
TRAINS, MISSED APPOINTMENTS 
AND THER “MISSES” DUE 


TO 
YOUR WATCH OR CLOCK BEING A 
TRIFLE OFF-TIME. 


OUR _ CLOCKS AND WATCHES ARE 
GUARANTEED AGAINST THIS SORT 
OF THING AND OUR REPAIR_SER- 
VICE CAN ALSO ADD THAT GUAR- 
ANTEE TO YOUR PRESENT TIME- 











Genuine or Sales Interest 

6¢ J WILL take it” are the magical words 

every sales person likes to hear. The 
utterance of these words on the part of the 
customer generally implies a close of a 
sale and quite frequently the cessation of 
interest on part of the salesman or sales- 
lady. The slowing up of interest at this 
point is frequently brought about in a sub- 
conscious manner and not done with any 
intent. The ambitious sales person, how- 
ever, should avoid getting into this habit. 
To cease attention and service at the mo- 
ment the article is purchased represents 
but “sales interest.” To follow the cus- 
tomer with every courtesy and attention 
until she or he withdraws from the store 
or from the counter, is “genuine interest” 
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and this is the form of interest all am- 
bitious and progressive salesmen and sales- 
ladies should follow. If you are endeavor- 
ing to build up the greatest volume of sales 
for your department or your store, practice 
“genuine sales interest.” When a customer 
pronounces the magical words and pro- 
duces the necessary money, do not lower 
your interest in any inward or outward 
manner, Continue to serve the customer 
with every bit of attention possible. Fol- 
low the wrapping of the bundle with keen 
attention so as to affect a punctual de- 
livery. Make sure the proper change is 
made with dispatch. Inquire of the cus- 
tomer if there is anything further desired. 
Thank the customer for the business given 
and do not attempt to force further sales 
but diplomatically direct the customer to 
any other counter or department he or she 
may evidence interest in. Do not appear 
too anxious to withdraw your attention 
immediately after the transaction is closed. 
In this way you will win not only the 
friendship of those with whom you deal 
but also their good will which is one of the 
greatest assets on behalf of a store or de- 
partment looking for continued and sub- 
stantial growth. 





Says Tricky Salesman Should Be 
Fired 


Erte, Pa., June 30, 1920. 
Editor JEWELERS’ CIRCULAR, 
Dear Sir: 

I read with much interest the question 
“What Do You Think” relative to the 
salesman who took advantage of the cus- 
tomer’s failure to understand what was in 
his, the salesman’s mind, when the deal 
was closed, 

I think this man is a very poor sales- 
man and a very bad advertisement for his 
concern. He should not be retained by 
his house for, in a very short time, his 
firm will be branded by jewelers as high- 
handed. Even if the deal were closed 
through the ignorance of the customer, 
the house will eventually suffer. No con- 
cern should take advantage of the igno- 
rance of any customer. Had I been that 
salesman I would have been perfectly 
frank with the customer and would have 
profited by it in the end. 

Tricks of this kind deserve the con- 
demnation and contempt which they al- 
ways get. 





Very truly yours, 
CoNSTANT READER. 





Swindle-Sheet Moving Picture 





Scene: Small hotel northern Minnesota. 
Worried salesman at writing desk. Before 
him a small pile of money and a sheet 
containing a column of figures. He adds 
and frowns. Counts money and frowns 
again. Thinks hard. Frowns_ harder. 
Frown disappears. Smiles. Leans back in 
chair. Holds left hand out in front of him 
and says “Giddap, hoss, giddap!” Holds 
attitude a minute. Then “Whoa, hoss!” 
Adds to column of figures “Livery, $6."— 
Larbee. 








W. J. Briggs, jeweler at Burlington, 
Kans., has sold out to Chas. E. Wattles. 
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— 
MR. JEWELER—How many times have you said: If I could only get something good to 
RESTRING PEARLS on? Your answer is try 


“ROSILK” 


TRADE MARK 
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152 strands of fine silk made into a silk cord gives “Rosilk” its strength, smoothness 
and fineness. The perfect cord for stringing pearls, etc. 


MAIL COUPON FOR FREE SAMPLE 


Send Sample of “Rosilk” 


Louis Frank Rosenberg Ae ana eee 
44 Empire St. Providence, R, L. City yrceecscesceeeeeeee nee eeeeeeeeeeeens 








QUALITY COUNTS - 


TRADE _.CO./ MARK 
wF ANTE 

pRR 

a KARAT 


This Trade-Mark Stands for Quality 


We are constantly adding new designs to our already 
extensive line 
OUR 12 SIZE CUP CASE IS NOW READY 


Inquire of Your Jobber 


DIEL WATCH CASE COMPANY 
309-311 GRAND STREET NEW YORK 

























Gmerson atch Cases 


20-Year Gold Filled Quality, All Made with 
Solid Gold Bow and Catch 934 and 1014 Ligne 
Above cases also made in 14K Gold 
These cases are symbolic of the Highest Grade Workmanship and Quality 
LOOK FOR THE 
Gilsey 
TRABE MARK 


JOBBERS AND IMPORTERS EXCLUSIVELY 
Immediate Delivery. Send for Samples. 


Gmerson Gatch Case Company 


Office and Salesroom: 47-49 Maiden Lane, New York Factory: 481 Washington St., Newark, N. J. \ 
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Making Advertising Pay 





Written Expressly for The Jewelers’ Circular 


























HEN a jeweler starts in to advertise 
W he may know little or nothing about 
how to do it, but he must go ahead just 
the same. A man who starts in the busi- 
ness cannot wait to advertise after he has 
taken a correspondence course in publicity. 
He cannot wait until he can afford the serv- 
ices of a professional ad writer. He needs 
the business and he must go after it right 
away, learning more about advertising as 
he goes along. ; 

The trouble is not that the jeweler has to 
begin to advertise without knowing how; 
it is with his keeping on without trying to 
learn how. The mistake is not in being 
ignorant at first ; it is in remaining ignorant 
except for what knowledge is picked up in 
experience. You may learn much. by ex- 
perience, but you can learn much more if 
you will study. 

Every jeweler ought all the time to be 
studying advertising, so as to be able to 
make it produce results for him. You don’t 
learn the best ways of doing’ things by 
jumping right in and doing them any o! 
way you can, paying no attention to learn- 
ing how they ought to be done. Learning 
by trying means making a lot of expensive 
mistakes. To avoid mistakes and to get 
your advertising going right in the least 
possible time, begin the study of advertis- 
ing just as soon as you begin to advertise, 
or, better yet, begin to study before you get 
to the point where you have a business to 
advertise. 

Learn about type, about the different 
kinds and sizes of letters, about borders 
and which one will make your advertise- 
ment stand out most conspicuously, about 
headlines and how to make them attract 
attention, about the kind of display that 
will be easiest to read, while saying the 
most in the least possible space. 

I don’t expect the jeweler to become a 
professional advertising man and there is 
a great deal you need not learn, but if your 
advertising is to pay you need to know 
how to handle it properly; you need to 
know what good advertising is. 

You ought to get some book that takes 
up simple advertising for retailers and 
gives in detail the rudiments of the sub- 
ject and that tells about the proper use of 
type. “Making Type Work” (Sherbow) is 
worth your study, and so is “Retail Adver- 
tising” (Byxbee Pub. Co.). Keep some 
such volume handy and study it at odd 
times. If you want to make your adver- 
tising pay, invest a dollar or two in such 
literature. You will find much of it as in- 
teresting as, and much more useful than, 
afternoon “Extras” filled with second-hand 
news and literary slush. 

Watch the newspapers for good advertise- 
ments, and when you see one that appeals 
to you, clip it and save it and use the idea 
m your own advertising. Read all the 


good advertisements you find, especially 
those along your own line, and study every- 
thing you find in the jeweler’s journals 
about advertising. Go to the public library 
and get books on the subject. You ought 
to go at the study of advertising just as 
you would go at the study of horology or 
optometrics or salesmanship. 

If you hope some day to be able to hire 
your advertisements written by a profes- 
sional, you need to work hard yourself at 
the study in order to hasten the day when 
you will be able to hire the work done, aud 
in. order to be able to check up the work 
when somebody else does it for you. 

The successful jewelers you know who 
are doing good advertising, did not begin 
as big and successful advertisers. They 
began with perhaps less knowledge of the 
work than you have. Every success has a 
beginning in inexperience. 


The Way You Say It 

You can give an advertisement a cheap 
look by flashy, sensational display methods 
and type that screams “Bargains!” and you 
may be sure that when you create a cheap 
impression;: you influence readers to be- 
lieve that yours is a cheap store, a store 
where cheap grades of goods predominate. 

Your advertising represents you with tiie 
people who are not personally familiar with 
your store. People who never met you 
personally, who have never been inside of 
your store, will form a definite opinion of 
you and of your methods from your ad- 
vertising. You can create a favorable opir- 
ion if you advertise well, and you can 
create something quite the reverse if vou 
advertise badly or carelessly. You can 
make your advertising stand for quality and 
high-class service, or you can make it create 
an impression that will be quite the reverse. 

Exaggeration of your statements about 
your lines will create distrust in the read- 
er’s mind. He will look with suspicion 
upon the jeweler who usese too many super- 
latives in his advertising, who claims that 
every watch he advertises is the best, that 
every pearl necklace is the most beautiful, 
that every article is the greatest value ever 
offered at the price. The people learn to 
discount the statements of the jeweler who 
always claims so much that it is plain he 
is claiming too much. 


Simple statements of the actual facts, put 
in language that every reader can under- 
stand, with an avoidance of “dictionary” 
language and exorbitant claims, will make 
the best impression upon the public. It is 
better to understate a little the advantages 
of an article than to overstate them by a 
hair’s breadth. It is even possible that 
“sometimes an article may be so good that 
it will be wise to refrain from telling all 
its good qualities just because the whole 
truth would look like an exaggeration. If 


you want your advertisement to inspire con- 
fidence, don’t tax the reader’s credulity. 

Don’t be funny or flippant or smart in 
your advertisements. The use of language 
in an advertisement is to make people think 
about the goods, not to make them think 
about the words used. 

Don’t be technical in your descriptions. 
You may easily describe a watch in such 
terms as will not be well understood by the 
prospective purchaser. Even péople who 
think ‘they know what a “jewel” is in a 
watch are often well mistaken. Talk about 
wearing qualities, accuracy in timepieces, 
beauty in jewelry, style, attractiveness, con- 
venience, and other things that anyone can 
appreciate. Write your advertisement in 
such language that the least experienced in 
such’ matters will know what-you are get- 
ting at. Many a high-priced article is 
bought from the jeweler without giving a 
thought to anything more than just its ap- 
pearance. Bear on hardest on the phase?of 
the goods that has the strongest appéal 
with the public. 

It is time enough to talk about the tech- 
nical side of the purchase after the sale has 
been made, unless you are dealing with an 
experienced man. 


Write and re-write each advertisement as 
many times as may be necessary to get it 
into the best form possible. Don’t be eare- 
less with an ad and think, “That’s good 
enough ,for this time.” Nothing short of 
the best you can do is good enough for 
any time. You never know which adver- 
tisement.is going to have a chance to ap- 
peal to just the prospects you most want to 
reach. Write your advertisements as far 
ahead of their use as possible, in order that 
they may not be hurried, rushed through at 
the last minute with the printer waiting. 

It costs you.just as much for your space 
when you print in it a half-baked, ineffec- 
tive advertisement, as when you put in the 
very best efforts. You cannot afford to buy 
advertising space and use it for poor copy. 


“Reverse English” 

In almost any newspaper you may find 
advertisements that devote their space to 
telling the reader what the advertiser does 
not do. “We do not sell” such and such 
goods, or give such and such service. “We 
do not carry” cheap, mail-order jewelry. 
That kind of advertising does not bring in 
the business. The people to whom it is 
intended to appeal are not influenced by it. 
Negative statements do not produce positive 
effects. What you want is to influence the 
public favorably on some proposition rather 
than to influence them unfavorably on some 
other. When you say what you do not 
sell or do, you take the chance of keeping 
away a man who thinks he wants that, even 
though he might be convinced otherwise if 
he were to come and give you a chance to 
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Think of it! An excellent foun- 
tain pen that sells for $1.00— 
that gives maximum service at 
minimum price. Is it any won- 
der this famous Salz “666” Coin- 
Filler fountain pen sells so fast? 
Made from fine Para rubber, 
and fitted with 14Kt. solid Gold 
iridium-tipped pen point. 


Mfrs. of High Grade 


Salz Bros. 


Here’s a Money- 


Fountain Pens and Pencils 





July 7, 1929, * 


evcenennnty me) 


Maker hw You 


Salz famous “666” Fountain Pen 
mounted on our attractive dis- 
play easel is a certain producer 


of profitable sales. The pen it- 
self sells readily, but such an 
attention-catching easel as this 
accelerates the desire to buy. 
One dozen to a display card. 
Order now from your jobber 
or us. 


71 W. 35th St., New York 

















PRICE 


5 light—$20.00—list 
3 light—$17.00—list 


Stamped 
H. & Z. 
Sheffield 





No. 283. Height 19 inches 
Controlled by 


Zionist Candelabra 


of this kind 


in the United States. 





HYMAN & ZASLAV 





The Only 
Candelabra 


made 


New York’s 
Largest 

Silverware 
House 


83 Bowery 
New York 














fyi 
Che ie Cloth 


“IT CLEANS WITHOUT A 
SCRATCH” 


Guaranteed 
to Clean and Remove 
Tarnish 
From Silver, Gold and Plated Ware 
and to Restore Original Lustre 


35¢ size—$2.50 per dozen|F. o. B. 
50c size—$3.75 per dozen| Cleveland 


Attractive and Dignified Display Card in Black 
and White Ivory Free with Standard Package 


3 doz. small in box, 2 doz. large in box or 
1 doz. of each size in box 


Direct to Your Store by Parcel Post 


The Chaffin Products Co. 


5511 Euclid Avenue CLEVELAND, 0. 














Brooches 14 Kt. 

No. 500 Cornelian Pink 
| = ee $18.00 $14.00 
tr shtue Ge 15.00 12.00 
ee Sears ee 12.50 10.00 
aeons 10.50 9.00 
awe 9.00 8.00 
es ieee 7.50 7.00 
ree 6.50 6.00 
ge ee 5.50 5.00 


Brooches gallery, with four 
green gold leaves, octagon or 
oval, 50c. extra. 


— 








Extra Quality 14kt. Cameo Brooches 
# WHY 


No. 503—35 M-M Size 


Cornelian Pink 
PAY _ 2oxiseach..$3.50 Oval ......... 00 
18x13 “ .. 3.25 arr 2.75 
MORE 16x12 “ .. 3.00 Oval or oct.... 2,50 
14210 “ ..: 2.95 Oval or oct... . 225 


Cameo Rings 14 Kt. 


Send for Memorandum Selection 


A. CIAGLIA 


70-72 Bowery, New York, N. Y. 
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Retail Advertising Department. 











exercise your salesmanship on him, 

Your advertising is intended to interest 
people in coming to your store to see the 
goods. You cannot afford to waste time 
and money in trying to condemn what 
others offer them. ed 

Take the positive side in all your state- 
ments. Tell what you do and forget about 
what you do not do. You would not expect 
to develop in a customer enthusiasm for a 
watch by telling him all the things it would 
not do and omitting to tell its advantages. 
Negative advertising, insofar as it pays at 
all, pays for the other fellow, the fellow 
who does and offers the things you say 
you do not have. 


The Early Bird 

Haven’t you noticed that some advertis- 

ers just trail along a little behind the sea- 
son, and the early buying on timely goods? 
Such merchants do not start their Christ- 
mas advertising until the holiday trade be- 
gins. They do not advertise Easter gifts 
until Easter week. They do not adver- 
tise Commencement gifts until June. They 
fail to realize that the best business along 
such lines is that of the people who make 
purchases of sufficient importance to be 
considered a long time in advance, and it 
is never too early to begin to tell about 
what you can do for a coming gift season. 

The average purchaser of a high-priced 
piece of jewelry or watch or set of silver- 
ware buys only after considerable delibera- 
tion and thought. The jeweler’s goods are 
not sold as the cigar store sells its lines. 
Even the newly rich, in a hurry to stock 
up with the visible evidences of wealth, 
give consideration to their purchases. Get 
your advertising going early on all season- 
able lines, and you will get the best business 
on those lines, the business of the careful 
buyers, the foresighted people, the people 
who have money to buy early rather than 
at the very last moment. 

The advantages of arriving late with 
your advertising are just about the advan- 
tages of arriving late anywhere. You can’t 
take a train you are too late to get, and 
you can’t land an order that has already 
gone to a mail order concern or to a com- 
petitor across the street. Delayed advertis- 
ing helps the other fellow, whether he is 
a more progressive advertiser or not an ad- 
vertiser at all. 


The Use of Pictures 

The jeweler who is inexperienced in ad- 
vertising usually has the idea that the addi- 
tion of some kind of a picture to an adver- 
tisement increases its value about 100 per 
cent. And this is the excuse for the use 
of many a cut that would have brought in 
more money if sold for old metal. 

A cut that has no more value in an ad 
than that it makes a picture there, is worse 
than useless. It takes up space that might 
be used to some advantage by the substi- 
tution of type matter. There are plenty of 
cuts used that accomplish nothing toward 
the success of the advertisement. 

Some jewelers reason that a cut makes 
the advertisement attract more attention. 
To what advantage if the picture has no 
value as an aid to the development of the 
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desire to buy? Sensational cuts, funny 
cuts, out of date cuts, all influence the 
reader adversely. 

If you have a cut suited to newspaper use 
and adapted to ‘showing the reader what 
certain goods are like, or how they are 
better than others, that cut may be of value. 
Any picture that helps sell the goods by 
making it more apparent what they are like, 
or that illustrates what you are saying in 
type, may be helpful. Many manufacturers 
will supply you with cuts calculated to be 
of real value in developing interest in their 
goods. Call on your manufacturer for 
suitable cuts, but don’t use junk you just 
happen to have on hand, twisting and dis- 
torting the ad to fit the cut, saying things 
you need not say, just because the cut calls 
for something to match it. 

As a matter of fact, the proper use of 
good display lines and the right sort of :alk 
in type will do more to influence possible 
buyers than any kind of picture except just 
the right thing. 


Keeping Everlastingly at It 

Steady, year in and year out advertising 
is practically insurance on your business. 
If you are a consistently good and regular 
advertiser, you will be able to get busi- 
ness when others are complaining of hard 
times, panics, high prices and other troubles. 

When business lets up and there comes a 
bad time, with reason for curtailing ex- 
penses, there stands the advertising expense, 
a shining mark, an item which, it seems, can 
be lopped off without making much differ- 
ence in the immediate sales. What a mis- 
take to cut down on the advertising just 
when advertising is most needed! Reduc- 
tion in the advertising inevitably means 
less sales. 

They say that constant dropping of water 
will wear away stone. Well, constant ad- 
vertising will wear away any feeling of 
apathy or indifference toward your store. 
It will bring in business in spite of mail 
order or department store or other com- 
petition. 

Every now and then I meet a jeweler 
who says, “There’s nothing to this adver- 
tising game. I tried it once.” He is right, 
as far as he goes. There is nothing to ad- 
vertising for the jeweler who tries it once, 
or any limited number of times. Experi- 
ments and adventures in advertising may 
be interesting, but they will not pay out. 
Spasmodic advertising will not bring even 
spasmodic results. Nobody pays much at- 
tention to the advertisements of the occa- 
sional advertiser. 

Every jeweler ought to keep his advertis- 
ing going right straight through the year, 
not merely at the special gift times. He 
will naturally advertise more heavily at 
Christmas and Easter, but all-the-year- 
’round advertising is what develops the all- 
the-year-’round business. There is always 
something of interest to advertise in a 
jewelry store. 

When a man gets ready to buy, to what 
jeweler does he naturally turn? Why, to 
him whose advertising has kept his store 
and his goods in the prospect’s mind 
through the off seasons. To what manu- 
facturer do you write when you want to 
add a new line? To the one whose adver- 
tisements you have seen regularly in the 
jewelers’ trade journals, not to the one who 
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advertised a time or two and quit, not to 
the one who has experimented. You forget 
about the experimenter if you ever gave 
him any real attention. You know how it 
is with the advertiser who shows his head 
once in the trade journal and then disap- 
pears. You forget him in a minute. We 
need to be constantly reminded of a manu- 
facturer’s existence and frequently told 
about his line if we are to buy from him 
voluntarily and without solicitation by the 
personal salesman. 

Jewelers who take flyers in advertising 
do not fly very far. They are more than 
likely to meet with the fate of Darius 
Green and his flying machine. Advertising 
is not calculated to pull when there are 
only experiments and flashes of effort. It 
pays only when persisted in. 

Seeing a jeweler’s advertisement there 
in the newspaper every issue for years is 
just like seeing his sign or his place of 
business on the street. It makes him an 
accepted part of the business of the com- 
munity. He becomes a sort of institution. 

The jeweler to whom people come back, 
after trying the peddler and the fly-by- 
night, flash-in-the-pan fellow, is the steady 
advertiser whose reputation is good with 
them because of what he has said to them 
for so long. They know that a jeweler who 
stays right there and advertises regularly 
must be reliable. Otherwise he would have 
to give up and quit. Steady advertising 
stamps a man as reputable. 

So, you see, it is all up to you to make 
your business good and to keep it,good and 
it is good advertising that will turn the 
trick. 





To Get There 





“You many fancy that the water will 
be warmer next week. It won’t. -It will be 
colder.” 

“Employ an hour and a half every other 
evening in some important and consecutive 
cultivation of the mind.” 

“Keep going day in and day out.” 

“Concentrate on something useful. I 
don’t care what you concentrate on so long 
as you concentrate. It is the mere dis- 
ciplining of the thinking machine that 
counts.” 

“Having once decided to achieve a cer- 
tain task, achieve it at all costs.” 

“The gain in self-confidence of. having 
accomplished a tiresome labor is immense.” 

“Minutes are to hours what pennies are 
to dollars—and he who wins saves both.”— 
Extracts from “How to Live on 24 Hours 
a Day” by Arnold Bennett. 





Service 





W HEN all is said and done, Service is 

the greatest thing in the world—and 
Service is loving our brothers as ourselves, 
and being eager to do right by them and for 
them. Back of Service must be a willing- 
ness to sacrifice—to pay the price of per- 
sonal inclination and desire, if the highest 
type of Service demands it. 

* * * 

Fictitious values either of property or 
our own service never make us worth any 
more money. Efficiency and faithfulness 
or solid worth are what count! 
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ELECTRIC PERCOLATORS 


No. 18294 Our Leader Capacity 10 Cups. 
Nickel $16.50 net. Copper $17.50 net. Silver Plated $19.50 net. 


Electricity as a heating agent for domestic use is growing with such 
rapidity that the word “Electric” is almost magic in the influence on the sale 
of electric heating utensils. 

We carry a full line of Electric 'Percolators, Grills, Toasters, and Irons 
Also alcohol Percolators, a line that sells on sight. ‘ 











Write for Catalogue 


The Lead; 130 E. B 
siverware Howe As Cohen & Sonsyn yori 

















Removal Notice 


fer || WEDDING RINGS 


MP ESSS a In a Class by Themselves 
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The House of Service S. KAPLAN 
174 Lafayette St. (Cor. Grand St. 
ALWAYS ON HAND afayette (Cor d St.) New York 








Elgin and Howard 
Watches 


and also carry a complete stock of genuine 
Elgin Watch material. 


Chas. E. Klein & Co. 


Manufacturers of 


Genuine Ivory 
Cigarette and Cigar 
Holders 
in Great Variety 


Will make from your original 
designs, if desired. 


197 William Street, 
New York City 


Tel. 5712 Beekman 








Notice to the Trade 


We will be closed on Sundays during July and 
August. 


JACOB J. SCHMUKLER 


133-35-37-39 Canal Street NEW YORK 


























ONDE CE OTR, BES DR ore es 


aa Did you ever realize |i 
' | what little you get for a 

| melting your old rings, Bs 
| and what big prices you | 

pay for new ones? 

To avoid losses send 


them to us and we will 
‘| make them look like new for 
75 cents and up according to 
the size of stones. 
































Jewelry Boxes and Trays 
Window Displays, Stands, Novelties a Specialty 


Prices up to % Kt., 75c.; up to Kt., $1; up to 1 Kt., $1.25; 
ee ee 


S. SZYMANSKI M. J. STERN & BRO. 


66 Beekman St., New York, N. Y. 61 BEEKMAN STREET NEW YORK CITY 
Phone, Beekman 9640 Special Jewelers to the Retail Trade 









































= 
a sy 
Yi “4 } 









































The Horological Questionnaire 





Written expressly for The Jewelers’ Circular by Lester B. Pratt 














Avtuor’s Nore—Realizing that there is a scar- 
city of competent watchmakers employed or en- 
gaged in the jewelry business, this article is writ- 
ten at the request of the technical editor for the 
purpose of interesting the younger generation in 
the selection of watchmaking as an occupation. 
Among the mechanical occupations, watchmaking 
stands pre-eminent as a clean, profitable business, 
eliminating the monotonous routine of many other 
lines. The watchmaker has invariably been hon- 
ored as the highest exponent of human mechanical 
skill and delicate precision instruments of every 
description come within the scope of the watch- 
maker’s ability. It would be impossible to operate 
our vast industrial system without the aid of 
accurate timepieces. trictly speaking, the name 
“watchmaker” is a trade misnomer, as_ watch- 
making generally comprises the manufacture of 
watch movements. However, the name, ‘“‘watch- 
maker,” in the jewelry business, is invariably 
applied to one who repairs watches, and a_ com- 
petent watchmaker or watch repairer should be 
able to make practically any part of the different 
kinds and models of watches now in use. 

If the remarks contained in this article are “‘old 
stuff” to the competent workman, we trust that 
it will be considered in the same spirit in which 
it is tendered, viz.: that of interesting and im- 
parting information to the beginner.—L. B. P. 





(Continued from technical issue of June 2.) 


Question—W hat are the principles of de- 
magnetization? 

Answer—A watch or any piece of steel 
that has been magnetized by a magnet or 
any magnetic force, requires relatively 
strong magnetic force to demagnetize it, 
although the latter need not necessarily be 
as strong as the former. But if the mag- 
netic forces are not equally distant from 
the watch or piece of steel, there may be 
considerable difference in their strengths, 
for the effects are, approximately, inversely 
as the cubes of the distances. In other 
words, if the magnetic force which magne- 
tized the watch was 10 feet from it, while 
the magnetic force which is used for de- 
magnetizing is one foot from it, and both 
are of the same strength, their influences 
upon it will be in the ratio of 1 to 1,000; 
consequently a magnetic force exerted in 
close proximity to the watch could remove 
the magnetism produced by a magnetic 
force 1,000 times as strong, providing the 
latter was 10 times as far away. This ex- 
plains why a comparatively weak magnetic 
force can undo the effects of powerful 
dynamos, etc. When a watch is held close 


to a dynamo or powerful magnet, as is 
sometimes foolishly done, a magnetic force 
of approximately equal energy will be re- 
quired to thoroughly remove the magnetism. 
Question—How 
complished? 
Answer — Demagnetization is accom- 
plished by causing the lines of force to pass 
through the magnetized part in the oppo- 
site direction. Assuming that the part we 
wish to demagnetize is a balance whose 
center bar has North polarity at one end 


is demagnetization ac- 


and South polarity at the other, its lines , 


of force emanate from the North end and 
re-enter at the South end, as previously 
explained. 

Now, if we take a small magnet and pre- 
sent its North end to the North pole of the 
balance, its lines of force will force their 
way through the center bar in the opposite 
or unnatural direction, or will prevent the 
lines of force from emanating from the 
center bar. The result is that the mole- 
cules of the steel become differently ar- 
ranged, and the center bar is demagnetized, 
assuming that the opposing influences are 
practically equal. If the magnet is not 
strong enough, all of the magnetism may 
not be removed or if it is too strong, or 
the influence is continued too long, it will 
not only remove the magnetism, but will 
remagnetize the center bar in the opposite 
direction, i. e., will cause the bar to assume 
lines of force in the same direction as its 
own. When a piece of carbon steel is 
brought within the influence of a magnetic 
field ‘it becomes a-permanent magnet, the 
strength of which depends upon. the 
strength of the magnetic field and alo ‘its 
proximity. When a piece of soft iron is 
brought within the influence of a magnetic 
field it becomes only temporarily magne- 
tized and this magnetism disappears when 
the iron is removed from the influence of 
the miagnetic field. If we wind a number 
of coils of fine, insulated copper wire 
around a hollow tube of pasteboard and 


_ connect the ends of the wire with an elec- 


tric current we have what is called a sole- 
noid coil. If the electric current which we 
connect with our solenoid coil is what is 
known as direct current, then the magnetic 
fields will be positive at one end and nega- 
tive at the other. Any carbon steel brought 
in proximity to this coil will be permanent- 
ly magnetized and any iron will be also 
magnetized, although only temporarily as 
far as the iron is concerned. Obviously, 
such a current would be unsuitable for de- 
magnetization purposes. If we connect the 
terminals of our solenoid coil to what is 
known as an alternating current, then we 
will have.a very suitable means to use for 
demagnetizing watches or watch parts. In 
an alternating: current the direction of the 
flow of electricity is changed alterately in 
opposite directions, which, of course, 
changes the poles. These alternations take 
place with great rapidity. For instance, a 
60 cycle alternating current makes 60 al- 
ternations or 120 changes per second. If 
we insert a piece of steel in the solenoid 
coil and cut off the current, the piece will 
be found to be strongly magnetized, its 
poles conforming to the last half cycle as 
the current was cut off. If we wish to de- 
magnetize the piece of steel or a watch, 
then we insert it in the solenoid coil with 
the current on and gradually withdraw the 
piece from the coil. The polarity of the 
piece will be changed twice every cycle or 
120 times per second. Thus it will be mag- 
netized, demagnetized and remagnetized in 
rapid succession as the watch is being grad- 
ually withdrawn from the coil. As each 
successive polarization is weaker than the 
preceding one, it is: obvious that all mag- 
netism may be removed from the watch or 
watch part in this manner. However, in 
practice, it is not always possible to remove 
the magnetism at one operation, in fact, 
several operations are often required. We 
can use the tester after each operation to 
determine if the magnetism has been com- 
pletely removed. 


Question—How shall we proceed to de- 
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The gauge illustrated above, especially designed for users of V. T. F. 
WATCH-GLASSES, is the most perfect and simple one now obtainable. It 
is made entirely of brass, the surface is etched and filled in with black enamel, 
leaving it perfectly smooth. 


DIRECTIONS.—Place the glass against bottom rule, move from left to 
right until the upper edge of the glass intersects a slanting line. The slanting 
line will give the number and the vertical line the sixteenth. 


No User of 
_V. T. F. WATCH-GLASSES 


can afford to be without this gauge 


Through the courtesy and cooperation of the Tool and Material Jobbers 
the gauge will be sold to you at actual cost plus distribution charges; viz: in the 
United States at 85 cents and in Canada at $1.10 each. 


Ready for distribution. Order from your jobber now. 


HAMMEL, RIGLANDER & CO. 


NEW YORK U. S. A. 


ee 

















July A 1920. 


e watch if the above methods 


ise th 
magnets tisfactory results after sev- 


do not give sa 


| trials? : 
or snswer—Occasionally we may have a 


been exposed to such a 
watch thet ea field that it will be a very 
strong magnetic “meg dil 
dificult matter to demagnetize it readily 

the above methods. In such cases it 
ed be necessary to take the watch apart 
on treat each part individually. Very 
spstinate cases of magnetism may be 
handled in this manner for the simple rea- 
son that the entire strength of the solenoid 
coil is centered on one small part instead 
of the complete watch. 

Question—Is it necessary to demagnetize 
the tools which we use in the repairing of 

s? 
vo re tools used by the watch- 
maker should be examined occasionally for 
traces of magnetism. If we work with 
tools that are magnetized it is easily trans- 
mitted to the watch. This is especially 
true of tweezers, screwdrivers and pliers. 

Hairsprings are easily magnetized when 

handling them with magnetized tweezers. 

When we find it necessary to demagnetize 

small tools we insert them longitudinally in 

the solenoid and withdraw them directly 
and in a straight line from the coil. If we 
wish to demagnetize tweezers, we should 
bind the points together with brass wire or 
twine. When we withdraw them from the 
coil we should withdraw the blunt end first. 

Question—How may we proceed to de- 
magnetize a watchmaker’s lathe or such 
machines or tools as are too large for the 
capacity of the ordinary solenoid coil? 

Answer—Occasionally it happens that a 
lathe or other large piece used by the 
watchmaker is found to be magnetized. 
Perhaps it came from the maker in this 
condition, although staking tool punches 
frequently become magnetized from con- 
cussion caused by hammering. At any rate, 
we should not tolerate magnetism in any of 
the tools we use in doing our watch work. 
A solenoid coil large enough to handle such 
pieces as a lathe would be rather an ex- 
pensive item, and the expense of construct- 
ing same is against it. However, we can 
make use of a very simple “trick” for re- 
moving the magnetism from large pieces 
that will. answer the purpose fairly well. 
All we shall need for this purpose will be 
a piece of copper wire about 16 or 18 gauge 
(B. & S. Wire Gauge) and long enough 
to reach from the lathe to a gas or water 
pipe. Brighten some part of the lathe that 
will not be noticed, such as bolt, and at- 
tach the copper wire securely to the bolt. 
Then we should lead the wire to the gas or 
water pipe, which should also be scraped 
bright, and the other end of the copper 
wire attached to the pipe. The object 
sought is simply to “ground” the lathe or 
any large steel machine or tool we wish to 
demagnetize. It should be understood that 
the operation of demagnetizing large pieces 
with this crude arrangement is rather slow, 
but it will gradually remove the magnetism 
from the piece. The expense of this oper- 
ation is practically nothing, and it is cer- 
tainly worth the effort. 

Question—Are any other methods avail- 
able for demagnetizing watches in the ab- 
sence of a solenoid coil? : 

Answer—We have described the solenoid 
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coil as used for demagnetization purposes 
as it appears to be the most suitable means 
we have for this purpose at the present 
time. It should also be thoroughly under- 
stood that alternating current only is suit- 
able for operating the solenoid coil. There 
are various demagnetizers on the market 
which claim to operate successfully on 
direct current, but it is simply a waste of 
time to attempt to use them. We do not 
wish to be understood as implying that 
direct current cannot be changed to alter- 
nating current. There are several means 
for accomplishing this result. For instance, 
a mercury rectifier will change direct cur- 
rent to alternating, but the cost of such 
an outfit is prohibitive for our purposes. 
If only direct current is available, we may 
use the current to energize an electro-mag- 
net, fastened to the lathe spindle, with the 
arms of the magnet parallel with the axis 
of the lathe. In this manner we may make 
the magnet very powerful. It would require 
too much space to describe the construction 
so that one not familiar with electricity 
could make such an apparatus, but any elec- 
trician should be able to make this at small 
outlay. 

Another outfit that may be used where 
no current of either kind is available con- 
sists of several magnets specially arranged. 
It is hardly worth while to fit up special 
apparatus unless it will demagnetize the 
whole watch at once. A powerful, per- 
manent magnet should therefore be used, 
or two to four of them may be arranged in 
together in a magnetic battery. Clamp the 
magnets in a wood block which can be held 
in the lathe, so that there will be wood in 
the bend of the magnets and also between 
the magnets and the lathe chuck. The cen- 
tral line of the spindle runs through the 
center of the bend, and midway between the 
legs of the magnet, which revolve around 
the central line of the spindle. If more 
than one magnet is used, they should be 
clamped together, with all the North poles 
on one side and the South poles on the 
other side. To use this special apparatus, 
we simply revolve the magnets, holding the 
watch flatwise before them as closely as 
possible without actually touching the mag- 
nets, then slowly draw the watch back, say 
1 inch in the first 15 seconds, the next inch 
in 10 seconds, etc. until it is at least a 
foot away. 

If the mangetism is not thoroughly re- 
moved the operation may be repeated sev- 
eral times. In using this method, it is 
sometimes necessary to take the watch 
apart and treat each magnetized part sepa- 
rately. As previously described in using 
the solenoid coil. 

It should be thoroughly understood that 
this apparatus will not compare with a 
solenoid coil for efficiency; it is simply de- 
scribed as a good substitute where nothing 
else is available. A solenoid coil operated 
on an alternating current is the most effi- 
cient apparatus to use for demagnetization 
purposes and it should be used wherever 
possible. 

(To be continued) 





Young Hopeful—‘What does ‘college- 
bred’ mean, dad?” 

Dad (reading heir’s school expenses)— 
“Merely a big loaf, Percival.” 


139 


Regulation of an Over-Long 
Pendulum 





WELL-KNOWN clock movement, hav- 

ing been fitted into a fancy case, the 
pendulum was found to be too long; the 
bob did not show in the opening provided 
in the door. 

How could this pendulum be lengthened 
sufficiently without causing any change in 
the movement and while retaining the ad- 
justment, which was good? 

The problem has been solved, as follows: 

The pendulum rod has been lengthened 
to the necessary extent and a very light 
bob has been installed, attached to the end. 
This bob was visible at the wicket in the 
door, but a notable slowness was caused 
by the elongation. 

To raise the center of oscillation, a sec- 
ond bob, smaller. but much heavier, was 
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REGULATING AN OVER-LONG PENDULUM. 


located several centimeters above the first. 
This second bob invisible when the door 
was closed, was supported on the rod by 
a screw nut and by varying its height per- 
fect adjustment was obtained. 

The sketch herewith shows in dotted 
lines, the oval opening in the door a, also 
the position of the original bob b, the new 
bob c, very light and secured immovably 
to the rod, is well in front of the wicket. 

The bob s, which can be caused to move 
up or down by means of a regulating screw, 
cannot be seen when the door is closed. 
This bob, sufficiently heavy, has the effect 
of raising the center of oscillation of the 
pendulum, that is to say of accelerating its 
oscillation in spite of the greater length, so 
as to restore them to an equality with those 
of the original pendulum, D. 








Interest your home town graduating 
class in watch-repairing as a trade. 
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Railroad Precision Watch Test 
By the Bureau of Standards, 








N March, 1920, the Bureau of Standards 
I announced a new test for watches, de- 
scription of which was published on page 
109 in the issue of THE JEWELERS’ CIRCULAR 
for March 24, 1920. ; 

This test lasts 19 days, during which the 
watch is tested in’5 positions and at 3 tem- 
peratures. The performance of each watch 
is judged according to 5 tolerances or mini- 
mum requirements. It is intended that 
these minimum requirements be about 
equal to the average accuracy of new rail- 
road watches. For this reason, there has 
been adopted the name “Railroad Pre- 
cision” watch test. 

For the watches entered in test up to 
June 1, 1920, there have been 55 certificates 
granted. Accompanying is a table which 


gives the identification of the watch, the 
name of the person or firm submitting it to 
the test, and its performance for each of 
the 5 criteria. The tolerances or minimum 
requirements are given at the top of the 
columns. 

The order of the watches in the table is 
according to movement number for each 
maker, the makers being taken alpha- 
betically. 





Large Watch School Started in 
Elgin, Il. 
PRESIDENT HULBURD, of the Elgin 

National Watch Co., Elgin, IIl., an- 
nounces that contracts have been signed for 


141 


the construction of a fireproof building to 
be occupied by the National Watchmakers’ 
Institute. The Elgin National Watch Co. 
makes the preliminary investment, but the 
institute is to be presided over by H. R. 
Playtner, of Toronto, Can., and the director 
is to be G. F. Caven, of Montreal, Can. 
It is the purpose of these two gentlemen to 
develop a very fine, high class watchmak- 
ing institution. It is to be national and its 
doors are to be open to students from all 
parts of the United States and Canada. 
Mr. Playtner was for many years head 
of a watchmaking school in Toronto that 
had an unexcelled reputation. He is said 
to be the finest horological expert in the 
country, and he himself selected Mr. 
Caven to assist him because of Mr. Caven’s 
superior watchmaking knowledge and abil- 
ity. They are both very familiar with every 
kind of watch made in the world—foreign 
watches as well as American made. It is 
their hope that they will be able to establish 
here a university which will develop the 





(Continued on page 149.) 








Conclusions Derived from Observations. 
S Se 








Record of Watches Receiving “Railroad Precision” Certificates* Issued by the Bureau of Standards, Washington, D. C., Previous to 
June 1, 1920. 
+ = Losing; — = Gaining. 
tf 
Difference 
Between Rate 
Name Fastest Dial Down 
of Movement and Slowest Minus 
Maker. Number. Submitted by Rates of ate 
5 Positions. Dial Up 
Sec. Sec. 
emeanoes. (minimis FEQUIFETIENts) <.<50:0 « 6.«:-0\0:5:0.0:010 60.9.0 09'ie sore sina eoseiees 12.0 +5.0 
B256799 T. G. Seidell, Washington, D. C............. 4.8 —0.1 
B257478 The Webb C. Ball Watch Co., Cleveland, O.. 12.0 —0.8 
B257657. The Webb C. Ball Watch Co., Cleveland, O 7.6 +1,2 
B258140 The Webb C. Ball Watch Co., Cleveland, O 4.1 +0.4 
B258431 The Webb C. Ball Watch Co., Cleveland, O 10.6 +2.8 
B258632 The Webb C. Ball Watch Co., Cleveland, O 4.2 +0.8 
B258719 The Webb C. Ball Watch Co., Cleveland, O 7.4 +1.6 
B258764 The Webb C. Ball Watch Co., Cleveland, O 4.0 —2.4 
B252826 The Webb C. Ball Watch Co., Cleveland, O 411 —3.6 
B259409 The Webb C. Ball Watch Co., Cleveland, O.. 4.4 —0.5 
B259605 The Webb C. Ball Watch Co., Cleveland, O.. 6.2 —0.5 
B259609 The Webb C. Ball Watch Co., Cleveland, O.. 1.3 —1.0 
B259620 The Webb C. Ball Watch Co., Cleveland, O 2.8 0.0 
B259644 The Webb C. Ball Watch Co., Cleveland, O 3.4 —1.8 
. B259673. The Webb C. Ball Watch Co., Cleveland, O 7.4 +4.0 
. B259678 The Webb C. Ball Watch Co., Cleveland, O 9.7 +4.0 
B259689 The Webb C. Ball Watch Co., Cleveland, O 8.0 —5.0 
B606051 . The Webb C. Ball Watch Co., Cleveland, O 2.0 0.0 
B606053 The Webb C. Ball Watch Co., Cleveland, O 4.2 aie 
B606070 The Webb B. Ball Watch Co., Cleveland, O.. 11.8 +0.9 
Hamilton .. 1394803 Hamilton Watch Co., Lancaster, Pa......... 2.4 —.04 
Hamilton ....... 1395478 Hamilton Watch Co., Lancaster, Pa......... 7.0 —4.8 
Hamilton ....... 1399300 Hamilton Watch Co., Lancaster, Pa......... 4.0 +1.6 
Hamilton ....... 1399554 Hamilton Watch Co., Lancaster, Pa......... 3.7 +2.3 
Hamilton ....... 1399702 Hamilton Watch Co., Lancaster, Pa......... 7:2 +3.2 
Hamilton ....... 1399836 Hamilton Watch Co., Lancaster, Pa......... 7.1 +0.8 
Hamilton ....... 1399958 Hamilton Watch Co., Lancaster, Pa......... 5.0 +1.7 
Hamilton ....... 1863478 John H. Macalpine, Pittsburgh, Pa.......... 8.3 +3.5 
a a 70269 F. N. Davis, Washington, D. C, ... 2000. asec 6.7 +2.6 
South Bend..... 893011 South Bend Watch Co., South Bend, Ind.. 8.4 —4.1 
South Bend..... 893101 South Bend Watch Co., South Bend, Ind.. 11.0 +-1.6 
South Bend..... 893401 South Bend Watch Co., South Bend, Ind.. 7 —0.6 
South Bend..... 893428 South Bend Watch Co., South Bend, Ind.. 4.8 0.0 
South Bend..... 893514 South Bend Watch Co., South Bend, Ind.. 11.0 —4.1 
South Bend..... 893549 South Bend Watch Co., South Bend, Ind.. 10.0 =e 
South Bend..... 893590 South Bend Watch Co., South Bend, Ind.. 6.6 +0.3 
South Bend..... 893802 South Bend Watch Co., South Bend, Ind.. 8.3 +-3.7 
South Bend..... 893881 South Bend Watch Co., South Bend, Ind.. 11.9 —0.3 
South Bend..... 893925 South Bend Watch Co., South Bend, Ind.. 10.0 +0.5 
South Bend..... 893960 South Bend Watch Co., South Bend, Ind.. 11 —1.7 
South Bend..... 897047. South Bend Watch Co., South Bend, Ind.. 9.0 +4.0 
South Bend..... 897201 South Bend Watch Co., South Bend, Ind. 2.1 +0.5 
South Bend..... 897204 South Bend Watch Co., South Bend, Ind. 9.0 —0.8 
South Bend..... 897254 South Bend Watch Co., South Bend, Ind.. 9.9 —0.9 
South Bend..... 897304 South Bend Watch Co., South Bend, Ind.. 6.8 —0.5 
South Bend..... 897415 South Bend Watch Co., South Bend, Ind.. 9.9 —2.8 
South Bend..... 897555 South Bend Watch Co., South Bend, Ind.. 11.2 —0.8 
South Bend..... 897669 South Bend Watch Co., South Bend, Ind.. 5.5 —2.4 
South Bend..... 897696 South Bend Watch Co., South Bend, Ind.. 3.8 —.4 
South Bend..... 897792 South Bend Watch Co., South Bend, Ind.. 4.3 —~—3,3 
South Bend..... 993004 South Bend Watch Co., South Bend, Ind.. 7.8 —= 2,4 
South Bend..... 924733 South Bend Watch Co., South Bend, Ind.. 7.0 +2.6 
South Bend..... 924786 South Bend Watch Co., South Bend, Ind.. 11.1 +0.8 
South Bend..... 924896 South Bend Watch Co., South Bend, Ind.. 11.7 —0.6 
SS ee 20047079 <A. F. Beal, Washington, D. C.......... ee 6.0 —1.2 
Notr.—*These certificates are granted to watches tested at the Bureau of Standards, and meetin 
top of columns 4, 5, 6, 7, and 8 in the above table. These certificates apply to the new “Railroad 
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Difference Rate 
Between Fastest Last Period Regulation 
and Slowest Rate inus (As 
at 3 Tempera- Rate First Shown by 


tures (95°, Period (Both Rate in First ° 
72%4°, 50°F.). 


V-PO Position). Period). 
Sec. ec. Sec. ¥ 
8.0 +4.0 +7.0 rs 
1.7 +0.7 —2.6 
1.5 12.4 —0.4 ] 
1.4 —1.5 —4.0 3 
2.4 —2.1 +0.2 \ 
1.7 anh 2 —5.4 
2.6 —0.2 —4.4 
5.6 +0.4 —2.0 
5.9 +0.1 +1.1 
5.4 —0.4 —0.2 
2.5 +0.6 —0.6 he 
2.9 +0.6 —2.4 ; 
2.8 —1.9 +0.6 
2.6 +2.2 —3.4 
5.4 ee +0.2 
3.9 +1.4 —4.0 
5.6 +0.3 —1,4 : 
6.2 —0.9 +5.1 ; 
3.2 +3.0 —7.0 
2.9 +0.5 —7.0 |: 
2.8 +1.6 6 
6.9 —0.8 —2.4 
6.2 +0.3 —f,2 
RZ —0.9 —1,1 
4.5 —1.0 —2.6 
2.3 —0.6 —4.0 
2.0 —4.0 —3.0 
4.8 +0.2 —2.0 
2.3 +1.8 +0.6 
8.0 +3.4 —6.4 
2.5 +1.6 —1.2 
7.3 +0.9 +3.0 
2.6 1.7 —3.2 
2.0 +0.2 +2.6 
6.2 +7,3 +2.0 
7.3 +1.4 +4.2 
3.8 0.0 +3.2 
24 +1.1 +2,1 
4.2 —0.5 —0.3 
3.0 —0.7 +3.4 
1.9 —0.2 +6.2 
3.9 —0.5 —0.8 
4.4 +1.5 —3,2 
ype ins +5.8 
5.4 +0.7 +2.6 
0.9 —3.4 —4.2 
5.6 +34 —4.2 
5.4 +3.9 +4.8 
4.9 +0.9 +6.1 
3.6 —0.5 +0.3 
3.2 +3.1 —6,.2 
1.6 +3.9 —3.4 
4.2 +1.3 +1.1 
5.6 +0.4 +3.4 a 
5.9 +3.5 +2.5 
5.9 —1.4 +3.6 : 


if 
certain minimum requirements specified at the | 
recision” test inaugurated this year. th 
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WATCH GLASSES 
None Better! 


FOUR FUNDAMENTALS: 
GAUGE FLEXIBILITY, QUALITY AND FORM 
TELL THE STORY 


BEWARE OF SUBSTITUTES 
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Question No. 3744,—Ad justed Balances. 
_Is it possible to determine the difference 
between an adjusted balance and one that 
is not adjusted? I recently ordered a bal- 
ance for an adjusted movement from the 
material house, but the performance of the 
movement after I have fitted the new bal- 
ance does not appear to indicate that the 
balance was an adjusted one. J. M. B. 

Answer.—It is impossible to determine 
by mere examination whether a balance is 
adjusted or not adjusted, as there is abso- 
jutely no difference in the general appear- 
ance between the two balances. One may 
be as near perfect as the highest skill and 
supreme efforts of an expert adjuster may 
be able to get it, while the other may cause 
the movement to run very irregular, but it 
is impossible to distinguish the difference 
between them except by actual trial in the 
movement. This applies to the balances as 
purchased from the material dealers; they 
may be made with every care, by an excel- 
lent maker and all are apparently perfect 
as far as appearances go, yet a trial will 
demonstrate that no two will perform ex- 
actly alike under running conditions. While 
some may be good, others may be worth- 
less as far as an accurate rate is con- 
cerned. The only way to determine their 
actual value is to give them a thorough test 
in the heat and the cold. Every change in 
the weather, or other circumstance, how- 
ever trivial or unavoidable, which warms or 
cools the balance, will produce an error in 
the rate, which may vary from a few sec- 
onds to several minutes per day. As you 
are no doubt aware, all high-grade balances 
are made of steel and brass in combination. 
The brass expands and contracts much 
more than the steel, and it is by means of 
this difference in the co-efficient of expan- 
sion of the two metals that the rim “com- 
pensates.” 

When the balance is exposed to heat it 
expands and the watch would consequently 
run slower. However, this is counteracted 
by the action of the rim, which, with the 
brass outside and capable of expanding 
more than the steel, curves the free end of 
the rim inward, and carries the screws upon 
it towards the center of the balance. When 
the balance is exposed to cold it contracts, 
and, from being smaller, would vibrate 
more rapidly, but the brass contracting 
more than the steel, tends to straighten the 
tim and carry its screws outward, thereby 
neutralizing the effects of the cold. Obvi- 
ously, the proper placing of the screws in 
the rim of the balance is a great factor in 
determining the efficiency of the compensa- 
tion. The virtual size of the balance is gov- 





[Answers are also solicited from our readers to the questions published on this page, | 
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erned by the distance of the-center of its 
weight from the axis, and the object of the 
compensation is to keep that distance as 
near uniform as possible in all tempera- 
tures. Hence, the proper placing of the 
screws is very important. While the proper 
compensation of the balance is not all that 
is required in an adjusted movement, this 
lengthy explanation is given to demonstrate 
the fact that it is impossible to judge the 
value of a balance by a mere examination. 

Many cheap watches are fitted with bal- 
ances having rims of brass and steel, with 
screws inserted, the same as a high-grade 
balance, except that the rims are not cut 
through, or are only partly cut through, 
which amounts to the same thing. These 
may be compensation balances in name, but 
the rims are not allowed to act, therefore, 
they cannot compensate. Any balance which 
is made in this manner is certainly not ad- 
justed, although it might be termed a com- 
pensation balance. 

Question No, 3745.—Silver Melting.— 
We have been having, considerable trouble in 
melting and rolling sterling silver. Blisters 
appear on the sheets and we find that the 
hardness varies in different melts, even 
when well annealed. Can you advise us if 
it is a general practice to use some deoxi- 
dizing agent, such as cadmium or mag- 
nesium metai? We have been using finely 
powdered charcoal to cover the melt and 
holding same back when pouring the silver. 
Is it advisable to use a combination of 
borax and finely ground silica or sand to 
cover the melt? G. S. & Co. 

ANSWER.—It is always advisable to use 
some deoxidizing agent in melting and cast- 
ing sterling silver and cadmium appears to 
be the most suitable agent for this purpose. 
About 0.5 per cent of cadmium is used for 
this purpose, making the mixture for ster- 
ling silver as follows: Fine silver, 92.50 per 
cent; copper, 7 per cent; cadmium, 0.5 per 
cent. In the terms of the silversmith this 
would mean fine silver, 925 parts; copper, 
70 parts, and cadmium, 5 parts. The per- 
centage of cadmium may be increased if 
thought advisable, but the copper content 
must be decreased accordingly. Willow 
charcoal is very satisfactory as a covering 
to prevent oxidation of the copper, which 
is usually the cause of blisters. This oxi- 
dation is increased by keeping the silver in 
a molten condition for a long time, and can 
be avoided to a great extent by pouring the 
silver as soon as it is melted, whether cov- 
ered with charcoal or not. A little calcined 
borax is an aid.to the charcoal, as it forms 
a better covering than the charcoal only. 
An excellent flux to use when melting silver 
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consists of the following: saltpeter, 1 part; 
soda ash, 1 part; calcined borax, 1 part. 
Question No, 3746.—Plating Troubles.— 
Does the amount of current used in plating 
have anything to do with quality of the 
metal deposited? What causes “peeling” of 
work after it is plated? L. H. 
ANSWER.—The amount of current or 
electrical energy that is used in plating 
shows its effect upon the amount of metal 
deposited, the nature of the deposit, and 
upon the solution. The greater the current 
strength used, the more metal is deposited, 
but also the more rapidly is the metal with- 
drawn from the solution immediately sur- 
rounding the work. At high current 
strengths the metal is not dissolved from 
the anode as fast as it is deposited on the’ 
cathode or work, therefore, frequent addi- 
tions of metallic salts to the solutions are 
necessary. Another point regarding current 


‘strength is that too high a current strength 


deposits metals which are soft and coarse 
grained, while low current strength deposits 
metals which are hard and close grained. 
Neither of the above conditions are entirely 
desirable; so a “happy medium” must be ob- 
tained where the metal deposited is both 
soft and close grained. It has been ob- 
served that with medium current strengths 
that the composition of the solutions re- 
mains more constant. The nature of the 
metal to be plated upon also has consider- 
able to do with the amount of current to 
be used. 

“Peeling” of deposits occurs with all 
workmen at times. It is not always a case 
of uncleanliness; more often the trouble 
lies in the solution. Some platers claim 
that the trouble is in the electrical energy, 
i. e., that too great a current strength is 
used; whereas, the actual trouble may be 
in the solution. When deposits “peel” from 
too great a current strength, and it is pos- 
sible to use a high current strength, the 
cause is usually gas at the cathode in place 
of metal, and this gas prevents adhesion of 
the metal. In this case, the remedy would 
be to make the solution stronger in metal 
content and have as. little “free acid” or 
“free cyanide” as will allow the anodes to 
keep clean. 

Question No. 3747.—To Protect Steel 
From Rust.—/s there anything I can use 
which will prevent steel from rusting? 
t ae 

ANnswer—Make a solution composed of 
water, 1 quart, Potassium Carbonate, 1 
ounce. Coat steel with this solution, either 
by simple immersion or by applying with 
a brush. It will prevent rusting to a very 
great extent. 

QuEsTIoNn No, 3748.— To Remove Mer- 
cury.—How can I remove mercury from 
gold jewelry?—B. L. 

Answer.—Heat the article to a trifle 
over 600° F., then “boil” off in the regular 
pickle and finish the same as you would 
any ordinary solder job. 





A prospective lodger asked the negro 
butler of a boarding-house: “Can I have a 
private bath?” 

“Yes, suh! Yes, suh!” the old man re- 
plied. “We’s only got one bath-tub, but 
ev’body takes dey bath private in this 
house, suh!” 
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Methods of Plating in South America 


Reprinted from an article in the Metal Industry by Harry Greene. 
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UT for a job, naturally, I was re- 
fused at some places as no help was 
wanted, but finally landed at one place 
which was in need of a “dorador,” a gold 
plater. I was shown the plating room 
which was merely a small room in which 
were a few small tanks and enameled pots 
of about two gallon size. The enameled 
pots, as he explained to me, were for such 
solutions to be used hot, and in this par- 
ticular case for gold solutions. He also 
added that the reason for plating from an 
enameled pot was because it was so handy 
to heat as it could be easily put on the 
gas stove and heated. The price of gas 
is high here, since the price of coal is $36 
gold, the gas being a product of the coal. 


Nearly all solutions are run cold, probably. 


for that reason; to run a boiler for steam 
would also be a great expense. You can 
picture the difficulty of being deprived of 
such a necessary feature as steam heat, 
but still they have means of overcoming 
part of this obstacle. 


Now returning to where I left off, I can 
say that the whole arrangement was odd, 
taking into account the dynamo, sand Dlast, 
and the drying of work in cold sawdust. 
The sand blast operated by hand, which 
will give an idea what a slow process it 
is, taking into account the large pieces to 
be sand blasted. 

At the above mentioned place I arranged 
to appear the next morning, but it seemed 
to me that this place was not the one to 
suit my purpose as I was able to see all 
I wanted during the time I spent there. 
The shop was very small, but I accepted 
the job, at the same time thinking of lo- 
cating a big shop which I had on my list. 

The next place, Joselowich Bros. & Co., 
2570 Sarmiento St., looked to me ‘more 
progressive. I applied for a job, which at 
fitst was refused, as no help was wanted, 
but on learning that I was a North Ameri- 
can, their curiosity was aroused ,to learn 
how plating was done in the States, and 
after a conversation, learning of my ex- 
perience in plating, I was hired to ap- 
pear the next morning. 

Now having two positions on hand, I 
decided to take the latter, as it seemed 
to be the more advanced factory, em- 
Ploying some 75 hands, engaged in man- 
ufacturing brass beds and articles such 
as sugar bowls, bread trays, serving trays, 
barbers’ supplies, such as shaving cups, 
perfume sprayers, and many other articles 
used here in barber shops. Then again, 
this factory makes store display fixtures 
made of brass and articles of special types 
too numerous to mention. 

On time the next morning, I was there 
ready for work. All the “Officiales” places 
occupied, that is, those doing the plating, I 
was put-to-do the scouring, but I did not 
object, as it did not matter to me whether 


I was classed as an “Official,” so every- 
thing went along smoothly, as it looked 
like the place I wanted. 

I shall now give you a description of 
the factory, the plating department and 
the handling of the work. I regret very 
much to say that my scheme of taking 
snapshots of the different departments of 
the factory did not prove a success after 
a hard try to take some. The firm was 
considerate enough to permit me to take 
photographs of the factory, but on account 
of being dark inside and not having a suit- 
able camera for the purpose, they were 
failures. I did take some, but the pictures 
did not show enough to give a fair idea, 
so I shall try to describe it on paper as 
best I can. 

The factory occupies one and a half 
stories, running about 250 feet deep, and 
75 feet wide inside, two-thirds of it being 
used for workshop and the other third 
for the buffing and plating departments. 
In the workshop I have noticed much of 
the work being done by hand, which to my 
judgment could be eliminated and per- 
formed in less time and better results by 
modern machinery, but as it is not in my 
line and being unable to describe my 
ideas thoroughly, I shall not go into de- 
tails, but shall go on describing the buf- 
fing and plating ends. 

In the buffing room there are employed 
12 men, all occupied in different opera- 
tions, such as surfacing, cutting down, 
buffing, coloring and glossing. The con- 
veniences are far from modern; dirt, 
polishing material and dust fly all over. 
There is no such thing as suction to take 
up! the waste from the wheels and polish- 
ing compound. It seems that the health 
of the operators is very little thought of, 
and then again, the operators themselves 
do not seem to bother much. Well, I 
don’t think they have ever seen things 
any better. : 

The plating room is divided in two sec- 
tions with a wall between. One side is 
used for a pickling, acid dipping and clean- 
ing room, while the other is where the 
plating tanks are installed. The former 
is an awful sight. In the first place, there 
is no suction fan to take away the fumes 
from the acid, so they remain in the room 
until they find their way up to the sky- 
light, which is located in the centre. 
Imagine the accommodations! None of 
the acid tanks are big enough for a quar- 
ter of the size of the pieces treated in 
them. In case the article is too large to 
be immersed, the acid is poured over it 
by means of an enameled dipper. Sure 
enough it is very difficult and the results 
are very poor in comparison with what 
they would be under modern improve- 
ments. Then again, no tanks for rinsing 
are directly connected with the sewer, so 


that whatever is in excess runs over the 
top on the floor, until it finds its way 
into the spout located in the centre of 
the floor. The workers are constantly in 
the midst of it. The plater is subjected 
to the wet and acid floor and the bad 
acid fumes all day long. 

Now as to the plating end of it, there 
is more to tell, but first I will mention 
what solutions are used and capacity. 

Nickel Solution, 500 gallons, 

Nickel Solution, 100 gallons. 

Brass Solution, 150 gallons. 

Copper-Cyanide Solutions, 50 gallons. 

Silver Solution, 200 gallons. 

Gold Solution, 10 gallons, 


In all the above baths, anodes are used 
with reference to the solution except the 
silver bath, in which platinum anodes are 
employed, drawing constantly from the 
bath, which is replenished when it is 
judged to be low in metal. The brass 
and copper are run cold. A silver strike 
is used before transferring to the plating 
bath, platinum anodes being used there 
also. 

After they are finished in the buffing 
room the articles are brought into the plat- 
ing department where they are flashed 
through a potash solution, because they 
believe that all the potash is for is to 
soften the grease. 

The next operation is to remove the 
grease with the brush and pumice or lime. 
Every article, from the smallest to the 
largest, is scoured. An electric cleaner 
would be a handy thing here. After a 
thorough scouring, spending much. time 
and energy, it is then plated. Not much 
pains are taken to obtain the brightest 
deposit possible, because it is figured that 
if the article is burned on the edges or 
blurry or stained or any such thing, the 
glosser will take care of same. The above 
is in reference to nickel, brass, copper 
plating or any other finish. Then again, 
small articles are wired up for plating, 
which could easily be plated in modern 
barrels, increasing the output, and lower- 
ing the cost, but that is absolutely un- 
known here. I took the pains to explain 
to the foreman the advantage of an “elec- 
tric cleaner,” plating barrels and other 
means of producing better finish, in- 
creased production and much lower cost 
in the best Spanish I could, also by the aid 
of photographs of The Metal Industry, 
but I impressed him little, as he could not 
sée how the features could work as I 
stated. Only a practical demonstration 
could possibly obtain some good results, 
and, of course, of the above I had none 
at hand. It might have been easy enough 
to arrange a bath to remove the grease by 
the electric current, but here again I was 
at a standstill on account of the lack of 
heat and sufficient electricity, as the dy- 
namos at hand could not produce the de- 
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Radium Watches and Clocks 


A Suggestion to Dealers 








It is important that you make sure that the radium watches 
and clocks which you buy from jobbers and sell to your customers 
are licensed under the patents owned by the American Radium 
Company. 


If they are not, you may find yourself in the undesirable 
position of an infringer of our patents, in which case you would be 
liable to suit under these patents. 


Our patents relate to the combination of radio active salts and 
other materials which form a permanent luminous compound— 
fixed upon the dial and hands of watches or clocks. 





The patents include :— 


Number 789,811. . . May 16, 1905 
“ 789,812. .  . May 16, 1905 
“ 911401. . . Feb. 2, 1909 


Further information will be supplied to any dealer in radium 
watches or clocks desiring it, upon application. 


AMERICAN RADIUM COMPANY 


ORGANIZED 1912 


7 EAST FORTY-SECOND STREET 
NEW YORK 
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sired results. On account of not having 
means to demonstrate my ideas practically, 
I could make no headway. ; 

Now as to the labor question. That is 
far from equal to the States. The wages 
are low, when one considers that nearly 
everything necessary to life is about equal 
to that in the States. This has reference 
to the metal and plating trades, but I 
have heard that the same is true of other 
industries as well. The reason for this I 
may say is because the supply is greater 
than the demand. Foreman platers re- 
ceive from five to seven pesos paper 
money a day, which is less than half of 
the value of gold, while every commodity 
bought is priced equal to gold money. 
The above may be interesting to you as a 
matter of information, and I have pur- 
posely dwelt on it. Also I mean to bring 
out a more interesting feature, that is, 
why the manufacturers or job platers have 
not taken pains to search for modern 
equipment improvements. The labor is 
cheap and plentiful. It concerns them 
very little how long it may take to do 
a certain operation, and again, how many 
operations can be eliminated, and still ob- 
tain the same results. Because of the 
cheapness of labor, the manufacturer is 
able to put his article on the market no 
matter what it may cost to produce and 
still be able to compete with foreign made 
goods of the specified articles. 

‘All of the above is true of the present, 
but the times are changing gradually. 
The strikes which occurred here lately are 
a sure sign that the old system can not 
hold its ground very much longer, and by 
that I mean to say that sooner or later 
the proprietors will have to find ways and 
means to place their products on the mar- 
ket at the same cost as the foreign man- 
ufacturer, with his modern improvements 
and speed of production. 

There is no doubt that the United States 
had made the most progress in the plating 
industry and automatic machinery for it. 
The science and machinery of the above 
can not only be very well utilized here, 
but it is badly needed. I am saying this 
because I am convinced that it is so. 

Although everything in the manufactur- 
ing line may be in its infancy, yet it is 
necessary to look at the growth of Ar- 
gentine. Only a matter of some years and 
you will find the Argentine Republic 
among the foremost nations. Because of 
this I believe that there are open channels 
for American chemicals manufactures and 
modern improvement in plating. Speaking 
of chemicals reminds me of some Ameri- 
can chemicals already here; those of the 
Mallinckrodt Chemical Works of St. Louis, 
Mo. Some manufacturers, as you can see, 
have already established trade here, and 
I say that there are plenty of opportunities 
for many others. The field is big and 
growing. 

Now going back to where I left off in 
regard to my “job” at the Joselowich 
Bros. & Co. I stayed there three weeks. 
I would probably ‘have stayed a little 
longer as I wanted to ask permission to 
take photos of the factory again, but the 
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condition of always being in a puddle of 
water, as the floor was constantly, drove 
me away. However, during all the time 
I was there I made a study of everything 
possible. The working hours are very 
convenient, from 7.30 to 11.30 a. m. and 
from 1.30 to 5.30 Pp. M., having two hours 
for dinner, which is the usual custom 
everywhere. It is convenient in this re- 
spect that no matter how far any one may 
live, he or she may enjoy a home meal 
and a little rest. 


The next job was at Paulucci Bros., 1230 
Corrientos St., also Buenos Aires. I am 
writing this letter while being employed 
there. In this place the conditions are 
about the same; in some respects better 
and in others worse. There is much to 
be improved, and rearranged, but here I 
find the same obstacle as I have already 
mentioned; a practical demonstration is 
the only convincing power to obtain the 
desired results, and on account of not hav- 
ing the means to accomplish it, I am 
merely looking things over. 


‘A great factor in the chemical line here 
would be sodium cyanide, on account of 
the high price of potassium cyanide, al- 
though much lower than in the States, and 
for that reason the brass, copper and other 
baths do not get all which is necessary to 
obtain a good bright deposit. I frequently 
found the anodes “green” for lack of 
cyanide. I explained to the owner one day 
that cyanide was necessary to add to the 
bath, because of the anodes being cor- 
roded and the high resistance in the bath 
did not allow sufficient current to flow 
through, and, of course, for that reason 
the work came out smutty and dull, which 
made it necessary to scratch brush after- 
wards. This could be easily avoided by 
just adding cyanide, but the answer I re- 
ceived was that cyanide was too high and 
could not be afforded. Of course it would 
be an expense to add potassium cyanide 
at the present prevailing prices, yet 
cheaper than to employ extra scratch 
brushers. At the same time “sodium cy- 
anide” is so much cheaper that in some 
cases, as it would be in this case, it would 
find itself received with open arms. I in- 
quired whether any was for sale anywhere, 
but I was told that there was not; more- 
over, they did not know of any such chem- 
ical as “sodium cyanide.” 


I could mention a whole page or more 
of articles in the chemical line which are 
needed, but suffice it to say that such is 
the case. I just happened to mention 
“sodium cyanide,” because I know what:an 
important factor that is in plating. 

The feeling of gratitude to The Metal 
Industry for benefits I have derived 
prompted me to write this letter; also the 
fact that American chemical manufacturers 
will become aware of the fact that there 
are opportunities for them in the South 
American republics. It must be borne in 
mind, however, that “new country, new 
customs,” and they must be studied to 
achieve success. Experts in the line what- 
ever it may be, and literature, in Spanish, 
describing the use of articles are abso- 
lutely essential; of course, not overlook- 
ing the important fact that the expert 
must know the language thoroughly. 
Without the latter one is positively lost. 
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A Pipe-Coiling Machine 





(In answer to a Subscriber.) 

SIMPLE machine for coiling pipe, 
which was made and used in a shop 

in Mt. Gilead, O., is shown in the illustra- 
tion. The pipe bent is heavy 34-in. copper 
pipe, which needs no filling to prevent kink- 
ing. The coiling form is a heavy cast-iron 
disk, into which a  coarse-pitch conical 
thread has been cut as shown. The pipe 
to be coiled is threaded on one end, after 
which a fitting is screwed on. This fitting 


is then placed in the little stop bracket 
shown at A. The form is then revolved 














MODE OF USING THE MACHINE 


by turning the handle B. As the form re- 
volves the pipe is kept to the grooves by 
means of the wheel C. The gradual mount- 
ing of the pipe in the forming coils is al- 
lowed for by making the wheel so that it 
can travel upward on the bar D. When the 
coil is finished, a pin at E is removed and 
the bar D and the wheel C are swung back 
out of the way. The coil of pipe may then. 
be lifted off. This conical coil is easily 
flattened by simple pressure, as shown at 
F, The upward bend given the pipe G is 
secured just before removing the pipe by 
pushing it upward against the grooved 
wheel shown—American Machinist. 





She: “Of course, he bored me awfully, 
but I don’t think I showed it. Every time 
I yawned I just hid it with my hand.” 

He (trying to be gallant): “Really, I 
don’t see how a hand so small could—er— 
hide—er—that is— beastly weather we're 
having, isn’t it?” 

*x* * * 

Bessie was the dearest little dog, and 
her little mistress was very fond of her. 
One day the little girl was told that she 
musn’t see Bessie for two or three days. 
When at the end of the time she found 
her dog, it was with five puppies. 

“Why, Bessie,” said the little girl, as the 
dog leaped into her arms, “Why, you dear 
doggie, I didn’t know you were married.” 
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Refiners 


Gold 
Silver 
Platinum 


HANDY & HARMAN 


31 Gold St., New York City Bridgeport, Conn. 


SHIP TO EITHER PLANT 
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SUMMIT 


Get the Most 
from 


Your Sweeps 
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Send Them to Us for 
Refining and Selling 





Maximum returns—because we 
use greatest care in handling. 


Write today for shipping tags 


AMERICAN PLATINUM WORKS 


225 Railroad Ave. 
NEWARK, N. J. 


N. Y. Office: CHAS. ENGELHARD, 30 Church St, 
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Get a Trade Mark Education 


Bradley Horological is a 
trade mark known the 
world over, and stands at 
the head of all institutions 
of this kind. 

It has gained this en- 
viable reputation by imnsist- 
vie ing that its students shall 
~ - be thoroughly grounded in 

the rudiments of the work, 
and become efficient in every part of the work as they 
take it up. Every number on the lists and every opera- 
tion has been worked out in sequence, thereby produc- 
ing the efficient and finished workman. 

It has been said that “Efficiency promotes courage 
and mentality,” and again that “Efficiency is built, not 
born.” Bradley builds Efficiency. 

The capacity for hard work and infinite patience are 
the most important factors in the make-up of a person 
desiring to become a thoroughly competent watch re- 
pair man. Young men wishing to get to the top in 
this art should make arrangements to enter this depart- 
ment of Bradley Polytechnic Institute immediately after 
their Summer vacation. A person can enter at any time, 
but try to get in as near September Ist as possible. 
We will have room for fifty more students at that time. 








A postal card from you, addressed to 


Bradley Polytechnic Institute 
Horological Dep’t 
PEORIA, ILL. 








will get one of our latest catalogues. 





Better Acquaintance 
Leads to Better Understanding 





Our returns on your WASTES 
Gold, Silver and Platinum will en- 
able you to better understand why a 
concern 


Once Our Customer Is 
Always Our Customer 


PEASE & CURREN 


REFINERS 
403 Richmond St., Providence, R. I. 





Assayers Smelters 
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The Work of the New York State 


Association 





(Continued from page 119.) 





—_———_—_—_—_————— 
——————— 


At our meeting Sunday evening it was 
unanimously resolved that we recommend 
to this convention that the N. Y.. S. R. i}. 
Association heartily endorse the invitation 
of the Buffalo R. y. Association to the 
National Association to hold its 1921 con- 
yention at Buffalo, and if in the event this 
invitation is accepted at least $1,000.00 will 
be contributed to the National Association. 

At our last convention our membership 
numbered 367. During the year we have 
lost 8 members, one of these having been re- 
moved by death—-W. J. Hinman of Oneida, 
and one of the charter members of this 
organization. Mr. Hinman’s business is be- 
ing conducted by his widow, who is still re- 
taining their membership in this organiza- 
tion. Only one resignation was received, 
8 businesses discontinued. During the year 
we have added to our rolls 41, and our 
present membership numbers 400. This 
shows a very healthy increase, over 50 
per cent of the retail jewelers, outside of 
Brooklyn and New York city, now being 


members. 

I should like to call your attention to the 
very fine report of the great increase in 
insurance of the National Jewelers’ Mu- 
tual Fire Insurance Co., of which A. W. 
Anderson, of Neenah, Wis., is secretary 
and manager. “Andy” will be with us to- 
morrow, and will address this convention. 
Our association today has 60 members 
carrying insurance in this company, and is 
third among 35 States; and I would. rec- 
ommend very highly to our members that 
they avail themselves of this opportunity 
of saving, by placing their insurance with 
this company. Dividends are returned to 
policy holders in the form of a rebate— 
this year 33!%4 per cent. This saving will 
not only pay your dues many times over, 
but assist you very materially in paying 
your expenses attending conventions. 

While I do not wish to have it appear 
that I am here as a special agent of the 
Seth Thomas Clock Co., however, I feel 
when a company does for the retail jeweler 
what these people have done it is surely 
worthy of comment. Recently the Wana- 
maker stores in New York and Philadel- 
phia advertised Seth Thomas clocks at less 
than the retail prices established by the 
Seth Thomas Clock Co., and rather than 
have their product sold at such prices the 
Seth Thomas Clock Co. bought back at 
retail all the clocks of their manufacture 
in these two stores. 

We surely are all pleased to hear that the 
W. P. Hitchcock Co.,-jobbers of this city, 
are now displaying the sign “No goods 
sold at retail,” and let us hope the move- 
ment started by them may bring in line 
many other jobbers who still retail. 

I trust you have all read the president’s 
greeting in our program. Only a few 
words, but full of thought . There 
surely is a great need for reconstruction, 
co-operation. Boost for your organization, 
it is working for your interest. We are 
growing, but not fast enough. Let us leave 
this convention with renewed vigor and 
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determination to make the New York State 
Retail Jewelers’ Association the best trade 
organization on record. 
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P. C. Gillespie, of Gillespie, Bros., is 
leaving this month for Europe on a dia- 
mond buying trip. 

William Brooks, formerly with the 
Providence Jewelry Co., is now associated 
with the house of Light & Landy. This 
house now has three men representing it 
on the road. 

Milton Schweidzer, who has been travel- 
ing for the M. Boon Co., for many years 
and who is just back from an extended 
western trip, reports conditions as favor- 
able in the territory in which he visited. 

The Rosenbaum Co. has decided to close 
its place of business at 5:30 Saturdays in- 
- Stead of 6:30 o’clock, but during August 
will close at 1 P. M. Saturdays along with 
other stores. The employes were given a 
chance to vote on their preferences during 
the hot weather season. 

Even the department stores are closing 
at 1 p. mM. Saturdays, announcement being 
made that beginning next Saturday Kauf- 
mann’s Department Stores will close at 1 
P, M., which will be the first time in the 
history of the house that this has been 
done. Most stores are closing now at that 
hour and at 5 p. Mm. other days. A major- 
ity of the leading retail establishments of 
the city will close Saturdays at the time 
stated. 


Sam F. Sipe, president of the Jewelers’ 
24 Karat Club, and Mrs. Sipe will sail to- 
morrow on the Olympic from New York 
and will be in Holland for two weeks and 
in England for about a month on a dia- 
mond buying trip. On his return home, 
Mr. Sipe will take up the question of a 
Fall event for the benefit of the members 
of the club. It is expected that a dinner 
will be given and that plans which were 
discussed earlier in the year will be car- 
ried out at that time. 


Five youths charged with entering the 
jewelry store of J. Nemser, McKees 
Rocks, early one morning last week, have 
been held for juvenile court. The boys 
are aged between 10 and 13 years. They 
are alleged to have stolen jewelry and re- 
volvers worth $300, part of the goods be- 
ing recovered. The boys live in what is 
known as “The Bottom” district of ‘the 
pressed steel car town. The lads are the 
sons of foreigners living in the district. 
Justice of the Peace C. M. Christianson 
arraigned the boys for a hearing and 
bound them over. 

Last week two strangers entered a Wood 
St., establishment and began looking at 
diamonds. One of the proprietors im- 
mediately came to the conclusion they were 
the men answering the description sent to 
all jewelers by a detective agency with 
offices in Detroit. These men acted just 
as they were recited as doing in the 
notification. One, actually got behind the 
counter, while the other man looked about 
the diamond department of the store. 


' Detectives were sent sent for but un- 
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fortunately arrived too late, as the men had 
left. They went to another store and were 
about to enter when they observed they 
were being watched. The proprietor of the 
Wood St. establishment in question is 
satisfied that the men are the ones wanted 
in Detroit, for they answered the de- 
scription given. It is supposed that the 
men became frightened and left town, as 
nothing more has been heard of them here. 
The jewelers were warned of _ their 
presence in Pittsburgh and two men were 
arrested on suspicion but they did not 
prove to be the ones who had been in 
several Pittsburgh establishments. 

Check swindlers and other kind of 
crooks appear to be very active in the 
Pittsburgh district. A well known jewelry 
house was caught last: week for $154, the 
house giving the information, requesting 
that the name not be used at this time, but 
desiring that others should know what is 
going on so that these kind of transactions 
may be avoided. In this particular in- 
stance, the check which was received in 
payment for merchandise and the balance 
given in cash was perfectly good, but it is 
believed it was stolen from the mails. The 
check was issued by the Industrial Com- 
mission of Ohio in payment for compensa- 
tion because of injury, but the man to 
whom it was sent never received it. The 
person who presented the check, bought a 
small bill of goods, had the necessary pa- 
pers to show the check was good and wrote 
his endorsement on the back when the 
store decided to accept it and give cash 
for the difference. In this particular case 
the man to whom the check was made out 
was a Greek and the man who signed the 
endorsement signed in good English, al- 
though the man for whom the check was 
intended could only write in Greek. The 
postoffice authorities were notified of the 
transaction and are endeavoring to trace 
the matter, since it is believed that check 
was stolen from the mails and never de- 
livered to the rightful owner. The latter 
in any event claims he did not receive it. 
The victim makes the suggestion that all 
executives give their help strict orders to 
be careful in accepting checks of any kind, 
unless the persons presenting them are 
known or can be identified. This it is de- 
clared will save an endless amount of 
trouble. 





Large Watch School Started in 
Elgin, Il. 


(Continued from page 141.) 











very finest students in watchmaking, who 
would be prepared to handle repairs for 
all kinds of watches. Both of these gentle- 
men are idealists in their special line of 
study and very broad in their judgment and 
tastes regarding different watches. 

The institution will be entirely in their 
charge. The Elgin National Watch Co.’s 
preliminary financial assistance is given for 
the benefit of the whole watch industry and 
especially to prepare helpers to aid the re- 
tail jewelers of the country. 








J. Okerstron, Minden, Neb., has sold out 
to R. W. Weaver. 
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EAR-WIRES 


for 


Unpierced and Pierced Ears 


8000 800I 
Qe u © 


481 482 
Scalloped Nut Knurled Nut 


May be had in both styles 
Assembled and Unassembled 


Quotations Cheerfully Given 


HERPERS BROS. 
NEWARK NEW JERSEY 


Hall Clocks 


We offer for early delivery an 
unusually large assortment 
of 


Tubular Chiming 
Hall Clocks 


fitted with Westminster Chimes 
on five tubes 
or 
Westminster and Canterbury 
Chimes on seven tubes 


Westminster ant Whittington 


Chimes on nine tubes 


in Period design cases in both 
Bungalow and full size 


CATALOG UPON REQUEST 


Awarded Grand Prize at Pan-Pac. Int. 
No. 204 Exposition, 1916 


The Herschede Hall Clock Co. 


McMillan and Essex Place 
CINCINNATI, O., U. S. A. 


New York Salesroom: 586 5th Ave. 
Pacific Coast Rep., A. lL. Hall & Son, 150 Post St., San Francisco, Cal, 
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Waterbury—Exeter—Mahogany 
5-Inch Porcelain or Silvered Dial 
Height 83, Inches Width 1934 Inches 


Wm. Hobbs Clock Co. 


Incorporated 


os Maiden Lane 


Wholesale Distributors 
Seth Thomas Clock Co. 
New Haven Clock Co. 
Waterbury Clock Co. 


New York 


Sessions Clock Co. 
Wm. L. Gilbert Clock Co. 


THE CONCORD 


A 12 Size Movement 


Fitting American Cases 


Of High Quality 
15 and 17 Jewels 


CONCORD WATCH CO. 


MAIDEN LANE NEW YORK 

















BUYING AGENT 


A Swiss watch dealer with best technical and commer- 
cial experience, would like to act, on commission basis, 
as purchasing agent for a few reliable American firms. 
References exchanged. 


H. Haefliger, Horlogerie, Lucerne, Switzerland 


THE BUYERS’ DIRECTORY 
Price $1.00 
The Jewelers’ Circular, 11 John St., New York 





1879 


Our facili- 
ties for de- 
signing and 
manufacturing 
increasing are at your 
number of cus- ~ g N service on re 
tomers e. 4 @ yr ; quest 


Established 














39 years of 


satisfactory 
service to an 














Fraternal 
Emblems 


Medals and 
Class Pins 
Fire and Police 

10-12 %. »* Maiden La®® , . 


Prompt 
Service 
Fair Prices 


Goods of 
Quality 























